









Improved, design - Lowov prices 
1953 HUNTER 72ch0f? ATTIC 
Ensioct to inctoll of all attic fans 


® Now attic fans can be sold and installed as 
easily as other appliances you handle. You'll mak« 
extra profits and build satisfied customers with the 
Hunter Package Fan. It’s the pace setter of attic 
fans, backed by Hunter’s 67-year experience in fan 
manufacture. Available in sizes from 5000 to 
15500 CFM (air deliveries certified) to fit any 
home size and climate. Fan unit guaranteed 5 
years; motor and shutter, 1 year. 
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COLD 
IF SUSPENSIONS CAN’T STAND THE STRAIN! 


Purified Porcelain is good insurance against the hazards of winter. This finest insulator 
porcelain ever made has unequalled ability to stand stress and strain. Cement is 
specially compounded and caps and pins are scientifically designed for maximum 
strength. Victor insulators withstand pull of ice, snow, high winds and endure thermal 


variations far above NEMA standards. For engineering data on these and other Victor 


Purified Porcelain insulators, send for Bulletin No. 4. 


Every Victor Suspension’ Insu- 
lator undergoes this routine 
tensile test before electrical 
flashover test. 








FREE BOOKLET gives you the r 
full story on how Victor Insulators 

are made —how and why Puri- 

fied Porcelain was developed. 

: Write us for your copy. 





" victor NO. 900, ' 
SUSPENSION 





VICTOR INSULATORS, INC., VICTOR, N. Y. 
Low and High Voltage Pintypes + Suspensions + Guy Strains + Spools » Switch and Bus Insulators + Custom Designed Porcelain 





costs 
go down all along the line when you specify 


ome Aluminum 


Light weight of Rome Aluminum 
Triplex permits easy, low-cost 
installation, minimizes sag and 
ice loading. 


Typical service tap connection at 
pole, only one of several types of 
connections which can be made. 


Dead end is formed around bare 
neutral messenger to make the 
house connections. 
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Whether it's secondary and service 
drop cable or line wire, you'll save 
substantially in the following ways 
with Rome Aluminum. 


1. You can string longer spans 
with fewer poles because its mechan- 
ical design and light weight reduce 
sag tendencies. This also means 
greater protection against wind and 
ice loading, reduced tree trimming 
and lower labor costs. 


2. You need fewer accessories be- 
cause of Rome Aluminum’s Triplex 
construction. Easy conductor accessi- 


bility keeps maintenance costs down. 


3. You can count on long service 
life with minimized replacements. 
Aluminum itself is a long-life conduc- 
tor material. RoPrene® (Neoprene) 
and RoLene® (polyethylene) insula- 
tions resist weather and abrasion. No 
braids to rot or festoon. 


Take advantage of the savings in- 
herent with aluminum ... and the re- 
sults of years of research and testing 
by technically skilled, progressive 
Rome engineers. Ask your Rome 
salesman about Rome Aluminum. 


$l 


————————— e 


Triplex self-supporting secondary and service drop cable 
Solid or stranded all-cluminum power conductors, 
insulated with RoPrene (Neoprene) and ACSR or 
other suitable bare neutral messenger. RoLene 
(polyethylene) insulation can be supplied. 


Weatherproof wire—Solid or stranded all-cluminum 
or ACSR conductors, covered with RoLene or Ro- 
Prene. Conventional URC triple braid covering can 
be supplied. 


ALUMINUM 


ROME CABLE CORPORATION, ROME, N.Y., AND TORRANCE, CALIF. 
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SERVICE 


The above 1402 S4 unit is typical of the many variations 


ER 22 & & E of Walker Service Entrance Equipment. The unit is also 
available in outdoor raintite. 
This unit is designed for use in homes for main, range, 


and lighting circuits. The many knock-outs, conveniently 
EQUIP OAENT located terminals provide a unit that is easily installed 


and has an attractive finish that appeals to the home 
owner. 


NOW (Push marttc protection for homes! 


Install profitable, new low-price 
BullDog Electri-Centers 


BullDog Model 8320, shown at left, is the modern, economical, 
safe circuit protection. The unit provides many combinations, 
such as, the range, water heater and four lighting circuits. 
Other Residence Panels in the XD and PB Electri-Centers may 
be seen at your Distributor. 


These units provide every electrical requirement for resi- 
dences, stores and small lighting installations. Using the 
simplified interiors, boxes and fronts, plus completely inter- 
changeable Pushmatic circuit breakers, they are exceptionally 
easy to be ordered, stocked and installed. 





WALKER ELECTRICAL CO., INC. 


P.O. BOX 8 STATION D — ATLANTA, GA. 
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HOW CURRENT 


EVENTS WILL 


AFFECT 


BUSINESS 


TRENDS 





@ THE GREATEST economic 
ness at the present moment is in 
the area of agriculture. This is 
due not so much to presently de- 
clining incomes but more to the 
shadows of future events now in 
the offing. 


weak- 


Americans have not 
heard too much in recent years 
about a “farm. problem,” 
pally, 


princi- 
problem has 
through 
supports for 


because this 
eradicated 
mental price 
products. 


been govern- 


farm 


The past twenty years have seen 
a planned program of support to 
place the farmer upon an equal in- 
come with 
workers. 


basis 


industrial 


non-farm and 

Though this 
program has achieved its results, 
in the main, it has been unpopular 
in many segments of society due 
to our artificially supported con- 
sumer prices. The fact that meats, 
produce, grains, and other products 
of the farm have had prices well 
above normal has left many per- 
sons with a strong antagonism to 
this program. 

Those who remember the era of 
the “twenties” and early “thirties” 
may recall the plight of the farmer 
then. They may also recall that 
the “farm problem” was always a 
major issue at each congressional 
session. 


A new farm problem 

Will the softening of farm prices 
on the market and the advent of a 
new administration now team up to 
cause a recurrence of this impor- 
tant question? It is early yet to 
tell whether the slight drop in farm 
prices is the forerunner of a seri- 
ous break. Nor can one with cer- 
tainty tell what the reaction of 
Congress will be to a removal or 
weakening of farm price supports. 
Sut it can be said that farm prices 
are today above their natural level 
in the economic system and that 


Dr. Bunting. well-known southern 
economist, is president of Oglethorpe 
University, Oglethorpe, Ga. 


by J. Whitney Bunting, Ph.D. 


only strong governmental pressure 
will keep them there. 

It is time that a thorough analy- 
sis be made, completely non-politi- 
cal in nature, to see just what a 
fair relationship should be between 
farm and industrial price levels. 
For many years the weight of po- 
litical 
party has established the farm-in- 


strength in the dominant 
with 
playing a strong role in the re- 
sults. 

For the sake of the 
good, and for the promotion of a 


dustry relationship politics 


common 


sound economic policy, one can cer- 
tainly hope that the administration 
entertains this plea. 
tical standpoint a_ reduction of 
farm prices would not work great 
hardship, 


From a prac- 


even in farm. areas. 
Rather it would create a stronger 
and more plentiful economic sys- 
tem that would benefit farmers and 


workers alike. 


What about taxes 
There is probably no other point 
in our economic framework where 
the corporation president and the 
most have so 
much in common as in a discussion 


humble employees 


During the 
past seven years of prosperity, ar- 


of the tax problem. 


tificial though it may have been to 
some extent, one would certainly 
expect that taxes might have been 
lowered from war time peaks, that 
Waste and extravagance in govern- 
ment might have been minimized, 
and that some of the huge United 
States financial debt might have 
been paid off. 

All of this might have come to 
pass if the Russian government 
had not sponsored the “cold war” 
and the North Koreans the “hot 
one.” Thus this nation has had to 
maintain itself on a full war foot- 
ing to meet the needs (and possible 
needs) that might develop around 
the world. And so taxes have been 
maintained at a high level with no 
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appreciable reduction in the public 
debt. Still the public, rich and poor 
alike, clamors for tax reduction in 
the face of all obstacles. 

The simple fact that the new ad- 
ministration has promised to (1) 
lower taxes, (2) reduce the debt, 
and (3) curtail the budget, places 
the burden of satisfying the people 
squarely on their own shoulders. It 
could be done but only by control- 
ling the tense world situation first. 
Thus, in essence, President Eisen- 
hower must overcome both hot and 
conve- 


cold wars before he can 


niently handle the three financial 
points mentioned above. 

Many persons have felt that our 
efforts with Russia, North Korea, 
and Red China have been badly 
handled during the past two years. 
It is not 


a part of “economic com- 


ment” to belabor this issue. How- 
ever, there is a great confidence in 
the ability of a soldier-educator- 
statesman combination to work out 
the impossible. Suffice it to say 
that even if President Eisenhower 
and his new administration fails in 
any or all of their financial objec- 
thinker 


realize that his success in 


tives, any sound would 
these 
areas would be next to impossible 
without a settlement of the present 


world controversy. 


Trust busting! 

There will probably be a let-up 
in trust-busting by the new admin- 
istration. This is not due to any 
deal with Wall Street or because of 
the backgrounds of many of the 
Rather the letter 
of our anti-trust acts will be car- 


cabinet members. 


ried out in practice but the simple 
fact of “bigness” will not be the 
sole measure of “badness.” A big 
corporation may be definitely in 
the public interest while a small 
firm may be breaking the law daily. 
Size is no indication of illegal 
practice. Consequently, if the trust 
problem is faced squarely from the 
viewpoint of public interest, many 
large organizations that are well- 
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* i Capacity 
Amperes A. C. 


Interrupting Capacity Rating in excess of 
Underwriters’ Laboratories Standards is 
established by tests conducted in ac- 
cordance with AIEE Standards #25 on 
Power Fuses and NEMA Standards on 
Power Fuses. 


SHAWMUT’S NEW trI-ELEMENT 
All-Purpose Superfuse 


Here is a newly designed All-Purpose Superfuse. Use it wherever you need 
One-Times, Renewables or Dual Element fuses. Tri-onic is the first low 
voltage fuse with a published interrupting capacity of 25,000 Amps. at 
rated voltage for fuses. This is 15,000 Amps. more than required by 
Underwriters’ Laboratories Standards for fuses. 


TRI-ONIC, THE NEW TRI-ELEMENT SHAWMUT SUPERFUSE COMBINES: 





1. HIGHER I. C. 25,000 Amps. @ 250V and 600V. 

aay It can handle short-circuits 2% times larger than 

009 peck Velo ordinary fuses. Tri-onic expands fuse application 

into the 25,000 Amp. zone with the same interrupt- 

ing rating and time-current characteristics as 25,000 

omen Amp. molded case air circuit breakers. Buy Tri-onic 

for bus plug-in duct, bus-ways, feeders, motor 
control panels and branch circuits. 


2. LONG TIME DELAY, based on heat absorption 
principle, permits Tri-onic to safely start heavily 
loaded motors without blowing. Eliminates need- 
cei @ 240 Vel 60 Cyn less “‘outage’”’ of circuits due to heavy inrush cur- 
rents or load swings. 

















A TRI-ONIC FOR EVERY CIRCUIT 
These new es ic. pretestive o. 3. COOLER due to Tri-onic’s inherent low resist- 
cared jeter. enama,fem 1110 Ob ci> Or BOO degrece lower than that of erdinary 
ps. 
Volt cirevts, For safety’s ene vale zine links. Use it for distribution boards, panel 
pena vee Amey eal a one Nw motor starting panels, knife and enclosed 
switches. 


THE CHASE-SHAWMUT co. 


382 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


nen @ @ Ww. 


 , ic) om te ~ Ce. Q-T Trionet exe @-T ree FUSE WIRE 
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Are You Making Use 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information booklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 


want, 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 
business problems. The ser- 
vices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 


receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 











managed for the public benefit 
should be able to produce efficiently 
without the fear of unnecessary 
governmental attack. 


Output per manhour 
reaches new high 


Ir THE CITIZENS of 1853 could 
have looked ahead to 1953, they 
would 
present scale of living. Our fore- 
fathers labored long hours, yet 
their everyday conveniences would 
appear most inadequate by modern 
standards. Even fifty years ago, 
factory employees were accustomed 
to work about 60 hours a week and 
earned an average of around 22 
cents an hour. A few people had 
telephones and a very few owned 
automobiles; but no one had ever 


have been amazed at our 


seen an electric refrigerator, or a 
radio, or an electric toaster, be- 
cause these articles were still in 
the future. 

Today, we work fewer hours but 
enjoy a multitude of mechanical 
devices unknown to our ancestors. 

Our high living-standard has 
come about from the replacement 
of human effort with machine ef- 
fort; and the constant adoption by 
American industry of new and bet- 
ter tools of production, which have 
increased the output of goods for 
each hour worked. The development 
of machine power can be measured 
by the changes in the sources of 
the energy used to produce things. 

The studies made by J. F. Dew- 
hurst and Associates, and published 
by the Twentieth Century Fund in 
“‘America’s Needs and Resources,” 
show that in 1850 nearly all of this 
“work energy” came from human 
workers and animals, with mineral 





ESTIMATED OUTPUT OF WORK ENERGY 
wats 1850-1950 


















































fuels and water power furnishing 
less than 6 per cent of the total. 
But by 1944, the latter contributed 
more than 91 per cent. 

The rapid growth in work energy 
derived from water power and 
mineral fuels (coal, petroleum, and 
natural gas), as measured in terms 
of horsepower hours, is evident in 
the first diagram, which covers a 
period of 100 years. The data are 
plotted at 10-year intervals and are 
based on the estimates made in the 
studies mentioned above. In these 
estimates the 
include only 


figures for “work 


energy” about one- 
third of all the energy supplied by 
minerals and water power, since 
the remainder is used for heat, 
light, 
other purposes. 


refrigeration, and various 

The rise in the output per man- 
hour, 
more and 
been an outstanding characteristic 


resulting from the use of 


better machinery, has 


of our particular economic system. 
Without it, our living 
could not have climbed to its pres- 
ent lofty position. The 
yearly rate of increase in produc- 
tivity, or output per manhour, has 


scale of 


averayve 


been estimated at between 2 and 3 
per cent over a long period. 

In a recent study published by 
the National Bureau of Economic 
Research, Professor Frederick C. 
Mills gives an index of the increase 
in productivity by decades from 
1891 to 1950; and this has been 
plotted in the second diagram. The 
base period, or 100, is the decade 
1891-1900. 


Average output tripled 

The bars on the diagram march 
steadily upward, though the rate of 
advance is not uniform by decades 
(or by individual years). In 1941- 
1950 the output per manhour was 
nearly three times as large as in 
1891-1900. Monthly figures on ten 
manufacturing industries for 1951 
and 1952, compiled by this bank, 
indicate a further gain since 1950. 

As to the future, the outiook is 
promising for a continued uptrend 
in production per manhour, and 
hence in our standard of living. We 
are in an age of intensive research 
and technological improvements. 
Huge sums have been invested by 
planis 


business concerns in new 
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OUTPUT PER MANHOUR 


BY DECADES 





189! - 1900 = 100 











and equipment during the last sev- 
eral years, with the consequent re- 
placement of older and less efficient 
facilities. High labor costs and the 
return of keen competition for mar- 
kets are added inducements to in- 
stall the best available machinery 
and methods, and to seek even bet- 
ter ones. The genius of American 
private enterprise is its ability to 
more people with more 
(Reprinted from the Cleve- 


provide 
things. 
land Trust Company Business Bul- 
letin.) 


Good example of 
democracy at work 


A DRAMATIC example of how pri- 
vate business can stop the drift 
toward over-dependence on “big” 
government can be had from a 
quick look at the fabulous progress 
in improving school facilities in the 
bustling city of Columbus, Ind. 

Columbus and the surrounding 
community have been growing in 
population so rapidly that school 
facilities have not been able to keep 
pace through the normal processes 
of local taxation. Some $5,000,000 
was appropriated by the city 
fathers to improve and expand the 
school system over a period of five 
to ten years. But 1953’s school chil- 
dren can’t wait for 1960’s school 
buildings. 

Some communities might have 
solved the probelm by calling on 
the federal government for a grant- 
in-aid or some other special sub- 

(Please turn to page 78) 





Why the BullDog trademark identifies 


Reprints of this thoroughbred bulldog, by 
the famous artist Durenceau, will be sent 
upon request. No cost or obligation. Ad- 
dress: BullDog Electric Products Company, 
Dept. ES23, Detroit 32, Michigan. 
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If there is one thing which distin- 
guishes BullDog electrical distribu- 
tion equipment, it is the unmistakable 
evidence of the thoroughbred. 

This goes far beyond merely com- 
petent product performance. It touch- 
es every phase of the product 
its appearance, its economy, its ease 
of handling, its durability, its oper- 
ating convenience. 

Because of this emphasis on total 
product excellence, BullDog products 
BullDog Safety 
Switches, Pushmatic Electri-Centers, 
Panelboards, Trol-E-Duct, BUStribu- 
tion Duct, and all others, you see the 


stand apart. In 


evidence of the product thorough- 


the best in electrical equipment 


bred. Through integrated design, all 
components of each BullDog product 
work together in perfect harmony — 
for the fullest efficiency, pe rformance, 
usefulness, economy and long life. 
Keep these things in mind when 
you specify or buy electrical distribu- 
tion equipment. Look for the BullDog 
symbol on the products you buy. Our 
adherence for 50 years to this manu- 
facturing ideal makes BullDog equip- 
ment, by all odds, your finest buy. 


* * * 


For on-the-job assistance in planning 
your electrical distribution svstems, 


eall in a BullDog Field Engineer. 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 


Detroit 32, Michigan 


THOROUGHBRED IN ELECTRICAL EQUIPMENT 


CONSULT THE FOLLOWING SOUTHERN REPRESENTATIVES 


Walker Electrical Company, Inc. 
70 Bennett St., W.W - P.O. Box 8, Section D 
Atlanta, Georgia 


Wilson Electrical Equipment & Company 
2930 Commerce Street 101 £. Maple Street 
Houston, Texas San Antonio, Texas 


Standard Electric Mfg. Co. 
2440 South Urbana Street 
Tulsa, Oklahoma 
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ALL IN THE 


culju tee FAMILY 


OF QUALITY PRODUCTS 
for the electrical south 








HOME OF THE SOUTH’S 
FIRST INSULATING MACHINE 


We are proud that the South’s 
first and only continuous vulcaniz- 
ing insulating machine is in our 
modern plant. 


Southwire compounding is an- 
other exclusive. To assure top qual- 
ity and complete process control, 
we produce our own Southwire 
Neoprene compound from raw 
Neoprene supplied by DuPont. 


A complete, modern testing 
laboratory assures the finest quality 
always in Southwire products. 





Look to SOUTHWIRE for all your needs in meeting the 
wire requirements for the Electrical South. 


In our modern, centrally located plant, we are now 
producing a complete variety and range of products. 
Only at SOUTHWIRE can you get them all. 

QUALITY FIRST 

SOUTHWIRE is building its reputation by furnishing 
the finest quality products possible — made by skilled, 
experienced craftsmen on the latest-type equipment. 
Naturally they meet ASTM specifications. 


We'll be most happy to tell you about the complete 
SOUTHWIRE line at your convenience. 


Write, wire or telephone 


ge 
MpPany 


CARROLLTON, GEORGIA 
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1008—Electrical Equipment. The latest edition of the 
Federalog has just been issued by Federal Electric 
Products Co., 60 Paris St., Newark 5, N. J. This profusely 
illustrated catalog contains complete details of Federal’s 
newest motor controls, safety switches, service equipment, 
circuit breakers, panelboards, switchboards, and busduct. 

1030—Condensed Lighting Catalog. This 8-page de- 
scriptive bulletin issued by Pittsburgh Reflector Co., 450 
Oliver Bldg., Pittsburgh 22, Pa., describes in detail the 
most popular items in the Pittsburgh line of fluorescent 
and incandescent lighting equipment. Each item is fully 
illustrated and cataloged, and many are accompanied by 
installation drawings. 

1032—Receptacles, Plugs, and Connectors. Russell & 
Stoll Co., Inc., 125 Barclay St., N. Y., has released a 
bulletin No. EL-4-46, describing the new Ever-Lok re- 
ceptacles, plugs and cord connections for 30 amperes, 
440 volts, a-c. Typical uses are for heavy duty industrial 
purposes. 

1048—Plug-In Strip. A complete revision of Catalog 
CF-2 has recently been published by National Electric 
Products Corp., Pittsburgh, Pa. This 8-page, illustrated 
brochure pictures the 3 ft. and 6 ft. standard lengths of 
the redesigned multi-outlet branch circuit assembly. Sev- 
eral pages are devoted to detailed instructions for cutting 
the Plug-In strip on the job. 

1054—Fluorescent Fixtures. Catalog No. 52 illustrates 
the commercial, industrial and residential designs offered 
by the Kayline Co. Featured are troffers, glass and louver 
type, recessed incandescent units, and many others. The 
catalog is available from the Kayline Co., 2480 E. 22nd 
St., Cleveland 15, Ohio. 

1058—Conductor Fittings. A complete catalog, illus- 
trated and listing prices, has been issued by Penn-Union 
Electric Corp., Erie, Pa. Described is the company’s com- 
plete line, including a wide variety of service connectors, 
terminals, tees, and taps; also many other types of con- 
ductor fittings. 

1068—Wire and Cable. Rome Cable Corporation, Rome, 
N. Y., has just published a new “Bare and Weatherproof 
Wire and Cable” catalog, No. 22. By word and picture 
the story of Rome wire and cable including specifications 
and a technical section, is brought to the reader. 





1076—Modular Lighting. A 20-page booklet containing 
interesting and useful information about the “modular 
system” of lighting can be obtained by writing to the 
Mitchell Manufacturing Co., 2525 Clybourn Ave., Chi- 
cago 14, Ill. 

1082—Wakefield Luminous Acoustical Ceiling. Just off 
the press is this booklet devoted to the photometric and 
acoustical performance of the Wakefield Ceiling. This 
covers full engineering data and full engineering informa- 
tion and layout help for architects and engineers. F. W 
Wakefield Brass Co., Vermilion, Ohio 

1086—Connectors and Couplings. Tomic Sales and En- 
gineering Co., 4864 Woodward Ave., Detroit 1, Mich., now 
have available catalog sheets containing data on the com- 
plete line of their connectors, couplings, and cable con- 
nectors, 

1088—Fittings and Fixtures. A 24-page illustrated cata- 
log covering Killark fittings and fixtures is offered by 
Killark Electric Mfg. Co., Vandeventer and Easton Aves., 
St. Louis 13, Mo. 

1090—-Midget-Size Busduct. Complete information on 
Power Plugin, the new, midget-size busduct, is found in 
bulletin No. 703, available from Frank Adam Electric Co., 
3650 Windsor Pl., St. Louis 13, Mo. 

1092—Electrical Boxes and Conduit Fittings. Steel City 
Electric Co., 1207 Columbus Ave., Pittsburgh 12, Pa., offers 
a catalog of their complete line. 

1110—Flexible Cords and Portable Cables. Bulletin 
H-420, a 55-page illustrated booklet describing Hazacord 
cords and cables, is being offered by Hazard Insulated 
Wire Works, Div. Okonite Co., Wilkes-Barre, Pa. 

1130—Conduit Fittings. The latest completely illustra- 
tive catalogue on their diversified line of conduit fittings is 
announced by The Atlantic Conduit Fittings Company, 589 
Atlantic Avenue, Boston 10, Mass. 

1136—Cavalier Heaters. A booklet is available from 
Cavalier Corp., Chattanooga, Tenn., describing the special 
features of the Cavalier Wall Insert Automatic Electric 
Heaters, and including specifications on the four models of 


the line. Cutaway views and photos illustrate exclusive 
features. 
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CROUSE-HINDS EV Series 


have been redesigned to give you: 
EASIEST installation 
EASIEST maintenance 
HIGHEST efficiency 


This adds up to big savings on every installation / 





1. Rubber O-ring gasket .. . seals joint against dirt or 
liquids. 


2. New improved shock-absorbing receptacle has “uni- 
versal” action . . . absorbs shock from any direction. 


3. Threaded joints are flame tight . . . no sealing com- 
pound or external seals are required. 


4, Lightweight one-piece assembly of globe, holder, 
guard and reflector is threaded high up inside of hood 
- + - no liquid or dirt can enter. 


5. Notches in hood and globe holder . . . easy to loosen 
with a screwdriver. 


fore), 10) 5) & = g-) 


The new streamlined EV 
lighting fixtures are completely 
constructed of cast metal. Max- 
imum corrosion resistance in- 
sures continuing safety in ex- 
tremely corrosive locations. 


Large knurled thumb screw . . . sets between notches 
for positive locking. 


Globe retaining ring and cushioning gasket. 


Heat and impact resisting globe. The accurately 
ground flange, essential for safety, is protected in a 
factury assembled joint . . . never exposed to damage. 


Auxiliary reflector . . ..etched Alzak aluminum... 
eliminates ‘‘trapped” light. 


Porcelain enameled steel reflector. 
Cast aluminum hood. 


Cast aluminum body . . . has two openings for easier 
wiring from either side. 


AIRPORT LIGHTING 
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Explosion-Mroof LIGHTING FIXTURES 


mee PT = 


Easiest Relamping—3 Simple Steps 


1. Single unit globe-holder assembly threaded into fixture 
hood is quickly removable for relamping. Slots are pro- 
vided for prying with a screw-driver when necessary in 
corrosive atmospheres or other severe conditions. A large 
knurled thumb screw is easily loosened to unlock the 
globe and holder. 


The new design of EV Explosion-Proof 
Lighting Fixtures is based on exhaustive 
studies and tests in Crouse-Hinds labora- 
tories. The goal was to produce a fixture 
that would be easier to install and easier 
to relamp than any other explosion-proof 
fixture. Crouse-Hinds designers not only 
achieved this result but also created a 
fixture having the highest possible light- 
ing efficiency. 

You get 3-way savings when you in- 
stall Crouse-Hinds EV Lighting Fixtures: 
quicker installation; quicker relamping; 
more light. This makes them the best 
buy for lighting in any location that is 
hazardous because of the possibility of 
the presence of flammable atmospheres. 
Use them on every job and have the best! 


CROUSE-HINDS COMPANY 
Syracuse 1, N. Y. 


Corpus © 
Crouse-Hinds Company o 


2. Globe and holder complete with guard (and reflector if 
used) is removed as an assembly. Only one lightweight 
piece to handle—globe retained in holder with flame- 
tight joint fully protected. Explosion-proof integrity as- 
sured. The 200/300-watt globe-holder assembly weighs 
but 8 Ibs. 


3. In relamping only a lamp is carried up and down the 
ladder and one assembly handled. It is not necessary to 
stock any spare parts or assemblies for complete con- 
venience. 


TRAFFIC SIGNALS ig Reole}e) Rici as 
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COLUMBIA 


ELECTRICAL PRODUCTS 





Serving the Electrical Industry 
Since 1912 








Columbia Cable & Electric Corporation 


255 Chestnut Street Brooklyn 8, N. Y. 


Sales Representatives in Following Cities: 
Denver, Colo. Minneapolis, Minn. St. Louis, Mo. 
Detroit, Mich. New York, N. Y. San Francisco, Calif. 
Glassport, Pa. Philadelphia, Pa. Seattie, Wash. 
Los Angeles, Calif. Portiand, Ore. Thornwood, N. Y. 
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1140—Pole Line Hardware. Catalog No. 50 has just been 
announced by Hubbard and Co., 6301 Butler St., Pitts- 
burgh, Pa. Hundreds of new products in the pole line hard- 
ware and accessories line are included in this new edition 
which is bound in burgundy fabricoid, embossed, and 
printed in two: colors throughout. 

1144—Fluorescent Fixtures. Fluorescent Catalog No. 34 
has just been issued by Lithonia Lighting Products Co., 
Lithonia, Georgia. It contains descriptive material and 
specifications on a wide range of fluorescent equipment 
suitable for residential, commercial, industrial and other 
applications. 

1146—Ceil Heat Electric Radiant Heating Cables. New 
illustrated folders, fully describing Ceil Heat invisible 
Electric Radiant Heating Cables, have just been issued by 
the Ceil Heat Division of Homes, Inc., 5212 Homberg Dr., 
Knoxville, Tenn. Consumer explanation of radiant ceiling 
heat as well as technical installation instructions are in- 
cluded in the literature. 

1150—Fluorescent Fixtures. Colorful, 20-page catalog. 
Front cover shows interesting illustration of “Light 
through the Ages.” Catalog gives complete specifications 
and pictures of entire Naturlite line manufactured by 
Light & Power Utilities Corp., 1035 Firestone Blvd., Mem- 
phis, Tenn. 

1154—Wall and ceiling fans. PERFECT-LINE Manufac- 
turing Corp. is now offering their fan Catalog No. 51. Fans 
presented include the latest models of PERFECTAIRE 
industrial and residential wall and ceiling fans. Write to 
Perfect-Line Manufacturing Corp., Old Country Road and 
Railroad Avenue, Hicksville, L. I., N. Y. for a copy. 

1156—Industrial Lighting. The new Abolite Catalog and 
Handbook contains a complete descriptive story of all com- 
mercial, industrial floodlighting equipment manufactured 
by the Jones Metal Products, Inc. of West Lafayette, Ohio. 
Several new sections have been added and all major light- 
ing units have revised illustrations, cutaway views, di- 
mentional drawings, plus typical installation diagrams and 
photos. 

1166—Electrical Fittings. 40-page illustrated catalog 
and price list and wide Gedney line. Shown and listed are 
conduit, threaded entrance, SEC, EMT and ground fittings, 
and box connectors for both armored and non-metallic 
cable. Most of the line is made of tough malleable iron and 
hot dip galvanized. Desired copies available from Gedney 
Electric Co., RKO Bldg., Radio City, New York 20, N. Y. 

1172—Bus Duct Manual. A new 68-page manual describ- 
ing types of bus duct and accessories available, and pre- 
senting application and test data, specifications, informa- 
tion on pricing a typical bus duct installation, and a typi- 
cal bill of materials, is available from Westinghouse Elec- 
tric Corporation, Box 2099, Pittsburgh, Pa. The manual 
is designated as Bulletin No. B-4272A. 

1178—Remote-Control Wiring System. Bulletin 16-200 
is a 36-page manual describing layout and installation of 
remote-control wiring, and is available from General Elec- 
tric Co., Construction Materials Dept., Bridgeport 2, Conn. 
Advantages and explanation of the system are followed by 
illustrated installation procedure. System components, cir- 
cuit diagrams, and a typical home layout round out this 
completely descriptive manual. 

1180—Fluorescent Lighting. 24-page catalog describing 
complete line of commercial, industrial strip and kitchen 
lighting units, shielded and open, showing installation and 
maintenance data and price lists. Available from Louisville 
Lamp Co. Louisville, Ky. 

1182—Switch and Bus Insulators. A new bulletin giving 
specifications engineering data, contours, dimensions, etc. 
on its full line of Switch and Bus Insulators has been re- 
cently published by Victor Insulators, Inc. of Victor, N. Y. 
Write for Bulletin No. 5 or use reply coupon below. 

1184—Underground Cables. Complete 16-page catalog. 
Describes construction and illustrates uses for Simplex- 
ANHYDREX Cables. Catalog contains cable weights and 
diameters, as well as complete splicing instructions. Copies 
may be obtained from Simplex Wire & Cable Co., 79 Sid- 
ney Street, Cambridge 39, Mass. 

1186—Electric Heating File, offered by Electromode 
Corporation, Rochester 3, N. Y., is made up to suit in- 
dividual requests for information on Electromode Heaters 
for domestic, industrial or farm use; or to contain mate- 
rial on the complete Electromode line if desired. Included 
are specification sheets, illustrations, installations, how to 
select the right capacity heater, how to figure heat loss, 
wiring diagrams, and price sheets. 
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1188—CSP Distribution Transformers. A 32-page, three- 
color catalog, “Transformers That Cut Distribution Costs,” 
is now available from Westinghouse Electric Corp., Box 
2099, Pittsburgh 30, Pa. The “how” and “why” of these 
transformers is presented in four divisions: performance, 
evidence, construction, and the products. 


1190—Electrical Fittings and Fixtures. Blackhawk In- 
dustries, Dubuque, Iowa offer a new 2-color bulletin describ- 
ing and illustrating B-I Electrical Fittings and Fixtures. 
Included are conduit and cable fittings, conduit and cable 
straps, staples, box supports, sill plates, locknuts and 
bushings, wire holders and yard lights. 


1192—Wire Pulling Lubricant. Illustrated six page 
folder showing the advantages of an improved Y-Er Eas 
wire pulling lubricant is available from Electro Compound 
Company, 3812 West 150th Street, Cleveland 11, Ohio. 


1198—TOOLS AND WIRING MATERIAL. A _ new 
eight page folder showing the new JIFFY SAW ATTACH- 
MENTS and other hole cutting tools, as well as SNAP-IN 
BLANKS, BOX SUPPORTS, NO-KINK FISH TAPE, and 
other wiring specialties, has just been issued by CLYDE 
W. LINT CO., 1144 W. Washington Blvd., Chicago, Il. 


1200—Fluorescent Fixtures. Complete information on 
fluorescent lighting for offices, commercial interiors of all 
types, industrial plants, school, libraries, etc., available 
from Leader Electric Company, 3500 N. Kedzie Avenue, 
Chicago 18, Illinois. 


1202—Hazardous-Location Equipment. Bulletin 2631 
contains up-to-date information (following 1951 Code re- 
vision) on why equipment for hazardous locations is de- 
signed and built as it is, and is available from Crouse- 
Hinds Co., Wolf & 7th, No., Syracuse 1, N. Y. A detailed 
treatment of Article 500 of the 1951 Code is found in 
Bulletin 2627, also available from Crouse-Hinds. 


1204—Electrical Conduit Fittings, Conduit Nipples, 
Couplings, Elbows. Illustrated Catalog available upon 
request to Electrical Fittings Corp., Woodside, N. Y., or 
our nearest warehouse in your locality. 


1206—Electrical Tape. Available in catalog sheet form 
are Haartz-Mason specifications for Paramount Friction 
Tape, Stronghold Rubber Tape, and the new Paraplastic 
Plastic Tape which effectively does the work of both rubber 
and friction tapes for faster and neater taping. Haartz- 
Mason, Inc., Watertown 72, Mass. 


1208—Contemporary Lighting Fixtures. New catalogs 
are available from Pressteel Company, 800 Bancroft Way, 
Berkeley 2, California. Profusely illustrated, the catalogs 
feature their Recessed, Swivel-Lite and Architectural 
Series, and include prices, framing-in-dimensions and 
candle-power distribution curves. The Swivel-Lite and 
Architectural Series are available in a wide range of 
decorator colors. 


1214—Wire, Fuses, Wiring Devices, General Catalog of 
Royal Electric Company, Inc., Pawtucket, R. I., covering 
flexible service and lamp cords, cord sets, extensions, 
trouble lights, wiring devices and decorative Christmas 
lighing is available to wholesalers. Dealer catalogs may 
be secured from Royal distributors. 


1216—Metal Framing—New Pocket Catalog No. 800. 
Handy reference for the engineer, draftsman, or man on 
the job—%84 pages of useful reference tables, ideas, photos, 
drawings and other data on how to mount, frame, hang 
and support all types of mechanical and electrical equip- 
ment with UNISTRUT All-purpose Metal Framing. Uni- 
strut Products, 1013 Washington Blvd., Chicago 7, Ill. 


1218—Carbon Products. A 28 page catalog on Motor 
and Generator Brushes and carbon products telling how to 
order brushes, grade recommendations, characteristics 
and description of brush grades, and a complete review 
of types of shunts, brush connections, terminal and shunt 
location. Catalog #95 is available from the Helwig Com 
pany, 2536 North 30th Street, Milwaukee, Wis. 


1220—Stadium Lighting. The Pyle-National Company, 
334 N. Kostner Ave., Chicago. Ill., announces the avail- 
ability of a new 8 page bulletin, No. 605, on stadium 
lighting, describing in detail floodlighting of a typical 
outdoor athletic arena stressing the importance of using 
fully enclosed floodlights. 
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ALL-STEEL EQUIPMENT Inc¢.—s00 Kensington Ave., Aurora, Illinois 


“A BOX FOR EVERY NEED” 
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MOLDED-ON 
ATTACHMENTS 
ON No. 18, 
16 or 14 
TYPE “'S” 
RUBBER CORD 


HEAVY-DUTY EXTENSIONS 
with MOLDED-ON caps and connectors 


® for POWER TOOLS 


@ LAWN MOWERS 
@ HEDGE CLIPPERS 


PROJECTORS 





FLOOR POLISHERS 


MACHINES, etc. 


“‘POWR-KORD” TAKES THE CURRENT 
WHERE THE TOOLS GO! 


Lengths from 10 to 100 feet 
.. . only “POWR-KORD” offers the complete safety 
of molded-on attachments... every component part 
fully Ul Kisted! 
ORDER FROM YGUR ROYAL WHOLESALER — TODAY 


ROYAL ELECTRIC COMPANY, Inc. 
PAWTUCKET - RHODE ISLAND 


Moanufocturers of WIRE © CORD SETS © FUSES © WIRING DEVICES 
and DECORATIVE CHRISTMAS LIGHTING 


Represented by FULWILER & CHAPMAN, ATLANTA - GREENSBORO - NEW ORLEANS 
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REPRINTS up to five, free. 
Larger quantities at cost. 
W. R. C. Smith Publishing Co. 
806 Peachtree St., N.E. 
Atlanta 5, Ga. 








Leading tax authority 
analyzes the problem— 


“New industry in the South 
is increasing at a rate 50% 
higher than that of the nation 
@s a whole. But these brilliant 
gains can be wiped out unless 
there is a sharp reversal in 
the trend of Federal taxes." 


OUTHERNERS can be proud that the recent indus- 

trial and economic growth of the South has out- 
stripped the rest of the nation. For the first time since 
the War Between the States, the South has begun to 
assume its rightful place in the national economy. The 
brilliant gains of recent years, however, can be wiped 
out unless there is a sharp reversal in the trend of 
Federal taxes and tax policies. 

High taxes are always painful to every sector of the 
economy but they are especially damaging to new and 
growing business. It is significant that new industry in 
the South is increasing at a rate 50 per cent higher 
than that of the nation as a whole. Hence, the South 
even more than the rest of the nation has a direct 
stake in Federal taxes and tax policies that hamper 
business growth and activity. 

Moreover, restrictive tax policies have more than 
regional interest. Admittedly, the biggest problem to 
be faced by the new National Administration headed 
by President Eisenhower is the Korean war and the 
general international situation. But it is likewise true 
that our national security depends on the productive 
strength that has won us victory in two World Wars. 
In other words, we must maintain the strong national 
economy which is essential to long-term victory over 
Russia in both the hot and cold wars. Sound fiscal 
policy in the Federal government will go a long way 
toward keeping our economy strong enough to meet 
all aggressive threats. 


Opportunities for 


By JOHN W. HANES 


Unfortunately, we do not at present have a sound 
Federal fiscal policy. Excessive expenditure is one 
Federal shortcoming, but I am concerned here pri- 
marily with taxes. Few people seem to realize that 
the present total tax burden is greater than at the peak 
of World War II. In fiscal 1944, the Federal govern- 
ment collected $44 billion. In fiscal 1953, revenues will 
reach an estimated $69 billion. 


Individual and Corporation Outlook 

Nor is the outlook less grim on an individual tax- 
payer basis. In just three years, between 1949 and 
1952, the tax liability of low income taxpayers in- 
creased some 30 percent. It is no wonder that a $3,500- 
a-year man today pays almost a third of his income 
in direct and hidden taxes. And in the top income 
brackets, the tax collector takes as much as 92 cents of 
every extra dollar earned. 

Similarly, corporations today find themselves paying 
up to 82 cents of every dollar of profit to the Federal 
government. Between 1949 and 1952, the tax liability 
of a small corporation with a net income of $25,000 
jumped 30 percent, from $5,750 to $7,500—not in- 
cluding any possible excess profits tax. Similarly, a 
company with a net income of a million dollars had a 
35 percent increase in tax liability, from $380,000 to 
$514,000—again not including EPT. 

The so-called excess profits tax itself is perhaps the 
greatest single tax barrier to the kind of strong, ex- 
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In this article—No. 3 in a series on problems of 
business and government, written exclusively for 
the W. R. C. Smith publications—a recognized 
leading authority on Federal taxes and tax policies 
outlines the opportunities for tax reduction and 
more equitable distribution of the tax burden. 


Tax Reduction 


Chairman, Tax Foundation 


panding economy we need to face up to international 
aggression. In this connection, it is important to re- 
member that not only the U. S. but the whole free 
world depends largely on our productive strength. 

Business has been operating under the Excess Profits 
Tax Act of 1950 for nearly two years. Actual experi- 
ence has underlined the validity of the strong argu- 
ments made against the tax when it was proposed. The 
major argument against EPT, borne out by many case 
histories, is that by severely penalizing small or grow- 
ing companies the tax inevitably retards the expansion 
of the economy. I have already pointed out the particu- 
lar application of such repression in the growing in- 
dustrial South. Let me give you one example, without 
identifying the company any more than by saying |! 
can vouch for the accuracy of the example. 


How the EPT Throtties Expansion 

Here was a company that was planning as early as 
October 1948 to enter an entirely new manufacturing 
field. Its parent corporation was legally committed to 
enter the new field on November 4, 1949, while the 
legally-binding contract was assigned to the company 
on March 6, 1950. Because of the way the EPT law 
was written, any profits on the new operation would be 
taxed at a rate of 82 cents on every dollar. The sup- 
posed over-all tax limitation of 70 per cent on any 
corporation would provide no relief whatsoever. 

This places the Southern company in a position 
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JOHN W. HANES, native of North Carolina, is one of 
the nation's most noted finance executives and tax 
experts. He is currently a chief executive of United 
States Lines Co., Olin Industries, Inc., Ecusta Paper 
Corpn., and director in many other corporations. He 
was Under Secretary of the Treasury during 1938-1940 


where it is virtually impossible for its new operation to 
survive, since its competitors were manufacturing the 
same product throughout the entire base period and 
therefore enjoy a normal excess profits credit. Since 
the inequities of the excess profits tax are not limited 
to this company alone, what is happening to all the 
other Southern corporations which have been responsi- 
ble for the tremendous industrial growth of the South? 
It is plain, indeed, that taxes and tax policies of the 
Federal government threaten the economic progress of 
the South. 

Here is another case to show how the excess profits 
tax.throttles industrial improvement. An oil company 
made a study involving the installation in its refinery 
of two new processes which had been developed in its 
laboratories. The company found the total investment 
would be about $15 million. On a tax-free basis, the 
investment would pay for itself in about two years 
The investment would have been a risk worth taking if 
the invested money could be returned in two years 
Unfortunately, the oil company was operating in the 
excess profits bracket which meant that 82 cents of 
every dollar of profit from the new investment would 
be taken in taxes. 

Instead of the proposed improvement paying for it- 
self in two years it would require more than eleven 
vears. This factor made the risk too great because of 
the possibility that a better process within three or 
four years would make the proposed improvement ob- 
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Tax Reduction Opportunities (continued) 


solete. Instead of paying for itself, the investment 
would very likely result in a substantial loss. At best, 
it wasn’t worth taking the chance. 

Thus the excess profits tax not only handicaps indus- 
trial expansion but also places a great barrier in the 
path of industrial research and development. As one 
research engineer put it, “a research and development 
organization must be a bunch of magicians to over- 
come so serious a handicap as imposed by our income 
tax laws.” 

The arguments against the EPT are endless. The 
tax strangles productive effort by effecting a tax- 
orientation of management. Removal of the profit 
motive as an incentive to cut production costs and avoid 
waste and extravagance results in managerial deci- 
sions not wholly based on sound business consideration. 
In other words, a company is inclined to be less careful 
about what it does with 18-cent dollars (after EPT) 
than it would if it could keep a larger slice of the profit 
dollar. At the same time, this factor contributes to in- 
flation by exerting an upward pressure on prices, stim- 
ulating competitive bidding for scarce manpower and 
materials, and encouraging debt. 

Finally, from a purely mechanical standpoint, ex- 
perience demonstrates that EPT is difficult to admin- 
ister and does not provide adequate relief in inequitable 
cases. Besides increasing the accounting burden, con- 
troversy, litigation and cost of compliance, EPT makes 
extensive research necessary in economics, business and 
related subjects in order to settle tax liability. The 
complexity of the EPT keeps tax-writing committees 
of Congress busy making changes in the basic law. The 
Revenue Act of 1951 alone made 23 technical and struc- 
tural changes in the Excess Profits Tax Act without 
dimming the cries against EPT injustice. 

The result of such patching and amending is not one 
broad excess profits tax law for the whole corporate 
economy, but a series of individual excess profits tax 
provisions for specific industries. Every month that 
passes brings to light more and more EPT inequities. 
The eventual outcome can only be a law that is nothing 
but a hodge-podge of special provisions. 


Business Profits Declining 


Few people seem to realize that for the second suc- 
cessive year, business profits after taxes declined in 
1952. In other words, while employment is at a peak, 
while individual incomes increase, while virtually every 
segment of the economy is increasingly prosperous, 
business and industry show declining profits. Here are 
the figures: 


ANNUAL RATE OF CORPORATE PROFITS 
(Billions) 





Before Tax After Tax 


1950 39.6 21.2 
1951 42.9 18.7 
1952 (1st Half) 41.2 17.5 
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When we consider that national security itself de- 
pends on maintenance of our productive facilities, the 
decline of profits in our incentive economy becomes 
doubly dangerous. 


Reductions in the Tax Load 

Since this is true, and since it is likewise true that 
the individual taxpayer is intolerably hard-pressed, is 
there any possibility of tax reduction in the near 
future? I believe there is. An essential part of any tax 
reduction program, however, is a simultaneous effort 
to cut Federal expenditures, which are the long-run 
key to the tax problem. It seems fairly evident that the 
new Administration and the new Congress will iabor 
this year to make sizable reductions in wasteful and 
unnecessary Federal spending. 

On the assumption that expenditures will be re- 
duced, I believe we can go ahead with a program to 
ease the unprecedented tax burden that is handicapping 
the full development of our productive capacities. It is 
my conviction that we should let the most recent tax 
increases die on their expiration dates something as 
follows : 

The Excess Profits Tax Act should most certainly be 
allowed to expire when its current authorization ends 
on June 30, 1953. It is significant that many economists 
in and out of government see the possibility of a reces- 
sion beginning about the same date. Nothing would 
give business a better boost than the end of EPT. 

The most recent 10 or 11 percent increase in the 
individual income tax is due to expire on December 31, 
1953. Since the individual needs as much tax relief as 
corporations, we might let the individual increase ex- 
pire on schedule—or even better, move the expiration 
back to June 30 so that both the corporations and in- 
dividuals receive relief at the same time. 

Next recent tax scheduled to expire is the 5 percent- 
age point increase in the corporate income tax, due to 
end April 1, 1954. That also should be allowed to die on 
schedule, along with the most recent increases in ex- 
cises which are due to expire on the same date. 

Expiration of these taxes would result in an esti- 
mated loss of about $2 billion in Federal revenues for 
fiscal 1954. For a full year the estimated loss of 
revenue might be about $8 billion. If the budget is to 
be balanced in fiscal 1954, these tax cutbacks mean that 
expenditures must be about $10 billion less than esti- 
mated for the present fiscal year (1953). Such a goal 
certainly is not too much to expect from an Adminis- 
tration and Congress elected at least partially because 
of its program of economy in government. 

Moreover, in discussing estimated revenue losses 
from these tax reductions, we should remember recent 
tax history which indicates that revenue losses due to 
tax reductions frequently are not as bad as they are 
painted. The Revenue Act of 1945, which was expected 
to reduce individual income tax collections by $2 billion 
in fiscal 1947, resulted instead in a $1.5 billion increase. 
The Revenue Act of 1948, which was expected to reduce 
collections by more than $4 billion in fiscal 1949, actu- 
ally brought individual income tax collections down by 
$3 billion. 


The same thing seems to have happened in Canada, 


ELECTRICAL SOUTH for FEBRUARY, 1953 





where there have been tax reductions in all the fiscal 
years 1946 to 1951. In many cases, actual receipts in- 
creased instead of going down, despite the fact that 
sizable reductions in rates were being made. In the 
other cases, the actual revenue reductions were much 
less than the anticipated revenue effects of the tax 
reductions. 

It seems evident from this recent fiscal history in 
the U. S. and Canada that the mild tax reductions here 
proposed may well have the long-run result of increas: 
ing revenues rather than reducing them. I emphasize 
that “mild” cutback because the relatively minor tax 
reductions listed here are only the beginning of what 
must be done to ease the present intolerable tax burden. 
As soon as humanly possible, these first tax cuts should 
be followed by others across the board to enable the 
U. S. economy to operate with a minimum tax burden 
and thus produce all the wonders of which it is demon- 
strably capable. 


Tax Law Revisions Needed 

Accompanying this general reduction in the tax load 
should be a careful program of tax revision. Imbedded 
in the present hodge-podge of tax statutes and regula- 
tions are provisions that strongly hamper capital for- 
mation by weakening the incentives of potential in- 
vestors. A man is unlikely to risk his savings in a new 
business if the tax laws seem organized to take away 
most of any profits he happens to make. He is more 
likely to put his money in “safe” bonds or in a savings 
bank. He doesn’t gain much but he doesn’t lose either, 
he thinks. On the other hand, the national economy 
suffers because the U. S. needs these savings to start 
new businesses, expand production,,and make jobs. 

An average of $11,000 of capital investment is needed 
to create a single industrial job. Since some 800,000 
young people enter the labor force every year, we can 
get an idea of the new investment needed annually. 

There are many needed revisions in the tax laws to 
encourage risk capital but here are several that stand 
out: 

“Section 102” of the Internal Revenue regulations. 
This section imposes penalties on corporations found 
to have accumulated reserves in excess of “reasonabie”’ 
needs of their business. Many corporate managements 
are in constant turmoil over the uncertainty of a large 
penalty tax under Section 102, should they be unable 
to prove to the satisfaction of the internal revenue 
agent the propriety of their current dividend policy. 
Moreover, many corporations, attempting to avoid 
trouble under Section 102, feel impelled to pay such 
heavy dividends that adequate reserves for ordinary 
business precautions are dissipated. 

The minimum that should be done with Section 102 
is to shift the burden of proof so that the Treasury 
must prove that the dividends are “unreasonable” 
rather than force the taxpayer to prove they are “rea- 
sonable.” Another good change would be to permit 
profit from capital gains, now included as income for 
purposes of Section 102, to be exempted from the 
penalty tax if they are long-term gains. 

There is a second and very important way in which 
tax revision can generate new capital. This is the 
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matter of depreciation. Everyone admits that the pres- 
ent method of dealing with depreciation is unsatisfac- 
tory. Treasury policies on depreciation are a direct 
handicap to new risk capital. The tools of industry are 
wearing out at a greater rate than they are being re- 
placed because corporations must follow restrictive and 
archaic depreciation schedules. Corporations tend to 
keep their older facilities in operation instead of mod- 
ernizing them, since they cannot afford to discard older 
tools and facilities until they are completely depre- 
ciated. 

At the same time, the whole process is wasteful be- 
cause of the tremendous sums the Bureau of Internal 
Revenue spends checking depreciation allowances to 
corporations. 

There is a relatively simple solution which would 
bring up to date the depreciation practices of the 
Bureau and cut down the waste motions of its engi- 
neering division, not to mention the annoyance and 
expense to the taxpayer. That solution is to permit 
corporations to set their own depreciation rates, within 
limitations. The limitations would be two: first, that 
depreciation rates be no higher than 20 per cent; and, 
second, that corporations stick to their schedules, once 
these are established. 

This solution would have the additional merit of not 
only dispensing with a large part of the engineering 
division of the Bureau of Internal Revenue, but would 
save a huge amount of time as well as legal and ac- 
counting expense to the taxpayer. 

Should we adopt this broad principle of dealing fairly 
with depreciation, neither the Treasury nor the tax- 
payer will be the gainer or loser in the long run, but 
the economy as a whole will gain tremendously. Man- 
agement will then be free to use its own judgment and 
initiative in expanding production and creating more 
jobs. 

Finally, a prime area for tax revision is the most 
important deterrent to the formation of new venture 
capital, the double taxation of dividends. Perhaps be- 
cause it is so basic, the problem of double taxation of 
dividends is more difficult than most. Nevertheless, it 
must be the long-term aim of any adequate tax revision 
program for the encouragement of risk capital that 
double taxation of dividends—once in the form of a 
tax on corporate profit and again when the stockholder 
pays his income tax—be eliminated. 

Apart from these specific tax revisions, there needs 
tc be a restatement of the entire tax law in shorter, 
more intelligible terms. For all the predictable ituture 
we shall need relatively high taxes to pay for national 
defense expenditures. A new Congress should seize the 
opportunity to overhaul the tax system and put it in 
shape for the heavy costs ahead. Taxes will always be 
painful for the taxpayer. But they need not be as de- 
structive to economic expansion and to individual in- 
centive as the present hit-or-miss tax system. 

The demonstrated demand of the American people 
for lower taxes and less wasteful Federal spending, 
plus the great need for extensive tax revision, is a great 
challenge to the new Administration and the new Con- 
gress. This challenge can be met if the South and the 
rest of the nation insist that it must be met. 


2) 





Kansas contractor applies 
money-saving bookkeepin¢ 









































by L. H. Houck 


@ SIMPLICITY seems always to be 
an important ingredient of any 
successful formula. Simplicity al- 
most always keynotes efficiency. 
And so it is not strange that 
simplicity is an important feature 
of the highly efficient method used 
by Murray Electric, Inc., of Kansas 
City, Kansas, to handle material 
and labor records on all wiring 
jobs from the smallest to the larg- 
est. Devised by J. E. Murray, 
owner, and in use for several years, 
the method enables this firm, which 
does a $200,000 a year business, to 
handle details which would ordi- 
narily require four to six persons 
with only two. The results are im- 


To minimize record-keeping, no matter how large or how small the electrical 

installation being handled, Murray Electric, Inc., utilizes a job sheet and a 

material sheet which include a record of materials used, dates, instructions, 
and job completion. Labor hours are kept on job sheet duplicate. 


MURRAY ELECTRIC, INC. 
MATERIAL SHEET 
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portant savings besides direct line 
control of material, cost, and billing. 

Murray jobs all start with filling 
out a job ticket, numbered in dupli- 
cate and signed by the customer. 
This job sheet automatically as- 
signs a number to the job, gives 
the name and location of the job. 
gives the person from whom col- 
lection is to be made, the number 
and date of the permit. Bulk of 
the white space is used for writing 
the instructions. There is a blue 
duplicate. The white sheet staples 
to another printed form called the 
materia] sheet and the blue sheet 
goes to the workman doing the job, 
or, if it is a large job, to the fore- 
man of the crew. 

Mr. Murray is convinced by the 
success of his own methods during 
more than 30 years in business, 
that it is better to send material to 
the job rather than to maintain 
trucks. He takes the position that 
he saves almost all shrinkage, and 
the periodical inventory of trucks 
which must be done to keep mate- 
rial from shrinking and getting 
lost, as well as the cost of periodic 
restocking of trucks. 

Material for the job is put on 
the material sheet which carries 
the name and number of the job, 
date the job started, and a place to 
date the finish of the job. Each 
item of material must be listed 
with its cost and its selling price. 
Each item thus listed must be 
billed to the customer or returned. 
When a job is finished, all billed 
material left on the job must be 
gathered up and returned where it 
is credited on the same sheet. 

The material listed on the ma- 
teria] sheet is delivered to the job 
by a regular truck but it may not 
be in the full amount. If there is 
no suitable place to keep unused 
material, only what the crew needs 
Is sent. 

The rest of the material is sent 
out from day to day as it is needed 
to keep the crew going forward 
with the job. All of it, however, is 
recorded on this one sheet. There 
are no other sheets to get lost, or 
eomponents which are supposed to 
end up with a master sheet. Con- 
sequently, there is no chance for 
an order list to outgrow the job. 

On large jobs the Murray com- 
pany may have material shipped 





J. E. Murray, owner of Murray Electric, Inc., in Kansas City, is convinced 
that his simple record-keeping system eliminates work of several employees. 


directly to the job from the supply 
sources if there is a place to put it, 
and men then go directly to the job 
to work. This procedure does not 
side step the key material sheet, 
because material went on the mate- 
rial sheet when it was ordered. 
This places the responsibility with 
the crew on the job to see what 
they were billed for, and elimi- 
nates the age-old alibi at the end 
of the job that “the material never 
got there.” Of course, supervisory 
personnel checks on this, too. The 
main point is that there are no lost 
motions and no crevices for alibis. 

Even labor of the electricians 
does not rate another sheet. Labor 
hours for each of the crew are kept 
on the back of the blue sheet. Con- 
sequently when the blue sheet is 
turned in at the end of a job, along 
with the returned material, the 
labor charges have also been com- 
pleted. This makes the job ready 
for billing and still it has not 
grown beyond the white job sheet, 
the blue duplicate, and the material 
sheet. 

When the total price has been 
listed on the white sheet, the bot- 
tom is filled out to show that the 
job was billed by invoice for the 
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stated amount on the date given 
and a copy of the invoice is then 
stapled to the four forms which 
makes a total of four pieces cf 
paper for any size job. 

“We have had experts who heard 
about our system come to examine 
it,” Mr. Murray told ELECTRICAL 
SouTH, “and we have been gratified 
when they couldn’t find anything 
wrong with it. We're certain that 
our method saves four to six per- 
sons by conventional systems. In 
this present age of stiff competi- 
tion on bids for public jobs 
every saving becomes a worthwhile 
asset.” 

Murray Electric, Inc., has been 
doing an average of $200,000 a 
year in apartment buildings, sub- 
division wiring, and in the new 
low-cost type of school construction 
now being done in Kansas. 

They were successful bidders cf 
probably half a dozen of these per- 
manent school buildings during the 
past year. All the jobs have been 
handled at normal profit, Mr. Mur- 
ray said, and this was due to the 
described system, the efficiency of 
Murray men, and co-operation of 
crews with other trades. 

(Please turn to page 78) 























® IN THE SECOND study unit ‘of the 
course on electrical estimating 
being conducted by the National 
Electrical Contractors Association, 
the basic elements of electrical 
construction are discussed in de- 
tail as a groundwork for the more 
detailed instruction on estimating 
to follow. 

The objective is to give the stu- 
dent-estimator an over-all view of 
the scope of the industry, to point 
out the estimator’s responsibility, 
and to serve as a guide to neces- 
sary supplemental study. 

A similar course in fundamen- 
tals of electrical construction is 
covered in the third study unit, 
which was designed to provide the 
student-estimator with a basic 
knowledge of. the elements of vari- 
ous types of building construction 
and the relation of wiring con- 
struction to them. 

“It is of extreme importance,” 
says NECA, “and almost a neces- 
sity for anyone who is responsible 
for preparing estimates of electri- 
eal construction with any degree 
of accuracy to have working knowl- 
edge of the elements of building 
construction, the ability to read 
and understand architectural blue- 
prints and drawings, as well as 
the electrical and mechanical draw- 
ings, and the ability to visualize 
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the entire building structure and 
the relation of the electrical con- 
struction to it.” 

Following these study units on 
electrical equipment and building 
construction, the student-estima- 
tor, in Study Unit No. 4, is led into 
the maze of electrical estimating 
detail. Introducing this study unit, 
NECA says, “While to some esti- 
mating may be a rather broad and 
intangible term, fundamentally it 
is the determination of a sound 
cost and proper price for a given 
amount of work in advance of the 
actual doing of that work. 

“No estimate, no matter how ac- 
curate, can be absolutely correct 
except by accident, 
estimator is concerned 


because the 
with too 
many factors which are variable. 
Electrical contractors have been 
known to wire two or more similar 
buildings having exactly the same 
electrical layout, containing the 
same equipment and under appar- 
ently similar conditions, and have 
found their costs to vary, some- 
times considerably. On the other 
hand, it is surprising how close are 
the bids of qualified estimators on 
job after job. 

‘“‘“Extending the definition 
slightly, estimating can be consid- 
ered to be those mental and physi- 
cal processes that a person goes 








‘et 


“S? Wes 


through to determine, through ac- 
curate quantity, survey, and intel- 
ligent variable 
conditions, a 


analysis of all 
reasonably accurate 
cost and price that will provide a 
sufficient amount of income from 
the given job to defray all the 
costs of material, labor, direct job 
expenses caused by the job, and a 
proper share of the overhead or 
leave a 
normal margin of profit for the 
owner of the business. Any esti- 
mate that does not accomplish this 


operating expenses, and 


is not a sound estimate.” 


Prime cost or final price 

It is pointed out that some con- 
tractors permit their estimators 
to cover only the prime items of 
material, labor and direct job ex- 
penses and make up the final price 
themselves. Others maintain that 
the final price including the desired 
margin of profit should be deter- 
mined by the estimating depart- 
ment. Those who favor the first 
method maintain that the determi- 
nation of overhead and profit adders 
is the responsibility of top man- 
agement. Those who favor the 
latter method maintain that the 
estimator is the one most familiar 
with the conditions, 
ratio of basic material to expensive 
equipment items and to the labor, 


specific job 


ELECTRICAL SOUTH for FEBRUARY, 1953 





and is therefore in a better posi- 
tion to allocate properly the pro- 
overhead and_ profit. 
They also prefer to put the entire 
responsibility for on 
one person. 

“Both points of view are sound,” 
says NECA, and the electrical con- 
tractor will to for 
himself which degree of responsi- 
bility he wishes to assign to his 
estimators 
ment.” 

In its instruction, 
NECA assumes that the estimator 
will determine the final 
Therefore his estimate 
cover all of the following elements: 
total estimate or bid, profit allow- 
ance, overhead prime 
direct money 
paid out for sub-contracts, material 
costs, labor costs. Travel time, it 
is held, should considered 
travel expense and included under 
direct job expenses. 
other than general 
foremen, should 
under direct job expense. 
Estimating procedures should be 
sound the accounting 
practices, the student-estimator is 
being taught. A case is cited 
wherein an experienced estimator, 
prone to disregard good estimating 
procedure, failed to include about 
$20,000 of large-size cable in an 
estimate on a $100,000 job. The 
job was ruined for his employer 
and for other who had 
prepared sound estimates. The 
only acceptable method for making 
estimates, it is asserted, is to take 
off a complete list of the material 
required for the installation, and 
then to compute the labor cost by 
applying the proper labor units *o 
the material items. 

With the exception such 
standardized operations house 
wiring, the cost of electrical con- 


portions of 


estimating 


have decide 


or estimating depart- 


however, 


price. 
should 
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This form shows the principal factors that enter into an estimated price for 
bid purposes. For simplification only totals are shown. 


struction can be estimated only by 
making up the complete list of ma- 
terial and than computing the la- 
bor cost. By stretching “standard- 
to other 
operations, the estimator tends ‘to 
“kid” himself. NECA contends that 
this fact 
experiences 


ized operations” cover 


evidenced by 
cut-throat bid- 
ding on residential work and cer- 


has been 


with 


tain types of line construction 


work. 


Estimates for other purposes 

When estimates are required for 
bid 
approximate 


other than for 
for 


use of engineers, they may be ar- 
of the 


purposes, as, 


example, prices 


rived at by one following 


bases: 








This is another of a series of several articles 
describing the course in electrical estimating 
which some 1,500 electrical 
would-be estimators are studying. The course 
is sponsored by the National Electrical Contrac- 
tors’ Association and represents a part of its 
expanded services to members. The objective 
of the course is to increase the accuracy of elec- 


estimators and 


trical estimating and to reduce the number of 
below-cost bids that plague the trade. Obviously, 
this series of articles can only present the high- 
lights of the course which is copyrighted by 
NECA and represents an important member- 
ship advantage. However, the articles will out- 
line the subject matter of the course for those 
who would like to pursue the study further. 
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(a) Per outlet on an over-all 
average including service, feeders, 
switchboards, panels, branch cir- 
cuit wiring, and fixtures. 

(b) Per outlet, as above, except 
that the fixtures are estimated sep- 
arately when they vary consider- 
ably from an average. 

(c) Per outlet for branch circuit 
wiring, plus detailed estimate of 
the service, feeders, switchboards, 
panels, and fixtures. 

(d) Per square foot from accu- 
mulated data based on experience 
records for similar jobs. 

(e) Per lumen or watt of light- 
ing plus per horsepower of power 
load. 

Granted that he has attained the 
proper background for sound esti- 
mating, the estimator, NECA 
points out, should have a good place 
to work, preferably a separate es- 
timating room provided with good 
illumination, heating, and air con- 
ditioning, and painted a pleasing 
color. “A dingy, poorly lighted and 
ventilated estimating room is not 
conducive to the preparation of 
good estimates.” 

The room should be provided 
with proper drawing boards, large 
tables or desks, electric adding 
machine and a modern electric cal- 
culator. The use of good equip- 
ment cuts down the element of 
human error to a great degree, 
helping to eliminate costly errors 
which would have paid for the 
equipment many times over. 


Detailed eatimates for bids 

Good estimating forms are held 
to be one of the prime requisites 
for accurate and rapid estimating. 
The preparation of the estimate 
should be taken in the following 
steps: 

(a) Take-off. The count of all 
outlets, fixtures, and equipment, 
and the measurement of all branch 
circuit runs, feeders, service, etc., 
together with the entering of the 
quantities on appropriate take-off 
forms. 

(b) Listing the material. The 
accumulation of take-off quantities, 
conversion of these quantities into 
terms of the required electrical 
materials in orderly sequence on 
the pricing sheet forms. 

(c) Pricing material and labor. 
(1) The application of current ma- 
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terial prices and special quotations 
to the appropriate material item in 
the material-unit-price column of 
the pricing sheet form. (2) The 
determination of the proper labor 
units and applying them to the 
appropriate material item or labor 
operation in the labor unit column 
of the pricing sheet. 


(d) Extending and totaling. 
Extending the material and labor 
unit quantities for each item of 
material of operation; subtotaling 
the material and labor unit exten- 
sions for the various segregated 
subsections of the job. 

(e) Summarizing. (1) Entering 
the subtotals of material, sub-con- 
tracts, and labor in proper columns 
on the summary sheet; (2) con- 


verting the labor man-hours to the 
dollar value of labor; (3) estimat- 
ing the direct job expenses and 
entering the total in the proper 
space on the summary sheet; (4) 
adding up the subtotals of total 
material value, total dollar value 
of labor, and total value of direct 
job expenses to obtain the total 
prime cost; (5) determining the 
proper percentage of overhead 
based on prime cost and entering 
its dollar value in its proper space; 
and (6) determining the total cost, 
adding to it the desired amount of 
profit and determining the final 
estimated price. 

When the above steps are taken 
in the same sequence in a routine 
manner for every job, the estimat- 
ing procedure is speeded up. 





Correcting sticking magnetic 


contactors and relays 


by L. W. Markle 
Westinghouse Elec. Corp. 


@ MAGNETIC contactors and relays 
sometimes remain closed after 
their operating coils have been de- 
energized. This condition is gen- 
erally termed “sticking.” It is most 
apt to occur on small devices 
where spring pressures, tending 
to force the contacts open, are 
relatively weak. 

Contactors and relays that are 
operated by d-c coils will always 
have some residual magnetism in 
their magnetic circuits after the 
coils are de-energized. The resid- 
ual magnetism may be _ strong 
enough to hold the device closed 
after the operating coil is de- 
energized. This condition is de- 
scribed as “magnetic sticking.” 
Magnetic sticking is not so com- 
mon on devices that are operated 
by a-c coils. 

Magnetic sticking can be elimi- 
nated by adding a thin shim of 
non-magnetic material in the mag- 
netic circuit. Convenient places to 
add the shim are on the face of the 
stationary core of the coil or on 
the corresponding face of the mov- 
able armature. This method of 
correction is very effective on d-c 


operated devices. It is not so satis- 
factory on a-c operated ones be- 
cause the addition of a shim in the 
air gap area causes a-c operated 
devices to operate noisily and with 
a continuously pronounced hum- 
ming noise. Fortunately residual 
magnetism is not so apt to cause 
magnetic sticking on devices oper- 
ated by a-c coils. 

The air-gap surfaces on the sta- 
tionary cores and movable arma- 
tures of a-c operated devices are 
closely fitted to obtain quiet opera- 
tion. These surfaces are often filed 
to obtain close fits. To prevent 
rusting during shipment, with 
consequent noisy operation when 
put into service, the filed areas 
may be covered with a light coat- 
ing of lubricant. This surface 
should be wiped clean of any ex- 
cess lubricant before placing in 
service, because the excess lubri- 
cant May cause a “seal” that will 
hold small devices in the closed 
position after the operating coil is 
de-energized. 

Certain vapors and unusual at- 
mospheric conditions will deposit 

(Please turn to page 77) 
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New type thin radiant panels 


offer unique advantages 


@ AN ELECTRICAL radiant heating 


pane] only 1/16 of an inch thick A TYPICAL USKON PANEL 


which can be cemented to the ceil- ALUMINUM FOI 
ing like wallpaper is United States a 
Rubber Company’s newest contri- 
bution to home heating. The new 
panel is a sheet of conductive rub- 
ber that is the heating unit, sand- 
wiched between layers of thin 
plastic and aluminum foil. 
Complete radiant heating for an 
entire house or for a single room 
is possible with the panels. They 
are particularly useful for home- ° bh 
owners who add a new room or ce At 
who want to supplement existing weet ne ae * 
heat in such places as a den, ex- ‘sj a a r : LZ 
pansion attic, or garage. Bo Sere 6 va» he 


POTENTIAL 
The panels are called Uskon, 


OUTUNE OF 
CONDUCTIVE LAYER 


HEATING PANEL ASSEMBLY — 1/16" THICK 
4 


and are extremely light, weighing The new flexible, lightweight Uskon radiant heating panels, recently an- 


only 6 ounces per square foot. nounced by United States Rubber Co., 


are easily attached to ceilings by a 


They are bonded to ceilings special adhesive. Single panels can be pasted up, like wallpaper, in 12 
. minutes or less. 


This rolled back view of the new Uskon radiant heating panel shows the in- 
ternal construction. Thin sheets of conductive rubber are sandwiched be- 
tween layers of thin plastic and aluminum foil. There are no heating wires 
in the panels. The panels are rated at 22 watts per square foot; surface 
temperature during operation is about 100 degrees F. 
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of plaster, sheetrock or similar 
smooth material by means of a 
special adhesive. Occasionally, 
molding is used in conjunction 
with the adhesive. The number of 
panels required is determined by 
climate, insulation, and other fac- 
tors, but generally, Uskon does not 
cover the entire ceiling. 

Where electricity is available 
for 14% cents a kilowatt hour or 
less, the cost of operation is com- 
parable with that of other fuels. 

The panels are available in 
three lengths: 3 feet, 4 feet, and 
6 feet—all four feet wide. Both 
inner and outer surfaces are cov- 
ered with aluminum foil to keep 
out moisture. The panels are rated 
at 22 watts per square foot (75 
BTU’s) and are available for 
either 115 or 230 volts. Due to the 
absence of abnormally high tem- 
peratures at concentrated points, 
hazards from burns and scorch- 
ings are eliminated. 
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with Uskon 
much more 


Homes heating 
panels have living 
space, because there are no radi- 
ators, wall heaters, chimneys, fur- 
naces, boilers, ducts or valves. 
Walls and floors are left com- 
pletely free, and there is extra 
room for furniture and decora- 
tions. 

Scientific analysis indicates that 
radiant heat in the ceiling is com- 
fortable and healthful because of 
its uniformity and freedom from 
drafts, and because it is the near- 
est approach to the natural heat 
of the sun. Surface temperature of 
the ceiling panels averages about 
100 degrees, and the heat rays 
warm the floor and other objects 
in the room without heating the 
air. 

Excessively dry air is avoided, 
and the humidity approaches that 
of the outdoors. There is no fuel 
soot, no fumes, and virtually no 
dust in circulation. Individual 
room heating may be operated by 


thermostatic control, if desired. 

Panels can be attached to ceil- 
ings, without any cutting, re- 
building, plastering, or structural 
changes. They are then painted 
with conventional flat interior 
decoration. 

The new type panel is ideally 
suited for expansion attics that 
are to be made over into living 
quarters. An installation in a 
Levittown, Long Island, home with 
an expansion attic of about 400 
square feet cost approximately 
$300. The attic had been converted 
into two rooms and a bath. 

A home now being completed in 
Milan, Tenn., gives an idea of the 
installation cost where Uskon 
panels are used as the sole heating 
source. This two-story home is in 
the $25,000 price bracket, with 
three bedrooms and two baths. 
Cost of the Uskon installation in 
this frame building with a stone 
and brick veneer will be about 
$1200 for 36 panels. 





Distributors study lighting 


sales promotion plans 


® METHODs for improving and in- 
tensifying the merchandising and 
selling of residential lighting, and 
other more specialized problems of 
the industry, were presented at a 
meeting of the Residential Lighting 
Committee, of the National As- 
sociation of Electrical Distributors 
held recently. 

Manufacturers, who were pres- 
ent as invited guests, participated 
in the discussions which con- 
cluded that the outlook for busi- 
ness in 1953 would be good in the 
residential lighting field if sound 
merchandising programs and ag- 
gressive seiling were employed. 

Chairman J. I. Bogdan, The 
B. & B. Electric Co., Cincinnati, 
opened the meeting with a review 
and forecast of business condi- 
tions in which he concluded: 

“If the million unit housing 
pace maintained now for four 
consecutive years continues, then 
we may look for continued good 
business in residential lighting. 
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If not, we would be smart to start 
laying plans to take up the slack 
when this building spree levels off. 
Then, our only hope of maintain- 
ing volume will be in the re-fix- 
turing end of our business. We 
must have better lighting show- 
rooms, better selling in them, and 
more advertising on the local level 
to bring in traffic. 

“In 40,000,000 electrified homes 
less than one per cent meet IES 
standards. By raising the stand- 
ards of home lighting, we could 
at the same time increase the in- 
adequate allowances made by 
many builders and architects.” 

The Committee heard details of 
two successful residential light- 
ing promotions—in Chicago and 
Indianapolis—and discussed a 
plan for more practical co-opera- 
tive promotion among segments of 
the industry. 

The coordinated showing of 
more than 100 fixtures at the 
Chicago Modern Living Exposition 


last year was described by E. F. 
Anixter, Electrical 
Supply Co., Chicago. This excel- 
lent exposition of good lighting 
to the public, Mr. Anixter said, 
Was a joint effort of local whole- 


Englewood 


salers and contractors with more 
than 20 leading fixture manufac- 
turers. It was 
proved that the public is interested 


successful and 


in better residential lighting and 
needs only to be shown by actual 
demonstration. 

The Farrell-Argast 


Co.’s 


Electric 
1952 advertising campaign 
in the. Indianapolis market was 
outlined in detail by Charles E. 
Argast. He summarized the pro- 
gram as one utilizing the follow- 
ing steps: 


Program details described 

Mailings to their dealers to de- 
velop closer contacts, better use 
of all attendance at 
lighting shows, etc., improvement 
in their own display rooms, intro- 
duction of “escort” selling, care- 
ful utilization of Dodge reports, 
personalized form letters with 
reply postcards to home builders, 
building contractors and special 
building groups. 

Mr. Argast also said that they 
contacted architects as a special 
group, increased and improved 
their company participation in the 
Annual Home Show in Indian- 
apolis, and more closely co-oper- 
ated with the local electrical 
league and power company ade- 
quate wiring and lighting cam- 
paigns. 

All this was preliminary to a 
co-operative newspaper advertis- 
ing campaign in which four se- 
lected dealers participated. The 
distributor agreed to accept more 
than half the cost, the dealers 
sharing the balance. The cam- 
paign covered ten consecutive 
Sunday ads directed to women. It 
emphasized the escort selling idea. 
The cost cf the 10-week campaign 
was less than 4 cents a line to 
each dealer. The program, Mr. 
Argast concluded, has begun a 
new period in the company’s rela- 
tionship with dealers and electri- 
cal contractors. 

Also discussed was a 
nated industry promotion  sug- 
gested by Mario DiSandro, Equit- 
able Electric Paw- 


sales aid, 


coordi- 


Supply Co., 
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tucket, R. Ll, who urged that a 
national certified lighting fixture 
program be developed along the 
same lines as the National Ade- 
quate Wiring Program. This pro- 
gram, Mr. DiSandro said, would 
raise the standards of lighting, help 
sell the speculative builder’s 
houses and tend to raise inade- 
quate allowances of architects for 
home lighting. 

It was the consensus of manu- 
facturers at the meeting that 
while some national campaign 
such as this has merit it would 
be more useful to conduct local 
promotions since, in their opinion, 
sales promotion in the residential 
lighting field is local in character 
and requires that type of sales 
effort. 


The committee felt there is room 
for improvement in proper label- 
ing and packaging of materials 
and urged an increased use of illu- 
strations on all cartons. The 
manufacturers indicated that con- 
stant attention is being given to 
improved packaging. The further 
suggestion was made that the 
manufacturer’s name be put on 
every fixture in order to help the 
distributor more easily obtain a 
replacement glass, or parts or a 
matching fixture. 

Proper classification, in order 
to obtain the lowest possible 
freight costs, was considered an 
important matter for study both 
by distributors and manufac- 
turers. 





Armor eable has advantages 


for industrial wiring 


@ AS LABOR COSTS increase, elec- 
trical designers must reappraise 
the relative economy of different 
type wiring materials. In some 
instances, materials having higher 
unit costs may cost less installed 
if labor time is considerably re- 
duced. 

This point is emphasized in the 
results obtained in the moderniza- 
tion of a large industrial plant. 
In this plant, metal-clad switch- 
gear and radial load-center dis- 
tribution replaced the 
low-voltage system formerly used 
in the plant. 

Flexible interlocked armor cable 
was used for all connections to 
replace old low-voltage cable and 
resulted in a saving of tons of 
copper, in addition to greater 
speed and eccnomy of installation, 
according to the electrical con- 
tractors for the installation. 

Unlike conduit, interlock armor 
cable can be easily bent over and 
under pipes, rafters, and beams. 
More than 700 feet of this cable 
were pulled into position in 45 
minutes at this plant. 

Flex-a-Power bus duct with 
plug-in connections was used to 
provide maximum flexibility by 


obsolete 
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allowing machine tools to be un- 
plugged and moved to other posi- 
tions for new production setups. 


The industrial plants engineers 
report that the use of the radial 
system, which uses only one pri- 
mary feeder and one transformer 
through which a given secondary 
bus is served, avoids duplication 
of equipment, greatly reduces cost, 
and is 99 per cent plus reliable. 

The load 


with solidly grounded neu- 


center unit substa- 
tions, 
trals, permitted the installation 
of G-E high-voltage (277 volt) 
fluorescent lights in the factory 
and office areas of the plant. This 
type of installation eliminated 
lighting transformers and saved 
almost 20 per cent on lighting 
equipment costs 

The outdoor substation was 
equipped with two 3,000-kva trans- 
formers having load ratio control. 
These transformers step down the 
incoming 27-kv power to 4.16-kv 
to feed six 1000-kva, 480-volt load 
centers located on the factory 
floor adjacent to load areas. The 
completely metal-enclosed, dead- 
front units provide maximum pro- 
tection for personnel and can be 
located in working areas without 
special protection. Rails were in- 
stalled to protect the substations 


from battering of trucks. 








View of workman installing flexible interlocked armor cable in an indus- 
trial plant. Used for all connections in the plant, the interlock cable was 
easily bent over and under pipes, rafters, and beams. More than 700 feet of 
this cable were pulled into position in 45 minutes. (General Electric photo.) 
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ur experience with electric 


by Robert H. Giedd 


Florida Power Corporation 
St. Petersburg, Fla. 


Conclusions 


(1) The growing desire for elec- 
tric home heating can create seri- 
ous problems unless active and 
constructive steps are taken to as- 
sure the most favorable character- 
istics of that load for both customer 
and utility. This is particularly 
true in the Florida Power Corpora- 
tion area because of climatic con- 
ditions. 


(2) The application of sound 
principles in design and new en- 
gineering techniques will materially 
enhance the characteristics of the 
electric heating load. These are, 
among others, insulation of struc- 
ture, thermostatically controlled 
equipment, minimum installed ca- 
pacities, and a Load Regulator and 
outdoor thermostat of the Wesix 
type. 

(3) The Load Regulator has defi- 
nite value in reducing peak de- 
mands when the demand for other 
uses exceeds the predetermined set- 
ting and during periods of mild 
weather. 

(4) Such controlled heating will 
not create excessive demands and 
ean give the utility an equitable 
load. It will also develop satisfac- 
tory customer service. 

It must be understood that these 
conclusions relative to load char- 
acteristics of electric home heating 
are predicated upon the test data 
developed during a two year period, 
and must not be considered as ap- 
plying in their entirety to other 
utilities or areas. However, resi- 
dential electric heating has cap- 
tured public interest, and the elec- 
trie industry has received a chal- 
lenge to provide the benefits it af- 
fords. 


It is our belief that the utility 
industry must assume the leader- 
ship in educating the public to the 
advantages of insulation and prop- 
erly designed heating systems, 
which in turn will accrue to the 
benefit of the utility by controlling 
the peak responsibility which heat- 
ing loads will contribute to the 
system. 
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® WE NEED ONLY to review the 
many developments made in the 
electrification of the American 
home to realize that the growing 
interest in electric home heating 
is a logical and inevitable sequence 
in the march of progress. 

Since 1946, as the volume of new 
home construction rose, the number 
of inquiries from homebuilders re- 
garding electric space heating in- 
creased considerably. Much of this 
interest can be attributed to the 
promotional activities of several 
manufacturers for complete electric 
house heating. 

Soon there were a number of in- 
stallations which resulted in nu- 
merous complaints of dissatisfac- 
tion, as to performance and high 
operating costs. This condition 
reached a point in 1947 where cus- 
tomer relations were being ad- 
versely affected, and created serious 
operating problems for us. 

It, therefore, became evident that 
some solution, which would permit 
electric space heating and be mu- 
tually beneficial to the company and 
the customer, had to be found. It 
was obvious that some type of con- 
trol of the electric heating load was 
most essential. Fortunately, the 
Wesix Automatic Load Regulator 
came to our attention. Considerable 
investigation and conferences with 
competent authorities indicated 
that this device, together with 
properly engineered designs, could 
be expected to develop satisfactory 
customer service and be equitable 
to the company. 

The benefits could only be ob- 
tained by the strict observance of 
two basic essentials, namely: 

(1) Application of sound heat- 
ing engineering and _ insulation 
practices, to assure the installation 


of minimum KW heating capacity. 

(2) A load regulating device 
which would minimize the heat load 
on the residential peak, thereby re- 
ducing the requirements for ser- 
vice facilities. 

Since there was little or no in- 
formation available which was di- 
rectly applicable to our service area, 
a guide for calculating electric 
space heating was prepared. This 
guide, in addition to outlining the 
requirements and regulations gov- 
erning electric space heating, con- 
tained considerable educational in- 
formation, for obviously the full 
co-operation of the seller and in- 
staller was necessary. Each must 
understand the fundamentals of 
calculating heating requirements 
and application of equipment, in 
order to assure continued benefits 
for the customer and the company. 


Layout service offered 

This guide included the company’s 
requirements and regulations, as 
well as considerable educational in- 
formation, and was_ introduced 
through a series of meetings with 
architects, builders, distributors, 
dealers and electrical contractors. 
A complete advisory and engineer- 
ing layout service was established 
which is now being utilized to its 
fullest capacity. 

Our first engineered installa- 
tions were made during the summer 
of 1949, and indicated that this ad- 
visory service was most timely and 
helpful in the prevention of excess 
capacity being installed. For ex- 
ample, an owner insistent upon 
heating his home electrically had 
planned to install 25 KW of uncon- 
trolled heating. A study of his 
plans indicated that with proper in- 
sulation his home could be ade- 
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space heating 


quately heated with 9.5 KW. The 
installation was made ‘in accord- 
ance with our recommendations, 
including insulation and load regu- 
lator. 

Subsequent plans prepared by 
architects, builders and_ electric 
heating contractors at first showed 
indifference to the value of insula- 
tion or proper heating design, and 
generally included heating capaci- 
ties in excess of that needed. 


Through our advisory service we 
were able to reduce heating capa- 
cities from 25% to 50%, and it en- 


abled us to exercise some control of 


heating installations. 

No fixed policies were established, 
other than waiving the additional 
demand clause for electric space 
heating in our domestic rate for 
customers whose installations com- 
plied with our minimum require- 
ments as to insulation and regu- 


; 


+ 


. 
} 
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lations electric 
heating. Our sales personnel were 
trained to calculate heat loads and 
were the means of dissuading many 
owners of old homes from installing 
electric heating. 

That old adage, “If you can’t 
whip them, join them,” seemed 
rather apropos to our situation. 
We were in the electric space heat- 
ing business whether we liked it or 
not, and it was concluded that a de- 
tailed study covering several heat- 
ing seasons should be undertaken, 
which would be helpful in deter- 
mining a policy governing electric 
space heating. 

Even though Florida is noted 
for its mild winter climate, heating 
in some degree is needed through 
approximately two-thirds of the 
winter season. The U. S. Weather 
Bureau records show that in our 
service area low temperatures rang- 
ing from 21° to 28°F occur on the 
average of once in three years and 
from 32° to 37° five times per year. 
The corresponding mean average 
for these periods ranges from 30°‘ 
to 40° once in three years, and from 


governing space 
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41° to 48° five times per year. 

The normal degree-days vary from 
400 in the southern end of our sys- 
tem to 1510 in our northern prop- 
erty, which means that from 250 to 
500 hours of intermittent heating 
are required. A comparison of our 
territory with the TVA area is in- 
teresting in that their normal heat- 
ing season ranges from 2800 to 4200 
degree-days. Their design tempera- 
ture differential ranges from 65° 
to 70°F, whereas the design tem- 
perature for our area varies from 
35° to 45°. 


Table 1 


Comparison of Heating Seasons, St. Petersburg Area 
Min. Temp. 
*?. 


Heating Season Degree Days % Normal 
Normal 432 33° to 43° 
1949-50 253 58.5% 38° 
1950-51 593 37 | 33° 
1951-52 346 80% 38° 








Table 2—Comparison of Heating Hours at 240 Volts and 120 Volts 
1950-51 Heat 1951-52 Heat 
Total Hours Hours Total Hours Hours 
Hours heating at 120 V 1881 42% 63% 1789 ' 41% 69% 
Hours heating at 246 V 1125 20% 37% 812 18% 31% 
Hours no heat required 1338 32G 1767 41% 





Total hours,5 mo.season 4344 100G 100% $368 100% 100% 








Thus, though our heating season 
is from approximately 1/7 to 1% of 
that of the TVA area, we must pro- 
vide heating capacity equal to or 
greater than '% of theirs. Like- 
wise, due to their greater number 
of degree-days, they can anticipate 
approximately 3 to 4 times more 
heating KWH per KW of heating 
load than we can in our area. This 
comparison demonstrates the vital 
importance of holding the KW of 
heat load to a minimum, and of con- 
trolling the demand, on our system. 

As of December 31, 1952, we had 
a total of 518 individual new homes 
with controlled electric heating 
throughout the system. They rep- 
resent a total of 4469 KW, or 8.45 
KW per home. An analysis of these 
homes reveals that 2 out of 3 have 
-an average installed capacity of 6.5 
KW, and the large homes average 
13 KW. 

Since over 50% of all electrically 
heated homes are located in the St. 
Petersburg Division which has a 
normal heating season of 432 de- 
gree-days, our detailed studies were 
confined principally to that area. 
Realizing the importance of the 
test data being typical and repre- 
sentative of controlled heating in- 
stallations, a careful selection of 18 
all-electric homes was made. These 
homes used ranges and water heat- 
ers, and several had automatic laun- 
dry equipment. They ranged in size 
from 5780 cu. ft. to 27,000 cu. ft. 
and represented all types of con- 
struction, insulation and family 
characteristics. 

The installed KW heating capa- 
cities varied from 5.5 KW in the 
smallest home to 21 KW in the 
largest. The average was 10 KW 
per home, which is 1.5 KW more 
than the average for all installa- 
tions. These homes were equipped 
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with thermal type demand meters 
and submeters, so that monthly de- 
mands and heating KWH could be 
recorded. Five of these homes, 
again representative of the group, 
were further equipped with sepa- 
rate recording graphic demand me- 
ters on the heat circuits and other 
household load. 


Data covers 2-year period 

This study covered a period of 
two years beginning with June 1, 
1950 and ending May 31, 1952. We 
obtained complete data for the full 
24 months on 13 of these homes. In 
addition to this group, individual 
studies of various customer instal- 
lations were made for the purpose 
of comparing actual operating costs 
and demand data with that of the 
test group. 

These two winters served our 
purpose well, since they repre- 
sented the two extremes from a 
normal heating season. 

The heating requirements for the 
1950-51 period were 37% above 
normal, whereas the 1951-52 sea- 
son was only 80% of normal. Yet 
the minimum temperatures experi- 
enced during the two winters were 
approximately the same. The 1949- 
50 season is shown merely to note 
the mildness of some winters. 

Here it should be explained that 
the Wesix Automatic Load Regula- 
tor performs a dual function of 
control. Through the current relay 
mechanism, it meters the household 
load, and at a predetermined setting 
between 1.5 KW and 7.5 KW it will 
reduce the voltage of the heating 
circuits from a normal of 240 volts 
to 120 volts during the period when 
the household appliances draw cur- 
rent in excess of the setting. 


This prevents a heavy heating 
load simultaneously with the major 
appliance load and, in effect, results 
in each residence off-peaking its 
heating load during appliance peaks 
by permitting only 14 of the heat- 
ing capacity to be effective during 
that period. In this respect the 
Load Regulator also acts as an an- 
ticipator of heat generation in nor- 
mal appliance usage. 

Through the outdoor thermostat, 
the Wesix Load Regulator also re- 
duces voltage to % and effective 
heating capacity to 14, when the 
outdoor temperature is in the up- 
per 14 of the T.D. range. Thereby 
design conditions of heat capacity 
are re-established during the mild 
heat requirement period, and the 
user enjoys better heating and ther- 
mal control conditions. Thus the 
distribution facilities are also pro- 
tected against unnecessary loading. 


Outdoor thermostat effective 

The effectiveness of the outdoor 
thermostat which is set at 60° am- 
bient temperature is borne out in 
the comparison of heating hours 
at 240 volts and 120 volts (Table 2). 

Even though the 1950-51 heating 
season was 37% above normal, 63% 
of the hours when heat was needed 
was supplied at 120 volts. During 
the milder 1951-52 season it was 
more pronounced, in that 69% of 
the total heat requirements was 
met with the heating system opera- 
ting at 120 volts. The effect on KW 
demand created by heating loads 
during the periods is obvious. For 
example, an 8 KW heating load with 
no allowances for diversity or other 
mitigating factors would automati- 
cally be reduced to 2KW. 

A further analysis of the heating 
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for industrial, commercial 


and residential installation 


no. 5001 3 no. 5212 
10A.-125V.T. 5A.-250V. E 10A.-125V.T. 5A.-250V. 
: 


Leading contractors always specify LEVITON 
C=) for all their jobs — in the vast range of LEVITON 
, switches — some of which are shown here — they 
P ® always find the switch that exactly fits their job 
EEViT0ON iy 
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requirements. No need to ever improvise. 


You'll like these LEVITON features too: 


( 
7 @ Sturdy bakelite base and rivetted construc- 


bn tion for easier, surer handling. 
; 


- @ Large, accessible binding-head screws for 


no. 1021 ; no. 1331 » serait 
5A.-250V. 10A.-125V. 4 5SA.-250V. 10A.-125V. @ Accurately built mechanisms of durable mate- 
: rials for long life and trouble-free performance. 

There are LEVITON switches to meet U.L. 

standards, R.E.A., Federal, and C.S.A. specifi- 

cations, T-rated switches, single-pole and 3-way 

switches, surface mounting switches, and com- 

bination devices, in a range of capacities, in 


brown or ivory. 
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10A.-125V.T. 5A.-250V. ; 5A.-250V. 10A.-125V.T. 


LEVITON MANUFACTURING COMPANY brooklyn 22, New York 
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PROGRESS MANUFACTURING COMPANY, INC. 


CASTOR AVENUE AND TULIP STREET © PHILADELPHIA 34, PENNSYLVANIA 








Table 3—Comparison of Day (8 A.M. to 9 P.M.) 
versus Night (9 P.M. to 8 A.M.) Heating 


Day hours at 120 V 
Day hours at 240 V. 


Total 
Night hours at 120 V 
Night hours at 240 V.. 


js ee 


Total heating hours... 
% KWH Night heating 
% KWH Day heating 


1950-51 
67% 
33% 


869 
431 
1300 100% 

1012 59.5% 
694 40.5% 
1706 100% 100% 
3006 
59% 
41% 


2001 
57% 
43% 





hours revealed that a large portion 
of the heating occured between 9 
P.M. and 8 A.M. In part this may 
be attributed to Florida’s blessing 
of many days of sunshine. It was 
also found that a large percentage 
of the day and night heating was 
at 120 volts. Table 3 shows the 
ratio of day versus night heating 
hours at the two voltages to the 
total heating hours for the season. 

The value of the automatic load 
regulator and outdoor thermostat 
is further illustrated in minimizing 
the heating demand at time of sys- 
tem peak. 120 volt heat was re- 
quired then 62 times during both 
seasons. 240 volt heat was required 
44 times in 1950-51 and only 22 
times in 1951-52, again reflecting 
the milder season. 

During those times 240 volt heat- 
ing was required, the customers’ 
demand for other uses was not 
pyramided with the heating de- 
mand. The load regulator, set at 
some predetermined demand, will 
reduce the heating demand 75% 
when the appliance load reaches or 
exceeds this setting. The average 
residential load regulator is set at 
2.5 KW, the minimum setting being 
2 KW and the maximum 6 KW. The 
maximum is only used where the 
load, other than heating, is 
usually heavy. 

The 13 homes have a total design 
heating capacity of 130.1 KW, and 
a total installed capacity of 130.76 
KW or an average of 10 KW per 
home. For the period of June 1, 
1951, to May 31, 1952, they estab- 
lished an additive winter maximum 
30 minute demand of 114.9 KW or 
an average of 8.76 per residence, 
and an additive summer or no heat 
maximum 30 minute demand of 
66.2 KW or 5.09 per home. If the 
difference in demands of 48.7 KW 


un- 


is assumed to be heat, then 42.7% 
of the winter maximum 30 minute 
demand is heat. 

Table 4 shows the relationship 
of the average monthly maximum 
demands per heating customer for 
all uses to the monthly system peak 
and the heat responsibility in that 
contribution to the monthly system 
peaks. The demand data was deter- 
mined by recording graphic de- 
mand meters. 


Heat load diversity noted 

A study was made of the relation- 
ship of connected KW to heat re- 
sponsibility in the monthly 30 min- 
maximum demand, to heat 
responsibility in the annual system 
peak for 1951-52. Considerable di- 
versity of the heat load was noted 
from this study. No 30 minute 
maximum demands coincided with 
the monthly system peak. The 30 
minute maximum demands occurred 


ute 


on different days and/or hours. No 
monthly maximum demands 
curred on the coldest day, but a 
trend for the maximum to follow 
by one day was noted. 

The relationship of the winter 
maximum demand to the connected 
heating load and minimum tem- 
perature was observed. The heat- 
ing season of 1951-52 was 80% of 


oc- 


normal with 346 degree-days and 
a minimum temperature of 38°F. 
The heating season of 1950-51 was 
137% of normal with 593 degree- 
days and a low temperature of 
33°F. As stated before, the test 
group had an additive 30 minute 
maximum demand of 114.9 KW 
during the 1951-52 season as com- 
pared to 116.2 KW for the 1950-51 
season, only 1.3 KW greater, or an 
average of 100 watts per residence. 
In line with the marked difference 
in degree-days, there was a relative 
difference in KWH per home. The 
average for the 1950-51 season for 
heat only per residence was ap- 
proximately 14 greater than for the 
milder winter of 1951-52. 

Table 6 the KWH 
sumption and revenue for all uses 
and heat only for the two seasons. 

The average cost to the customer 
for heating for the 1950-51 season 
was $78.15 and $61.77 for the 1951- 
52 season. The actual heating costs 
ranged from $41 for the 5780 cu. 
ft. house to a maximum of $132 
for a 19,000 cu. ft. home during 
the 1950-51 season, and from $31 
77) 


shows con- 


(Please turn to page 





Table 4—Relation of Monthly Maximum Customer Demands to 
Monthly System Peaks (5 Test Homes 


Av. Mo. 

Max. 30 
Min. Dem. 
1951 Nov. re 2.8 
Dec.. 9 9 
1952 Jan. a ae 
Feb. i) 
Mar. ' 2 


Av. Max. 


Average installed 


Demand on 
Mo. Sys. Peak 


Heat 

Responsibility 
6 of Mo. Sys. 
Total Peak 42.4% Connected 
38.9 1.19 KW 119 KW 
42.0 Lae 123 
42.7 1. 36 136 
39 23 123 
26 93 093 
heat 10 KW 


Heat 
Responsibility 
Mo. Sys. 
Peak per KW 


7) 








Table 5 


Average Revenue and KWH Consumption per Customer 


for All Uses—13 Test Homes 


KWH 


Other Uses 


KWH 
1950-51 season 
1951-52 season 


6,407 
6,632 


Revenue 
1950-51 season 
1951-52 season 


$158.00 
160.31 


KWH 
Heat 


Total KWH 
All Uses 
11,041 
10,111 


$235.15 


222.08 
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Nepconol Building Wires 


FOR DRY LOCATIONS (Type T)—Used only in non-metallic 
sheathed cable. For operating temperatures up to 60°C. Permits 
smaller over-all diameter of cable. 


FOR WET LOCATIONS (Type TW)—Moisture-resistant grade 
of Nepconol wire for wet locations. 60° C. 


NEW—FOR “HOT-SPOT” WIRING— Wherever operating 
temperatures are extremely high, use Type 80°C. Provides higher 
voltage breakdown than ordinary primary insulation. Overall 
fibrous coverings are unnecessary. For even higher operating 
temperatures, National Electric has developed the new Types 


90° and 105°C. wires. 


Nepconol Fixture Wires 


Types TF (solid or stranded) and TFF (flexible) for 600 volt 
service up to 60°C. 


Formerly NE’on, Nepconol is the new trade name for 
National Electric’s superior building wires and cables for 
general use in wet or dry locations. Nepconol thermoplastic 
insulation resists moisture ... flame... acids... alkalies... 
oil . . . abrasion. Available in a wide choice of bright, 
permanent colors for easy identification. 

All Nepconol Building Wires are clearly marked with 
size, type and voltage every two feet for ease of identification. 

Nepconol Wires and Cables greatly exceed Underwriters’ 
Laboratories, Inc. requirements. 

Sold through leading electrical wholesalers. 


EVERYTHING IN WIRING POINTS . 


National Electric Products 


PITTSBURGH, PA. 





3 Plants « 7 Warehouses * 42 Sales Offices 





INDUSTRY NEWS 


Timely items relating to contractors, light 
and power companies, electrical wholesalers, 


electrical manufacturers and their agents. 





Oklahoma City group 
forms IECA chapter 


_ CHARTER meeting of the Okla- 
homa City Chapter of the Inde- 
pendent Electrical Contractors As- 
sociation was held recently with 15 
local electrical contractors in at- 
tendance, according to a _ report 
from W. E. Maxson, secretary of 
the group. 

Plans of the organization in- 
clude close co-operation between 
the Oklahoma City and Tulsa chap- 
ters. Three visitors from Tulsa 
IECA attended the meeting. 


NAED to convene 
at Chieage meeting 


THE 45th annual convention of 
the National Association of Electri- 
cal Distributors will be held in Chi- 
cago, at the Conrad Hilton Hotel, 
on May 24-29, 1953. 

As has been the custom in the 
past, general meetings as well as 
conventions of the Appliance and 
Apparatus and Supply Divisions 
will be held during the schedule for 
the six-day meeting. 


Robertson nominated 
for AIEE presidency 

ELGIN B. ROBERTSON, president 
of Elgin B. Robertson, Inc., Dallas, 
Texas, has been nominated for the 
presidency of the American Insti- 
tute of Electrical Engineers, it was 
announced recently by H. H. Hen- 
line, secretary of the Institute. 
The announcement followed a re- 
port of the Institute Nominating 
Committee during the Winter Gen- 
eral Meeting. 
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Mr. Robertson at present is a 
member of the board of directors 
and has been active in affairs of 
the Institute, which is the largest 
technical society of its kind in the 
world and has a membership of 
more than 45,000. 

The following were nominated 
for the office of vice-president, rep- 
resenting districts of the Institute 
in various parts of the country: 
Walter B. Morton, station electri- 
cal engineer, Pennsylvania Power 
and Light Co., Allentown, Pa.; C. P. 
Almon, Jr., chief, Power System 


Operations Division, Tennessee 
Valley Authority, Chattanooga, 
Tenn.; A. S. Anderson, manager, 
Electric Utility Sales, Apparatus 
Sales Division, General Electric 
Co., Inc., Denver, Colo.; George C. 
Tenney, editor, Electrical West, 
McGraw-Hill Co., Inc., San Fran- 
cisco, Calif.; G. D. Floyd, system 
planning engineer, Hydro-Electric 
Power Commission of 
Toronto, Ont., Canada. 


Ontario, 


New Orleans group 
elects officers 

THE ELECTRICAL Association of 
New Orleans held its annual elec- 
tion of officers recently, and chose 
J. Rudy Guidroz to serve as their 
president for the ensuing year. 

Other officers elected were: 
George F. Sins, executive vice- 
president; A. B. Paterson, Jr., vice- 
president, representing wholesalers, 
utilities, and manufacturers; C. B. 
Raborn, vice-president, refrigera- 
tion; F. E. Lindsey, vice-president, 
electrical contractors; C. J. Hane- 
mann, vice-president, air condition- 
ing and ventilation; R. J. Magoni, 
vice-president, radio and television; 





problems. 





The election did accomplish a great deal: it has 
created an opportunity to stop and perhaps reverse 
the recent headlong trend toward a socialistic state— 
if we'll take advantage of it. 


This issue ef Electrical South contains an imporiant 
article on “Opportunities for Tax Reduction,” by an 
outstanding authority on this subject. (See pages 18 
to 21.) Read it carefully; formulate your own views 
on this vital subject; and above all make your views 
known to your congressmen. 
reprints of this article are available.) 


Now something can be done 
about reducing taxes 


Congress will soon be considering tax revisions, and 
business men must make their wishes in this respect 
known to their congressmen. They must not allow 
themselves to become complacent, thinking that the 
election of a new administration has solved all their 


(Please note that free 
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Fittings & Fixtures 


S 


ei ee Vee wa i 


By specifying and installing Killark on every job, your own reputation as a 
contractor or wireman will live long after ordinary installations are no more 
than rusty memories. 

Whether you're planning for the humid, rust-producing atmosphere of a 
laundry, dairy or packing house — an underground job — or the corrosive 
background of a petroleum refinery or chemical plant—your reputation is safe 
with Killark Alumalloy Fittings and Fixtures. 

There are other quality advantages, too. Killark Alumalloy is safe, non- 
sparking ... 60% lighter than iron... won't break under excessive strain... 
produces a satin-smooth finish inside and out, as well as clean-cut threads. 


For a ‘‘brighter’’ future, for a permanent reputation, always specify 
KILLARK . 


4 4 






~KILLARK alumalloy | 








“A FITTING NAME .TO ae. ceil 


ELECTRIC MANUFACTURING COMPANY 


Vandeventer and Easton Aves. 


Atlanta 69 Mills Street, N.W. Dallas 1901 Griffin Street 
SALES OFFICES and = poston 156 Purchase St. Denver 1073 Golapage 
WAREHOUSE STOCKS Buffalo 18 Quay St. Detroit 8319 Mack Ave. 
Chicago 564 West Adams St. Los Angeles 412 Seaton St. 

Kansas City, 


Baltimore 11 W. 25th St.  Colymbus 2700 E. Main St. 
_- eres Cincinneti 49 Central Ave. 616 W. 26th St. 


St. Louis 13, Missouri 


Philadelphia 2014 Chancellor St. 

50 26th St. 
San Francisco 140 Spear St. 
Seattle . 4130 First Avenue South 


924 Andrus Bidg. 
600 W. 181 St. 














W. E. Clement, director of pub- 
licity; E. H. Mowen, secretary; and 
I. W. Tufts, treasurer. 

Highlights of the association’s 
activities in 1952 included a Certi- 
fied Adequate Wiring exhibit at the 
annual New Orleans Home Show; 
a Christmas lighting contest; an 
increase in membership to 250— 
highest in the history of the or- 
ganization; studies made for train- 
ing course for salesmen; and expan- 
sion of membership into a new 
classification—engineers and archi- 
tects. 


Contest will feature 
interesting lighting jobs 


TO STIMULATE greater ingenuity 
and originality in lighting design, 
the Southeastern Regional Confer- 
ence of the Illuminating Engineer- 
ing Society is sponsoring a contest 
under the title of ““My Most Inter- 
esting Lighting Job.” 

Any associate, member, or fel- 
low of the Society in good stand- 
ing, is eligible to submit as an 
entry to his Chapter or Section, 
any installation completed during 
the 13 months preceding the 
Regional Conference to be held in 
Greensboro, N. C., May 18-19, 1953. 

The Georgia chapter, IES, has 
announced that persons desiring to 
enter the contest must submit a 
brief summary of their entry at- 


KEARNEY HOLDS SALES CONFERENCE—The twenty- 
fifth annual Sales Conference of the James R. Kearney 
Corp., was held recently at the company’s St. Louis plant. 
Sales and engineering representatives of the company, 
which manufactures equipment for power line maintenance 
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NEPCO HOLDS SOUTHEASTERN MEETING—Emphasizing the importance 

of the Southeast as a market for wiring materials, the National Electric 

Products Corporation recently met in Atlanta with national and regional 
officials in attendance. 


Shown left to right, are some of the principals attending the conference: se 


ated, J. M. LeDoux, 


New Orleans District manager; W. B. Trainer, Richmond District manager; W. R. Kelley, Birm- 


ingham District manager; H. E. Cole, Charlotte District manager; and R. ¢ 
president of sales; Standing in the rear, J. L. 
W. Hartner, director of advertising: FE. H. Price, 


Bennett, vice- 


Bauer, assista to the vice-president; George 
Atlanta office ma 


Frank Brady, Atlanta 


District manager; J. W. MacDonald, Director of Priorities and Consigned Stock; J. R. Patton, 
Tampa District manager; and Walter J. Barnes. Southeastern Regional manager. 


tached to the entry blank to H. R. 
Chappell, Whitehead Electric Co., 
62 Techwood Dr., NW, Atlanta, 
Ga., not later than April 1, 1953. 
Contestants are invited to present 
their entries at the Contest Meet- 
ing of the Society which has been 
tentatively set for April 20. 





The summary to be submitted 
with the entry blank should consist 
of details of the installation in 200 
words or less, copies of 
graphs, 
available. 
commercial. 


photo- 
charts, if 
should be non- 


layouts, and 
They 


Entries will be judged on inter- 


and construction, were called in from all parts of the United 
States, Canada, and Mexico to attend the five-day meeting. 
For the most part, the conferences consisted of a series 
of technical lectures and discussions on theory and prac- 
tice of system grounding and Kearney equipment. 
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TIREX Welding Cable 


means More Efficiency 


. 72 oe . Se 


THREE 
GOOD 
REASONS 


Excellent Flexibility: TIREX Welding Cables have a single conductor composed 
of many hundreds of specially-twisted copper strands. The twisted copper strands 
give exceptional flexibility that lessens drag and wrist fatigue. TIREX Welding 
Cables will not snarl or kink. 


Strips Clean: Between conductor and jacket a specially selected paper separator 
is used to assure clean, fast stripping. 


Longer-Life: The famous neoprene armor is cured in lead. This means extra 
protection against tear and abrasion. TIREX Welding Cables offer excellent 


resistance to damage by oil, chemicals, moisture, and flame. 


These are the features that can mean greater production, more finished work, 
and lower operating costs on all your electrical welding jobs. TIREX Welding 
Cables come in sizes ranging from No. 8 A.W.G. with 420 strands, to 1,000,000 
C.M. with 25,270 strands. For more complete information on your specific weld- 
ing problem call your nearest Simplex representative or write to us in care of 
the address below. 


SIMPLEX -TIREX 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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estingness, stability and effect of 
solution, originality of technique 
and practicability of solution, and 
properness of application of engi- 
neering principles. The presenta- 
tion will be judged on conciseness, 
completeness, and clarity. 

The winner will compete with 
other chapter and section winners 
at the Regional Conference, and 
the winner at that conference will 
compete with other regional win- 
ners at the National Technical Con- 
ference of IES, in New York City, 
N. Y., September 14-18, 1953. 


Inauguration television 
provided for KC schools 


Over 70,000 students in Kansas 
City, Mo., had the opportunity of 
viewing the Inauguration cere- 
monies on television, according to 
an announcement of the Electric 
Association of Kansas City. 

The Association, co-operating 
with superintendents of schools, 
worked out a plan to place TV sets 
in each of the 92 public and 45 
parochial schools in the city. 

In announcing the program, C. P. 
Haas, Electric Association presi- 
dent, pointed out that more than 
200 television dealers throughout 
the city were contacted by the 17 
distributors in Kansas City urging 
their co-operation in the plan. 

Dealers were assigned specific 
scheols in their neighborhoods. 

The Television and Radio Tech- 
nicians group of the Electric As- 
sociation also co-operated in the 
plan. When dealers took the sets to 
schools for installation, they could 
request assistance from the TRT 
group if unusual reception prob- 
lems arose in the school buildings. 

Mr. Haas praised the three 
groups of the Association for their 
assistance in carrying out the plan. 


Motor serviee plan 
announced by G-E 

A NEW program to provide Gen-: 
eral Electric customers with prompt 
service on inoperative electric mo- 
tors has been announced by the 
G-E Small and Medium Motor De- 
partment. — 

Called the Small Motor Service 
Station Plan, the program is ex- 
pected to improve previous ex- 


42 


change plans by providing a more 
complete network of repair stations 
for G-E fractional horsepower and 
small integral horsepower motors, 
the announcement said. In gen- 
eral, it was developed to better 
serve the requirements of original 
equipment manufacturers with a 
widespread system to which their 
customers and dealers can refer in- 
operative motors. 

Under the plan, an authorized 
G-E Small Motor Service Station 
will provide in- and out-of-warranty 
service on G-E motors, generators, 
and motor-generator sets of 1/20 
to 15 hp and 4 to10 kw. The ser- 
vice will include general repairing, 
furnishing renewal parts, and ex- 
changing motors. 

Present plans for the program 
call for the authorization and fran- 
chising of up to 180 key repair sta- 
tions throughout the country. Each 
service station also will be offered 
a franchise as a distributor for 
G-E single-phase motors and motor 
renewal parts. 

The new plan is the result of the 
combined efforts of General Elec- 
tric’s Fractional Horsepower Mo- 
tor, Small and Medium Motor, 
Agency and Distributor, and Ser- 
vice Engineering Departments. It 
is being introduced to prospective 
repair points with the aid of an op- 
erational kit containing explanatory 
and promotional material, and will 
be backed up by G-E with a direct 
mail campaign, tie-in space adver- 
tising, and other promotion. 


HERES THE- \ 


ngono0ts 


— Stabiok 


10,000.000th Stab-lok 
manufactured by Federal 


Federal hiectric Products Com- 
pany has celebrated the manufac- 
ture of the 10,000,000th Stab-lok 
Circuit Breaker at their Newark, 
New Jersey, plant. 

The circuit breaker was first 
sold only two and one-half years 
ago and, in view of the fact that 
the average house uses six circuit 
breakers, this production repre- 
sents enough breakers for 1,660,- 
000 homes or about half of all the 
new homes built during that time. 

The Stab-lok Circuit Breaker is 
used in place of fuses. Essentially 
it consists of a switching mech- 
anism and a_ thermal-magnetic 
overload device. When circuits are 
overloaded, the bi-metal functions 
to trip the breaker and throw the 
handle to the “OFF” position. 
When dangerous short circuits oc- 
cur, the magnetic action of the 
breaker trips it instantly. It can be 
reset simply by moving the handle 
to the “ON” position. With a Stab- 
lok Breaker there is never any 
need for spare accessories; there 
is nothing to replace. 

The breaker is capable of inter- 
rupting 5,000 amperes and operat- 
ing at least 10,000 times. Authori- 
tative claim that it is 
improbable that the breaker will 
ever be called upon to open more 
than 700 amperes on a 
short. The average breaker is oper- 
ated four times a year. 

The Stab-lok Breaker is sold at 


sources 


severe 


After the Underwriters’ label was placed on the 10,000,000th Stab-lok, L. W. 

Cole, chairman of the board (left), presented it to T. M. Cole, his son, 

president of the Federal Electric Products Co. Also present are (right): H. J. 

Vorzimer, executive vice-president; others of the Federal organization; and 
members of the press. 
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ELIMINATES 
CONDUCT Ls 
PITTING Ng 


The clamp consists of two parts. One 

half is compressed onto the energized 

line with the Pressur-Tap Tool; the other 

is compressed onto the tap wire. The “ as i' 

two parts are then easily and quickly eee hit 
locked together with the large eye ; ee 
screw using a standard clampstick. 


The new Kearney Pressur-Tap Clamp features high conductivity connections line 
to clamp and clamp to tap. High pressure, large area contacts minimize conductor 
flow; seal out corrosion between critical surfaces. Conductor pitting is eliminated 
because arcs, if they occur, will jump between clamp halves; not between conductor 
and clamp. Permanent, trouble-free taps reduce maintenance, provide uninter- 
rupted service under heavy loads. 
Reduce your clamp inventory. All size line and tap assemblies are interchangeable. 
Pressur-Tap Clamps are made of heavy aluminum metallized with copper where 
required. Clamps are available for any type or size conductor from #6 solid 
» aluminum to 250 MCM stranded copper. Write today for catalog information 
S| and prices to Dept. 21. 


PIAMES R. KEARNEY CORPORATION 
4224-42 CLAYTON AVE., ST. LOUIS, MO. 
Canadian Plant: Guelph, Ontario 


FOR BETTER CONSTRUCTION—SAFER MAINTENANCE 
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LOOK WHAT 
iT SAYS 
\ ul 





h 
ko) n. A rough, 
pronco Corey n-baked 


el ovet § 
Preferred as @ f its : Bae The stab-in feature was adapted to 
geed terrain because OF Sy A : i, popular size, individual pole break- 
ru ‘ ‘ ers to increase the flexibility and 
simplify the installation of Stab-lok 
Circuit Breakers. 


mount for trav 


a level of approximately half of 
the cost of comparable breakers 
two and one-half years ago. This 
great cost reduction in the face of 
rising material and labor costs was 
; accomplished by the widespread 

: = use of unique mass-production ma- 
that’s why we call our portable cords and cables \ chinery unveiled for the first time 
at the celebration of the manufac- 
ture of the 10,000,000th Stab-lok. 


NCOta ICS course offered in 
S es) industrial eleectronies 


A NEW COURSE in Industrial Elec- 
tronics for persons who work on 
equipment which is dependent on 
“¢ has a or ncapig es ron 60% by weight electron tubes, has been announced 
Neoprene that ts highly resistant to sun- 3 : is aT a ee m 
light, ozone, oil, acids and alkalis. Certi- = yy, by the International Correspon 
fied has a heart of 99.9% pure soft an- e dence Schools of Scranton, Pa. 
nealed fine-stranded copper conductors $ y . P John C. Villaume, dean of the 
— a= merees Cold Rubber in- my : faculty at I.C.S., describes the new 
sulation. Synchro-curing gives it stamina . j = ; : 13 “ 

Prag ds sé , course as being designe he 
and flexibility. Jackets are branded with . “re ee re — wth % 
complete data, “BRONCO” repeated : needs of engineers and technicians 
every two feet makes it easy to measure oe a te —electrical, mechanical, civil, and 
To get the most dependable, flexible, ¥ , chemical—who wish to take 


ad- 
convenient cord made, always specify ; s rantage of the : seationa : 
Bronco 60 Certified vantage of the applications of elec 


tron tubes in their own fields.” 

An entire section of the 46-lesson 
course is devoted to the installa- 
tion, maintenance, and repair of 


electronic control equipment. Also 
22 


, yered are mathematics, basic elec- 
oe SAY, WESTERN INSULATED WIRE C0. tehedier, a sare prance 
eK Los Angeles 58. California culations, chemistry and mechanics, 

- 
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Day-Brite Close-Up” Quality 


MAKES YOUR 
PROFITS SAFE 





THIS IS A CLOSE-UP of the interlocking louver feature of 
Day-Brite’s PLEXOLINE ® fixtures. Each cross-wise louver is 
firmly locked into the center “V” louver and is tied at both ends 
by a steel rod. The whole shielding unit is zigid. It won't sag. 
It won't rattle. Louvers will not twist or bend out of shape during 
installation or when the fixture is being cleaned or relamped. 


THIS ““CLOSE-UP"’ QUALITY FEATURE is important to you 
because it helps make installation easier, faster and more profit- 
able. It means safer profits through elimination of costly, time- 
consuming “call-backs.” 
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YOU'LL FIND THE DAY-BRITE 
REPRESENTATIVE IN YOUR AREA 
HELPFUL AND COOPERATIVE 


ATLANTA 1, GEORGIA 
Cecil Cannon & Oren Ruff, Jr. 
P. O. Box 1304 


BALTIMORE 17, MARYLAND 
Sam Masland 
625 West North Avenue 


CHARLOTTE 2, N. CAROLINA 
Gordon Wells 
212 Builders Bldg 


CORAL GABLES, FLORIDA 
James Foerster 


1533 Delgado Avenue 


DALLAS 2, TEXAS 
H. A. Auchter 
102 Thomas Bldg. 


HOUSTON 6, TEXAS 
N O Reed 
1602 West Main Street 


LUBBOCK, TEXAS 
Stewart Norris 
P. O. Box 446 


MANDARIN, FLORIDA 
Joseph N. Crevasse 
P.O. Drawer 7 


MEMPHIS 3, TENNESSEE 
Munding Elec. Sales Agency 
186 Monroe Ave 


NEW ORLEANS 12, LOUISIANA 
Paul Hogan, Jr. 
342 International Trade Mart 


RICHMOND 24, VIRGINIA 
Earl Dagenhardt 
41000 Maury St 


* * om 
Day-Brite Lighting, Inc., 5435 Bul- 
wer Ave., St. Louis 7, Mo. In Canada 


Amalgamated Electric Corp., Ltd., 
Toronto 6, Ontario 


“DECIDEDLY BETTER 


DAY-BRITE. 
m . ighling DNs 
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UNION’S No. 63310 
CANVAS IMPREGNATED 


THE PEER OF 


CANVAS IMPREGNATED The very heavy insulating body is moulded of can- 
vas impregnated phenolic material which accounts for the phe- 
nomenal strength of UNION'S #63310. 


IMPACT RESISTING Like aU.S. Marine, this canvas impregnated socket will take 
terrific punishment without flinching. It has an impact strength 
approximately nine times as great as the conventional pigtail 


sockets. It's crushing strength is more than twice as great. 


LONGER LIFE Insteel mills, coal mines, shipyards and heavy construction, the hazard 
to life and property and the high labor cost of replacement, de- 
mands the best in weather-proof sockets. No. 63310 is the best 
and the toughest weather-proof socket made. 


beded in a permanent sealing compound that has 
been compressed firmly into the back of the socket, 
behind the screw shell assembly. The 100% effec- 
tiveness of this weather-proofing method has been 
proven by 25 years of trouble-free use of Union's 
weather-proof socket. 


WEATHER-PROOPF 6” leads of #14 stranded type R wire are im- | él 


Ee ad 
s 
5? 
@ : 





electrical equipment, and industrial 
electronics. Estimated average 
study time required for the comple- 
tion of the course is 800 hours. 

The course is also available, Dean 
Villaume says, to employers who 
wish to provide specific training 
for key personnel. 


Code interpretations 
issued by committee 
THROUGH its secretary, Charles 
L. Smith, the Electrical Section of 
the National Fire Prevention As- 
sociation has recently issued two 
official interpretations on the Na- 
tional Electrical Code. 
Interpretation No. 388 
(Issued December 15, 1952) 
Chapter 10, Table 9. Allowable 
fill of conductors in conduit. 
QUESTION—Is it the intent of the 
fine print note following Table 9 
of the 1951 edition of the National 
Electrical Code to limit the installa- 
tion of more than nine conductors 
in a single conduit to a single 
motor and its controller, or would 
more than nine conductors be per- 
mitted in a single conduit between 
several motors and their controil- 
ers? 
ANSWER—The intent is to limit 
the exception to a single motor and 
its controller. 


Interpretation No. 389 
(Issued January 6, 1953) 


Ssection 3362. Installation of 
non-metallic sheathed cable in con- 
crete raceways, 

QUESTION—With respect to Sec- 
tion 3362 of the 1951 edition of the 
National Electrical Code, may non- 
metallic sheathed cable be run or 
fished in concrete raceways built in 
brick walls or concrete floor slabs 
not exposed to excessive moisture 
or dampness? 

ANSWER— Yes. 


Jiffy line moves 
to new building 


CLYDE W. LINT, manufacturers of 
the Jiffy line of wiring materials 
and tools, has recently occupied its 
new location at 2323 West 18th St., 
Chicago 8, Ill. 

The Jiffy line includes adjustable 
bar hangers, thinwall straps, outlet 
box covers, snap-in blanks, wire 
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: INSTALL 
for maximum 
Service ... 


@ CIRCUIT BREAKER 
15 to 600 amps, 250 volts 
AC or DC and 600 volts 
AC. For larger capacities, 
Air Circuit Breakers are 
used. 


@ SHUTLBRAK 
30 to 1200 amps, 
250 volts AC or DC 
and 600 volts AC. 


@ KLAMPSWITCHFUZ 
30 to 600 amps, 250 
volts AC or DC. 
SNUFARC, 30 to 200 
amps, 600 volts. 


STANDARDIZED 


SWITCHBOARDS 


STANDARDIZED @ SWITCHBOARDS are noted 
for their efficiency, safety, and dependability. 

Built of standardized’ pre-assembled units, incor- 
porated in standardized enclosures, these sturdy, 
long-lasting and trouble-free power centers embody 
the latest features of design and operation. 

Standardized @ Switchboards are of three types 
— the Shutlbrak, a safety type switchboard designed 
for frequent operating use; the Klampswitchfuz and 
Snufarc, which features a dependable hinged type, 
pull-out switch unit for disconnect service on lighting 
and power circuits, and the Circuit Breaker, another 


safety type, featuring the latest developments in auto- 
matic circuit protection. 

All Standardized @ Switchboards are factory 
assembled and shipped ready for connection to main 
and branch circuit cables. Units can be arranged 
singly or grouped because all sections fit readily 
together. Removable end walls permit the addition 
of sections on either side. 

Want to know more about these efficient, long- 
lasting power centers? Your nearest @ representative 
listed in Sweet's will be glad to give you complete 
information. 


Srank e€dam Electric Co. 


P.0. BOX 357 ST. LOUIS 


Mahers 


Our 6lst 


3, MISSOURI Year 
of BUSDUCT © PANELBOARDS © SWITCHBOARDS © SERVICE 


EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 
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Type FSQX 
Dust-Tight 
Plug and Re 


ceptacie with 
interlocking 
safety switch. 


Explosion-Proof and 


The Appleton 
Seal-Line Switch 
Unilet is a combi- 
nation switch hous- 
ing ond sealing 
unit. Completely 


xplosion- proof 
without additional, 


sealing fillings. 
Pat. No. 
2,208,558 


® To assure complete freedom 


from the danger of electrically 

caused explosions, wire and light the 

hazardous locations in your plant with 
Appleton Explosion-Proof Equipment. 

These scientifically designed fittings and fix- 
tures safely seal off the dangerous arcs that can 
spell disaster in the electrical circuits of oil 
refineries, chemical plants, hospital surgeries — 
any area where flammable dust, vapors or gases 
may be present. 

Don’t wait for a fire to force the issue. Write 
for further information today, 


APPLETON 


Explosion-Proof. 
_- Equipment 


Safety and service features of the 
Appleton Type EFU Explosion-Proof 
Fivorescent Lighting Fixtures make 
them foremost in design of fluorescent 
lighting for hazardous locations, 


Pat. No. 2,392,202 


Sold Through Electrical Wholesalers 
APPLETON ELECTRIC COMPANY 


1754 Wellington Avenue ¢ Chicago 13, Illinois 


CONDUIT FITTINGS ¢ LIGHTING EQUIPMENT ¢ OUTLET AND 
SWITCH BOXES ¢ EXPLOSION-PROOF FITTINGS © REELITES 


Sales Engineers in All Principal Markets 





lubricant, porcelain insulators, bor- 
ing attachment, conduit bender vise, 
adjustable metal hole cutters, 
staples, pipe straps, box supports, 
fish tape, line-up washers, house 
brackets, solder dipper, saw attach- 
ment, and nails. 


Tomie Company 
names representatives 

THE TOMIC SALES and Engineer- 
ing Company of Detroit, manufac- 
turers of Thinwall connectors and 
couplings, has announced that the 
Wynne Snoots Company will repre- 
sent them in the state of Texas. 

The Wynne Snoots Company is 
located in Dallas in the Santa Fe 
Building, and in Houston at 2009 
Fannin St. Their location in Lub- 
bock, Tex., is at 3709 23rd St. 


NAMES IN THE NEWS 


Roland H. Cline has been appointed 
manager of the Charlotte district of- 
fice of Allis-Chalmers General Ma- 
chinery Division, according to an an- 
nouncement by D. S. Kerr, manager 
of the company’s Southeast Region. 

Cline, who succeeds the late William 
Parker, has been a representative in 


Roland H. Cline 


the Charlotte office since September, 
1949. He joined Allis-Chalmers in 1946 
and was a representative in the At- 
lanta district office before being as- 
signed to Charlotte. 


G. T. Marchmont, Southwestern dis- 
trict manager and Gulf Coast manager 
for the Graybar Electric Company, has 
retired after more than forty-four 
years with the organization. He will be 
succeeded by V. A. Elmblad in the 
Southwestern District, and by J. E. 
Fontaine in the Gulf Coast territory. 

Mr. Marchmont joined the company 
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Here’s a man who rides herd on trouble. He works in 
the field, guarding your power line communications 
against interruptions. In case of emergency, he’s out 
there, ready and equipped to restore service quickly. 
While he works, other technicians may reroute your 
communications over an alternate circuit in the vast 
Bell System network. 

This alert lineman, and lots of other specialists like 
him, are on your team when you lease communications 
from the Bell System. 


Communications have been our special business for 


Your communications 


are his specialty 


more than 75 years. That’s why we have the best equip- 
ment and trained personnel to maintain it. 

We can provide the power line industry with private- 
line telephone, mobile telephone, and teletypewriter 
services, and channels for remote metering, supervisory 
control and facsimile. And these are flexible services 
— which we expand or contract to give you exactly the 
communications each changing situation calls for. 


Your Bell Telephone Company will be glad to study your 
communications problems and needs without charge. 





PRIVATE-LINE TELEPHONE TELETYPEWRITER 


MOBILE TELEPHONE 


—s14___. 


BELL TELEPHONE 


METERING CHANNELS SYSTEM 
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THESE LINES HAVE BEEN TIME- 
TESTED AND APPROVED BY 
MANY YEARS OF 


Quality and Service 














NEWART MFG. COMPANY. 


Complete Line of Switch Boxes, 
Outlet Boxes and Covers in all 


0 QOO standard types and sizes. 





CONDUIT 
FITTINGS 


DIVISION 


PRESSED STEEL CAR 
COMPANY, INC. 


Malleable Iron Thin Wall Fittings 
(Compression type up to 2 inches inc.) 
(Set screw type up to | inch inc.) 
CONDUIT FITTINGS, ANGLE, GREENFIELD 
ROMEX and B.X. CONNECTORS—E.M.T. and 
EAVY WALL cones STRAPS—LO 
NUTS —- BUS HINGS — ENTRANCE ELLS and 
CAPS — OVAL SERVICE 4. CAPS, 
STRAPS, and CONN 
All fittings made of Metleabie tie 


STAR-A ELECTRIC MFG. CO., INC. 


WIRING DEVICES 
CORD SETS, SPECIALTIES 
Brooklyn 6, N. Y. 





A COMPLETE LINE 


OHM 
WIRE AND CABLE 


BROOKLYN, N. Y. 


POT, Thermostat Cable, and Bell Wire 


PROMPT SHIPMENTS 





of Newark, N. J. 


Dura Starters are 
thoroughly tested 
and proven. More 
DURA STARTERS 
are ETL approved 
than any other line. 


JERYL LIGHTING PROD. CO., CHICAGO, ILL., has their 
1953 Colored Catalog ready NOW. Want One? 


ALL LINES ARE SOLD THRU WHOLESALERS ONLY 


JULES J.: DREYFUSS’ SONS 


MEMBER 


ELECTRICAL FACTORY AGENTS, eae 


rd STREET 
DORESS MAIL TO 
pa STA 








WE MAINTAIN STOCKS OF ELECTRICAL DEVICES IN OUR WAREHOUSES 


PLEASE CHECK ONE: To: Jules J. Dreyfuss’ Sons, 
Send catalog for 324 Peters St., Atlanta, Ga. 
(a) contractors FROM 
(b) architects Name of Individual 
(c) wholesalers 
or hove one of your 





as stock maintenance clerk in At- 
lanta soon after graduation from 
Georgia Tech. He has risen through 
the ranks to become a member of the 
company’s Board of Directors. 

Mr. Elmblad joined Graybar thirty- 
two years ago, and has most recently 
been located in the Dallas territory. 

Mr. Fontaine has been associated 
with the company since 1928. He will 
assume his new duties after having 
served as assistant district manager 
in the Houston area. 


J. T. Graham, a resident representa- 
tive in the Jacksonville, Fla., office of 
Allis-Chalmers general machinery di- 
vision since 1948, has been advanced 
to manager there. At the same time, 
it was announced by D. S. Kerr, man- 
ager of the company’s Southeast 


J.T. Graham 


Region, that Jacksonville is now a 
branch office of the Tampa district. 

Mr. Graham started with Allis- 
Chalmers in 1940 as a co-op student 
at the company’s Pittsburgh Works. 
He received his electrical engineering 
degree from Georgia Tech in 1943 
and after service in the U. S. Army 
Signal Corps returned to Allis- 
Chalmers in 1946. 


The appointment of J. A. Stollman 
as district representative for General 
Electric’s Construction Materials 
Southeastern District has been an- 
nounced by J. J. Lengyel, manager of 
this division’s district sales. 

Mr. Stollman joined General Elec- 
tric Company in 1931 and prior to his 
present appointment was with the 
Alkyd Resin Products Department of 
the company’s Chemical Division in 
Schenectady. In his new assignment, 
he will cover the Jacksonville, Florida 
wholesale trading area with respon- 
sibilities for the entire construction 
materials products lines. 


BullDog Electric Products, Co., of 
Detroit, has promoted two sales ex- 
ecutives, according to Leo H. Lipscomb, 
sales manager. 

They are Murray C. Nelson, pro- 
moted to associates’ regional manager, 
and Howard D. Ogden, who succeeds 


50 ELECTRICAL SOUTH for FEBRUARY, 1953 





These new EFCOR Set Screw Connectors and Couplings 
make possible amazing labor and material cost savings in 
non water-tight installations. One turn of set screw 

locks the E.M.T. firmly into place. 





NO SPECIAL TOOLS NEEDED 
—Installations which are inacces- 
sible with an open end wrench 
are now quickly, easily accessible 
with an ordinary screwdriver! 





STRIPPING OF SCREW 
THREADS 15 ELIMINATED— 
Overlapping of steel in the con- 
struction of the body doubles the 


| 
SET SCREW COUPLING #2760 ength of the screw thread, 


. Ty, © oenores sinvinc surrace 


EFCOR CASE WARDENED CUP SCREWS LOCK 
TUBING MORE SECURELY THAN CONVENTIONAL 
POINTED SCREWS BECAUSE THEY BIND A 
GREATER SURFACE AREA OF TUBING. 


4 wide and complete line of electrical fittings for all installations 
& is available to you from warehouses situated in all principal cities. 
FOR FREE ILLUSTRATED CATALOG AND PRICE LIST write to 


ELECTRICAL FITTINGS CORP., DEPT. S2 
WOODSIDE 77, NEW YORK 
SOLD THROUGH WHOLESALERS ONLY 
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Mr. Nelson as administrative assistant 
to the sales manager. 

Mr. Nelson joined BullDog in 1939, 
serving as district manager in Wash- 
ington, D. C., Baltimore, and Rich- 
mond. He has also been associated 
with the Detroit headquarters of the 
company. His new duties will be the 
co-ordination of activities of the sales 
division and their associates in man- 
ufacturing and distributing BullDog 
products in the South and West of the 
United States and Canada. 

Mr. Ogden has held various posi- 
tions in the BullDog organization 
since 1928. 

2 

Henry F. Banzhaf has been named 
to the newly created post of manager 
of sales of Allis-Chalmers control op- 
eration, Hawley Works, according to 
an announcement by F. C. Ludington, 
manager. The plant produces motor 


control apparatus. 
Mr. Banzhaf came to Allis-Chal- 
cTRIC= mers in 1950, and for the past year 


has been assistant to Mr. Ludington. 
Other new appointments announced 


for the Hawley Works include H. A 


el \ 
FE 
. Wright, as assistant manager of 
Mie sales; T. B. Montgomery, chief engi- 
y neer; H. W. Cory, assistant chief en- 
iY gineer; T. H. Bloodworth, engineer- 


in-charge, industrial control design; 
HOT STUFF and H. E. Reichert, engineer-in- 
charge, railway and marine design. 














Nothing is ever considered so good at Marcus that 
improvement isn't searched for constantly. Since 


insulation is the heart and backbone of any trans- D. T. Marvel has been appointed 


former, Marcus is proud to announce its use of the vice-president for sales of Olin In- 
first real advancement in Class B insulated magnet dustries, Inc., it was announced by 
wire in 12 years. The combination of Johns-Man- John M. Olin, president. 

ville Quinterra with DuPont Mylar and Dacron not Mr. Marvel will have responsibility 
only provides exceptional heat resistance but di- for the company’s over-all sales, ad- 
electric strength as high as 10 times that of the vertising and sales promotion, and 
present industry standard. Failure at such vulner- marketing en . — area 
able points as turn-to-turn and layer-to-layer be- Legend nanan el be a -” 
comes a virtual impossibility. Moreover, another ar : oe get eae “dead ; hess 
Marcus first, Quinglas, having unusually high phys- ~ or a Egy Misono gar ag 


: Metals, Explosives, Electrical, Ram- 
ical strength, adds extra protection between layers. set, and Export Divisions. 


Insulation levels never thought possible or econom- Sales manager of Olin Metals Di- 
ical with dry type transformers are now available vision since 1950, Mr. Marvel has 
from Marcus, one of the largest manufacturers in had wide experience in sales as well 
the world of dry type transformers exclusively. a the procurement and distribu- 
Capacities from 1 to 3000 KVA, up to 15,000 volts. nen of raw materials. 

a 


Representative: in Principal Cities C. G. Roush, manager of the Kan- 
» DISTRIBUTION sas City branch office of the West- 
St cae inghouse Electric Corporation, has 
» PHASE CHANGING appointed Marshall Bliss and John 
© ELECTRIC FURNACE C. Bibbs, Jr., as sales supervisors, it 
hen rhany has been announced. Each is responsi- 
© MOTOR STARTING ble for a specific group of application 
« SPECIAL engineers in the branch. 

At the same time, announcement 
was made in St. Louis, by I. T. Mon- 
seth, Southwestern District engineer- 
ing and service manager, that Harold 


TRANSFORMER CO = R. Vaughan has been appointed Kan- 

7 Inc. § sas City branch service manager. This 

appointment is in addition to his pres- 

32-34 MONTGOMERY ST. = ent position as branch engineering 
man , which he has held si 

HILLSIDE 5, NEW JERSEY § gg naeh  eaaaan 


Mr. Bliss joined Westinghouse in 
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Industry is LightingjuP 





DAY-FLO UPLITER Po 


) 28% 








Combining UP and DOWN lighting 


for Maximum Efficiency 


akg Today’s outstanding new Ww Designed to sell on SIGHT 


lighting fixture — rapidly being 
adopted by every branch of 
industry! 


Vy Center V channel, deep 
shielding side reflectors and 
continuous openings above the 
lamps provide maximum effec- 
tive light while reducing direct 
glare to a minimum! 


— its 28% UPWARD and 72% 
DOWNWARD light distribution 
is setting new standards of 
lighting and seeing comfort! 


VW Other Wheeler-encineered 
features include “air action” 
cleaning . . . reflectors remov- 
able without tools . . . and 
quick and easy individual or 
continuous mounting methods! 








ubecl 


Distributed Exclusively Through Electrical Wholesalers 


WHEELER REFLECTOR COMPANY 
275 Congress Street Boston 10, Massachusetts 


REPRESENTATIVES IN PRINCIPAL CITIES 


1939, and Mr. Bibbs became associ- 
ated with the company in 1940. Mr. 
Vaughan celebrates 25 years’ service 
with Westinghouse this year, having 
joined the company’s graduate stu- 
dent training course in 1928. 

In announcing the creation of the 
St. Louis Branch, of Westinghouse 
Electric Corporation, L. W. McLeod, 
vice president in charge of the cor- 
poration’s Southwestern District, has 
told of the appointment of E. S. 
Rehagen as branch manager. 

A veteran of 25 years of service, 
Mr. Rehagen joined Westinghouse in 
1928. 

Several other new appointments 
have also been announced in connec- 
tion with the new branch office. To 
implement the office staff Mr. Rehagen 
has appointed four sales supervisors, 
who are responsible for specific 
groups of application engineers. They 
are Fred N. Wightman, Burl J. Snow, 
Edward B. Scruggs, and Ben H. Mar- 
shall. 

Vernon B. Wilfley will be engineer- 
ing manager of the branch office, 
and, in addition, he will serve as dis- 
trict engineering manager, supervis- 
ing the district consulting and appli- 
cation engineering staff. 

Roy D. Call has been named St. 
Louis branch service manager. 

The new branch will be comparable 
to the Houston, Dallas, Denver, and 
Kansas City branch offices which have 
been in existence for a number of 
years. Its creation is in line with 
fundamental changes in the district 
organization pattern being effected by 
Westinghouse. 

* 


Pyramid Instrument Co., Inc., of 
Lynnbrook, N. Y., manufacturer of 
Amprobe snap-around volt-ammeters, 
has appointed Bernard M. Egrin to 


Ahi 

Now you can diagnose trcuble calls at a glance, without 
shutting down equipment or making ammeter connections. B. M. Egrin 
Just snap the Amprobe around one conductor (insulated or 
uninsulated) and you have an accurate current reading. 
Walk in with this pocket-size snap-cround volt-ammeter, and sales manager 
“you're the doctor.” Write for Catalog. Mr. Egrin will work in the field 
— oyna — stag age ae Lynbrook, N. Y. with Amprobe field sales representa- 

' tives and wholesale distributors. 
Amprobe “300” 0-6/15/30/60/150/300 amps A-C. e 
0-150/200/600 volts A-C. Complete with cowhide case and 
voltage test leads: $49.50. Amprobe ''600"' (to 600 amps A-C) > Garden City Plating & Mfg. Co., 


$59.50 complete. Amprobe ‘'1200"' (to 1200 amps A-C) . 
$67.50 complete. Chicago 22, Ill., announces recent 


the newly-created post of regional 
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New G-E fluorescent lamp 
Starts fast, needs no starter 


| 


HE triple coil filament developed by General Electric, and shown greatly 

magnified above, now makes possible another great new fluorescent 
lamp! It’s the G-E RAPID START fluorescent lamp. Combined with General 
Electric’s new RAPID START ballast, it starts with quick 1-2 action. There’s 
no starter needed, so maintenance is easier, costs less. Flicker is eliminated. 
Hum is reduced to a minimum. 


G-E RAPID START fluorescent lamps will! be available soon. This newest devel- 
opment of General Electric research is another reason why you can expect 
the best value from G-E fluorescent lamps. 


You can put your confidence in— 


GENERAL @ ELECTRIC 
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valier... 


FULL LINE OF ELECTRIC HEATERS. 
HEAVY DUTY, FULLY AUTOMATIC. 


Easiest to clean. Designed so the entire heater is 
easily cleaned inside and out in five minutes or less. 
Accurate automatic heat control built in. Protected from 
element heat by exclusive double baffle, for greater accuracy. 
Radiates and circulates ABUNDANT HEAT. 


SURFACE MOUNTED 
1,1%, 2,3,and 4 KW 
v 


clei 


* 
= 
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— 
7 
— 
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— 
— 
— 
es 
— 
— 
tl 
—— 


Hdd 


TT LR Lu 


4. WALL INSERT 
1, 1%, 2,3, and 4 KW 


Also 

Available: 
BATHROOM 

HEATER 

(NON AUTOMATIC) 


4. PORTABLE 1250W, 115/120V 


2, 3,and 4 KW 








QUALITY PRODUCTS SINCE 1865 
CAVALIER CORPORATION, Electric Heater Division 


CHATTANOOGA 2, TENNESSEE 


MANUFACTURERS CAVALIER CEDAR CHESTS AND CAVALIER BEDROOM FURNITURE 
COOLERS FOR COCA-COLA (AUTOMATIC VENDING AND OTHER TYPES) 





sales appointments for its line of 
Garey lighting equipment: 

J. Wilson Marshall now represents 
Garcy in North Carolina, formerly 
covered by G. G. Harney, now Eastern 
sales manager. Both Marshall and 
Harney operate from Garcy’s North 
Carolina office at 711 S. Tryon, Char- 
lotte. 

Howard C. Valentine has been ap- 
pointed to represent Garcy in Phila- 
delphia, Delaware and Southern New 
Jersey, working with Lester B. Free 
from the Upper Darby office at 40 
Sunshine Road. 


Walter W. Wildeman is the new 
sales representative for the Alabama, 
Georgia, and Florida territory of 
Fisher-Pierce, according to an an- 
nouncement made recently by the 
company, which manufactures photo- 
electric control equipment for street 
lighting. 

Mr. Wildeman will be located in 
Atlanta, at 788 Spring Street. 


According to a 
Walker Electrical Co., Inc., of At- 
lanta, William D. Faust has been 
named Walker Bulldog sales engineer 
in the Southern Louisiana, Southern 
Mississippi, Mobile, and Pensacola 
territory. Mr. Faust’s headquarters 
will be at 6053 Constance Street, New 
Orleans, La. 


spokesman for 


Frank Moody has been transferred 
to the sales organization of the James 
R. Kearney Corp., in the Alabama, 
Georgia, and Florida territory. 

Mr. Moody, who has been with the 
Kearney corporation for four years, 
has previously been located in South- 
ern Michigan. His new address is 
Box 246-W, Route 1, Meridian Road, 
Tallahassee, Fla. 


The Locke Department of General 
Electric, in Baltimore, Md., has pro- 
moted George A. Goddard from North- 
eastern regional manager to manager 
of marketing. He will plan and co- 
ordinate marketing activities for the 
department’s line of insulators and 


G. A. Goddard 
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DESCRIPTION 
== neeveD/, 


those who use 
neral switches 


know why... 
they are without equal! 





WRITE FOR CATALOG #5201 





ENCLOSED SAFETY SWITCHES 
Switch Corp. SERVICE ENTRANCE EQUIPMENT 
49 Roebling Street \ Brooklyn 11, N. Y. BRANCH CIRCUIT PANELS 
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Easiest way to 

make a customer 
happy — and keep 
him that way! 


“SS 


Recommend the fans that are easy 
to live with- 


BABY VENT SETS 


Here’s a 

“baby” you can 

install quickly al- 

most anywhere or 

move from place to place for 1001 blow- 

ing or exhausting jobs—ventilation of 

toilet rooms, telephone booths, hard-to- 

reach working areas. Its rugged cast iron 

housing is quickly adjustable to any dis- 

charge position. The efficient multiblade 

rotor moves a lot of air—quietly. Like 

all “Buffalo” Fans, it’s just about main- 

tenance-free and everlasting. One of 

many proven customer-pleasers in the 
“Buffalo” line. 


a 


“E” BLOWERS 


These husky blowers-exhausters are pop- 
ular for furnace and forge blowing, line 
boosting, tool cleaning, cupola work. 
Often, several of these fans in an instal- 
lation are preferred over one large fan 
for their installation economy and operat- 
ing flexibility. Why not write now for 
the full details on these fans that are easy 
to sell, easy to install—and easy to live 
with? 


BUFFALO E COMPANY 


210 MORTIMER ST. ' BUFFALO, NEW YORK 
PUBLISHERS OF "FAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
Sales Representatives in all Principal Cities 
BELTED VENT SETS BELT-AIR FANS 
BREEZO FANS NV’ BREEZO FANS 





pole line hardware used primarily on 
the nation’s electrical transmission 
and distribution systems, with head- 
quarters in Baltimore. 

Alfred H. Burnham, with Locke 
since 1927, leaves his post as sales 
supervisor to replace Mr. Goddard as 
Northeastern regional manager. His 
headquarters will be in Lebanon, Pa. 

Mr. Goddard has been associated 
in various sales and operating ca- 
pacities with GE, and has spent the 
last 17 years with the Locke depart- 
ment, 

* 


Plans for expansion of the sales 
organization of the O. A. Sutton Corp., 
of Wichita, Kansas, were announced 
recently by A. Rising, vice president 
and sales manager of the corporation. 

Present plans for the Sutton com- 
pany include the placement of a fac- 
tory trained sales representative in 
a number of sales districts through- 
out the nation. 

Mr. Rising announced that Russell 
E. Bogardus has been selected to fill 
the new position of the first field 
sales and service engineer appointed 
by the company. Mr. Bogardus has 
spent the past 12 years in various 
phases of electrical commercial re- 
frigeration. 

Announcement of the promotion of 
Dan J. Mull to chief engineer of the 
firm, has been made by O. A. Sutton, 
president and chairman of the board. 
Mr. Mull will be directly responsible 
for the engineering and designs of all 
domestic products in both the air cir- 
culating and the air conditioning lines. 

Ray Thompson, former district 
sales manager of the Chicago area, 
has been named the firm’s national 
service manager. 

Mr. Thompson will.be responsible 
for coordinating all service facilities 
in the Vornado Division of the Sutton 
Corp., which includes the supply of 
parts to dealers, distributors, and con- 
sumers and all the guaranteed service 
work at the factory level on a na- 
tional basis. 


Arnold I. Thorsen, works manager, 
Allis-Chalmers Manufacturing Com- 
pany’s Norwood Works, has been ap- 
pointed assistant director of manufac- 
turing of the company’s General 
Machinery Division, according to an 
announcement by J. D. Greensward, 
vice-president and director of manu- 
facturing of the division. 

In his announcement, Mr. Green- 
sward said that Mr. Thorsen would 
assist him in directing and coordinat- 
ing manufacturing operations in the 
several locations of the firm’s general 
machinery plants. He joined the com- 
pany in 1926 as a drill press operator. 


John A. Slenker has been named 
assistant vice president of operations 
of American Steel and Wire Division 
of United States Steel, it was an- 


ELECTRICAL SOUTH for FEBRUARY, 1953 








Iho thal cl roma mmc ight 


there is nothing finer than G 
| ule 


REG. U.S, PAT, OFFICE 


custom-fits any commercial interior —at no more 
than the cost of ordinary fixtures 


50,000 DIFFERENT PATTERNS POSSIBLE 
20% MORE LIGHT 


When you specify MITCHELL MODULE, you specify the 
best in ultra-modern commercial lighting. It’s a revela- 
tion: with just 4 simple, low-cost “building blocks of 
light”, MITCHELL MODULE offers unlimited lighting pat- 
terns to custom-fit any commercial interior. MODULE’S 
exclusive plastic louver passes 20% MORE LIGHT. Units 
fit together simply (mechanically and electrically) for 
quick, low-cost installation, and for easy rearrangement 
of patterns to suit changing needs. MODULE mixes all 
light sources smoothly in one harmonious, beautiful 
system—puts the light exactly where it’s needed. No 
ordinary fixtures can match MODULE—the only lighting 
that custom-fits with standard low-cost units. 


Only MITCHELL makes MODULE 


There's nothing in lighting easier to specify, easier 
to sell than MODULE. It custom-fits and “grows” 
with every lighting need; it delivers MORE LIGHT; 
it stays beautiful, new; it costs no more than ordinary 
fixtures. It's America’s No. 1 Commercial Lighting 
with exclusive advantages for architects, wholesal- 


ers, contractors, utility consultants and users. You'll wa 
want the facts about MODULE-—write today for - 
full descriptive catalogs. 


MITCHELL MANUFACTURING COMPANY, _ dept. 8-8 
2525 North Clybourn Avenue, Chicago 14, Illinois 
In Canada: Mitchell Mfg. Co., Ltd., 19 Waterman Ave., Toronto 
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anchoring 
problems? 


anchoring & fastening devices 


More and More, people with anchoring prob- 
lems are turning to ARRO — the complete line of 
anchoring and drilling devices for masonry. 
Remember, there is an ARRO product to meet 
your specific anchoring requirements. 


SaToSeecs 


ARROFIUTE CARBIDE MASONRY DRILL 


LAG SCREW EXPANSION SHIELD TWO WING 


SPRING-TYPE 
TOGGLE BOLT 


ont 


SPRING HEAD 
STEEL TOGGLE BOLT 


cas eGo) 
DOUBLE EXPANSION SHIELD 


RIVETED HEAD 
TOGGLE BOLT 


Oe) 


LITTLE MAJOR TURNBUCKLE 


=<) 


FOUR-POINT HAND STAR DRILL 


O-E EXPANSION SHIELD 


MACHINE SCREW ANCHOR 


THREE-POINT ORILL POINT 


SE _——_— 


FOUR-POINT DRILL POINT 


ES 


TWIST DRILL POINT 


STUD BOLT ANCHOR 


RUBBERGRIP 


DRILL POINT HOLDER 
MAL-LEAD BOLT ANCHOR 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1520 BOONE AVE., MARION, OHIO 





nounced by Van H. Leichliter, newly 
appointed vice-president of operations 
for this division. 

Mr. Slenker, who comes to his new 
positicn in Cleveland from Duluth, 
where he was district manager of op- 
erations for the Wire Division, suc- 
ceeds Mr. Leichliter whose promo- 
tion was announced earlier. 

Mr. Slenker joined the company at 
Donora, Pa., as a metallurgist in 
1935. 





New eleetrical books 





Principles of 
Electricity 

By Wendell H. Cornetet. Pub- 
lished by McKnight and McKnight 
Publishing Company, Bloomington, 
Ill. 341 pages, price $4.00. 

Mr. Cornetet’s book is funda- 
mentally a textbook suitable for 
use in secondary and trade schools, 
as well as colleges. 

Every effort has been made to 
show the practical application of 
electrical theory, particularly 
through the use of diagrams, illus- 
trations, and the presentation of 
laboratory experiments. Problems 
in electricity are included in suffi- 
cient number to give a thorough un- 
derstanding of the electrical prin- 
ciples and laws. 


Essentials of 
Mierowaves 


By Robert B. Muchmore. Pub- 
lished by Wiley and Sons, Inc., 440 
Fourth Avenue, New York 16, New 
York. 236 pages, price $4.50. 

The author of this most recent 
publication on microwaves is a 
member of the technical staff of the 
Research and Development Labora- 
tories, Hughes Aircraft Company. 
Mr. Muchmore’s purpose in writing 
this book has been to present facts 
that will enable the reader to under- 
stand microwave apparatus and its 
function. He stresses the physical 
pictures involved and endeavors to 
present concepts in words rather 
than in mathematics. There are 
more than 200 illustrations which 
will assist the reader in obtaining 
a better understanding of micro- 
wave phenomena. 

After a brief introduction, the 
fundamental empirical laws are 
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THESE YOUR PROBLEMS? HERE’S YOUR ANSWER! 


Not enough space O.Z. is the simple, depend- 

No room for wrench able way to couple conduit. 
Hard to get at Just butt the conduit ends 

Conduits can’t be turned within the opened O.Z. Split 
Coupling, tighten two nuts 

and you have a permanent 











Interior Threading — meshes with 
conduit threading for a rigid close- 


Low Price — simple, one-piece mal- 
fitting connection. 


leable iron construction assures low- 
priced, high-quality product. 
D he S01 GK 


SROonirn FY 








Low Installation Cost — simply slip 
over conduit ends and tighten nuts 
to close fitting. Bolt head is held in 


place by coupling shoulder Available for conduit sizes ranging 


from 2” to 5”. 


& 8192 


ELECTRICAL Your local O. Z. distributor is ready now to serve you from stock. 
Get in touch with him for further information on the complete, 
MANUFACTURING dependable O. Z. line of electrical fittings. 
COMPANY. INC. CONDUIT FITTINGS - CABLE TERMINATORS + GROUNDING DEVICES 
L262 BOND STREET - BROOKLYN 2,6. CAST IRON BOXES - SOLDERLESS CONNECTORS - POWER CONNECTORS | 
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“Dongan” Luminous Tube 
... Fransformers... 


THEY GIVE 
LONGER 
SERVICE 


The longer life of Dongan Trans- 
formers is due to their high quality 
and extra load-carrying capacity. 
They are tops in performance, re- 
ducing service calls to a new “low.” 


DONGAN ELECTRIC MFG. COMPANY 
2998 Franklin Detroit 7, Mich. 


Southern Representative: 


George R. Koeln 
144 Walker St., S.W. 
Atlanta 3, Ga. 


Send for 
NEW 
CATALOG 


30% LIGHTER 
20% SHORTER 
20% NARROWER 





“The Donga an Line * 
Since Nineteen-Nine 











A NAME 
GROWING BIG 
—ELECTRICALLY 


NEW ADDRESS—590 MEANS STREET N. W.—ATLANTA, GA. 





given in Chapter 2. The author 
shows, by combining and extend- 
ing them, how these laws govern 
all microwave phenomena. In par- 
ticular, the rules pertaining to wave 
propagation and _ reflection are 
found and applied to the under- 
standing of wave guides, cavity 
resonators, etc. Subsequent chap- 
ters take up electronic devices 
(where the same principles are ap- 
plied again) and some illustrative 
applications of microwave equip- 
ment. 


General Shop 
Electricity 


By A. W. Dragoo and C. B. Por- 
ter. Published by McKnight and 
McKnight Publishing Co., Bloom- 
ington, Ill. 119 pages, price $1.25. 

Because they believe that regard- 
less of how a person earns his liv- 
ing he will have occasion to use 
electricity and electrical equipment, 
the authors have attempted to pre- 
sent here for the layman a practi- 
cal explanation of some of the im- 
portant facts and concepts about 
electricity. The electrical projects, 
wiring diagrams, circuit layouts, 
and basic theoretical information 
presented in this book seek to en- 
able one to make use of electricity 
in the best manner. 

The electrical projects which are 
included illustrate some of the more 
important concepts about elec- 
tricity. When completed, they offer 
either a practical electrical device 
or hours of enjoyment. Particu- 
larly useful are the projects and 
discussions of residential wiring. 


NEW PRODUCT NEWS 


Cable bulletin 


Copies OF Paranite Bulletin 100 can 
be secured on request by writing the 
Paranite Wire and Cable Division, 
Essex Wire Corp., Fort Wayne 6, Ind. 

This bulletin, which has just been 
printed, contains complete information 
on Paranite Parause Type RR cable. 
The cable is manufactured for direct 
burial in the earth as well as aerial 
installations. 

The bulletin also gives technical in- 
formation on the selection of proper 
size conductors for certain purposes, 
the method of installation, and other 
useful data. 
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“Off-The-Shelf” transformers 
meet exacting laboratory standards 


Two conditions—the high level of safety required in 
their experimental work, and dependably constant 
voltages—influenced the choice of transformers when 
Union Oil Company constructed their outstanding 
new Research Center. 

Westinghouse Dry-Type Transformers (now 
available in distributor stocks everywhere) filled 
both requirements. 

The larger of the two transformers shown above is 
a 75-kva unit. It is located in the basement at the 
center of the load area, directly under the laboratory 
it serves. The 25-kva transformer in the background 
handles the lighting load. 


Air cooled, containing no combustible materials, 


these transformers could be located safely inside the 
building. Because their small size and light weight 
made installation less of a problem, they were easily 
mounted at selected load points...thus eliminating 
long secondary runs that would cause line losses and 
undesirable voltage variations. 

You can meet new or changing load problems 
effectively and economically with Westinghouse 
Dry-Type Transformers. Savings include lower 
maintenance, operating and power costs. For further 
information, contact your local Westinghouse repre- 
sentative or distributor. Or write to Westinghouse 
Electric Corporation, P. O. Box 868, Pittsburgh 30, 


Pennsylvania. J-70665 


you can 6E SURE...iF i7s 


Westinghouse 
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Surface-mounted fixture 


aa £ rob € PRODUC TS THE SKYLIGHTER, a new surface- 
mounted fixture, has been introduced 
by the Leader Electric Co., 3500 N. 
Amel) Mee eID CM Ae P METS Me | Kedzie Ave., Chicago 18, 1, 
Skylighter units come in six sizes, 
ranging from two by two feet to four 
by eight feet. The units may be used 
singly or mounted side by side or 
“Latrobe” Products are clean and compactly de- 
signed to cut installation time and give smooth, 
trouble-free service. 


Latrobe Products give a full measure of value. 


Pipe or Conduit 
Hanger 


The most economical and 
best pipe hanger sold 


Adjustable Watertight todey—rust-preot. 


, rm a variety of il- 
Floor Boxes For hanging pipe '"' to end to end to form av ariety of 
1/2" thick to steel beams 4 lumination patterns. They may also 


ane ae Gray emi —. Yq" thick. be used to provide a complete ceiling 
make them completely fire-proof. y of light. 

’ Designed to provide for easy main- 
Represented in the South by Pin the ode ne are recommended 
FULWILER & CHAPMAN, INC. LEIGH A. DOXSEE CO. for use in department stores and 
702 Whitehall St., §.W. Atlanta, Ga. 4030 Chouteau Ave., St. Louis 10, Mo. other high-ceilinged interiors requir- 
213 S. Front St., New Orleans 12, La. FRED H. SIMMER CO. ing large amounts of light. 

445 English St., Greensboro, N. C. 1406 S. Akard St., Dallas 1, Texas 





* T LLM A N M i N T FA C Cireuit protective device 
C T U R l \ G 0) * DESCRIPTIVE LITERATURE and price 
Wvaie):: PENNSYLVANIA information on the “Mini-Breaker,” 
2 2 .¢ a new permanent type circuit protec- 
tive device that fits like a fuse in 
any standard Edison base fuseholder 
delivering up to 125 volts a.c. service, 
is available on request to Mechanical 
Products, Inc., 1824 River St., Jack- 

son, Mich. 

Approved by Underwriters’ Labor- 
atories, Inc., the “Mini-Breaker”’ re- 
quires no additional equipment and 











90% EFFICIENCY 

ONE MAN LOUVER INSTALLATION 
EXCLUSIVE “VIBRA-LOCK” END SECTION 
CONFORMS WITH A.S.A. REQUIREMENTS no special wiring when applied to 
SIMPLE LOW COST MAINTENANCE branch or main circuits of corre- 
AVAILABLE IN 3 CUTOFFS sponding 15, 20, or 30 ampere ratings. 
35° - 25°, 35° - 45°, 45° - 45 It is designed for quick installation, 


© FLUORESCENT OR SLIMLINE, 4, 6, 8 FOOT UNITS and electrical service can be restored 

5 © cslertsl NEW CATALOG SHEET with complete simply by pressing in and releasing 
alte about the ''N' Series. Write for yours today. its shock-proof reset button. 

The “Mini-Breaker” is composed of 

EASTERN FIXTURE COMPANY 25 precision-built parts, self-enclosed 

170 VERNON STREET - BOSTON 20, MASS. within a special tamper-proof insulat- 


S. L. BAGBY CO. FRANK KEENE . r " 
822 West weetey St. 169 ne Ave. . . ing case. In oneration, the new device 


Charlotte, N.C. Decatur, Ga. . safely interrapts ex-essive overloads 











ELECTRICAL SOUTH to. rcSRUAKr, '953 








Success in any field just doesn’t happen. 
It must be earned. Tomic has won top 
place in the industry by the superior 
performance of its connectors and 
couplings . . . designed to do the job 
easier, safer, better . . . manufactured 
to the highest precision standards . . . 
priced for economy. 


INSIST ON TOMIC! On Sale at Your a Sie . 
TOMIC SALES « ENGINEERING CO. 


4864 Woodward Ave. . Detroit 1, Michigan 
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Type FS— 


Waterproof 





Receptacles 
and Plugs 








—first line of defense against weather, 
water and industrial hazards! 


R&S receptacles, plugs, connectors and switches are available in an endless vari- 
ety of weatherproof, waterproof and explosion-proof types, sizes and assembly 
combinations —the most complete line of fittings ever made to meet every indus- 
trial operating requirement. R & S quality adds permanency and protection to 
your wiring plons. 

Write for literature concerning items in which you have a specific interest. 


Angle Type Plugs 
aj Receptacles 


RED 0: FS—Waterproof Explosion-Proof Delayed Action Interlocked Switch Ever-Lok Plugs and 


witches Receptacles and Plugs Receptacles and Plugs Receptacles 


RUSSELL & STOLL COMPANY, INC. + 125 BARCLAY STREET, NEW YORK 7,N.Y. F6 


RUSSELL & STOLL 


PRECISION-BUILT ELECTRICAL EQUIPMENT—SINCE 1902 











KUHLMAN’S SOUTHERN DIVISION 


— always ready to serve your transformer needs 


Rapidly growing industry throughout the South can depend on the new modern plant 
of Kuhiman Electric Company at Crystal Springs, Mississippi, to supply them with the 
sturdy, dependable transformers they need to keep production humming. Nearly 60 
years of experience in building safe, efficient transformers, and a consistent record of 
leadership in the improvement of modern transformer design is Southern industry's 
assurance that Kuhiman will serve them well. Specify Kuhlman transformers for your 
next installation. Write vs today for complete details and the name of your nearest 
Kuhiman representative. 

















*& Denotes Sales Offices. 


hubdman ELECTRIC Ae 


BAY CITY, MICHIGAN @© CRYSTAL SPRINGS, MISSISSIPPI 
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and short circuits, tripping instant- 
ly on “shorts,” but with a built-in 
time lag to handle temporary starting 
loads and line surges. 


Nail fast switch box 


THE ELECTRICAL DIVISION of H. E. 
Williams Products Co., Carthage, 
Missouri, is now producing a nail fast 
switch box, which is supplied with two 
16d nails in position through the box 
for swift, sure nailing. 

The nails are crimped to prevent 
their loss, and the boxes are supplied 
with the cable clamp in an open posi- 
tion which eliminates lost time back- 
ing out the clamp screws as is neces- 
sary with many boxes. 


Motor merchandiser 


AN ATTRACTIVE G-E motor merchan- 
diser, designed to get motors “off the 
shelf and into the home and farm,” 
is being used successfully by the Gen- 
eral Electric Co., Schenectady 5, N. Y. 

According to G-E, an estimated 24 
per cent of the people who buy motors 
for their own use—especially for the 
home workshop and farm markets— 
buy on impulse. The _ bright-red, 
chrome-and-steel motor merchandiser, 
which holds five fractional-horsepower 
utility motors, is designed to meet 
this situation. 

The merchandiser is supplied with- 
out charge to distributors of the G-E 


line who order ten or more motors, 
and is nominally priced for those who 
stock a smaller number. Designed to 
attract the customer’s eye, it also 
indicates the complete selection of 
sizes and models available. The com- 
plete display rack requires only a 17- 
inch-square floor space and can be 
assembled in about five minutes. 


Wiring device 

TO A CONSTANTLY expanding line 
of wiring devices, Royal Electric Co., 
Inc., Pawtucket, R. I., has added 
three-wire Turn-and-Pull “Royalok” 
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USRUBBERS USKON Low-Cost Ceiling Panels 


extend your sales... bring in high profits 


As an electrical contractor, you will find 
Uskon electrical radiant heating to be one 
of your most profitable items. It actually 
sells itself to everybody. Architects like the 
freedom of design Uskon gives them—no 
radiators, furnaces, pipes or ducts. Deco- 
rators like it for the same reason, and be- 
cause the panels can be painted over with 
any ordinary flat paint. Home owners want 
Uskon because it costs less to install than 
almost any other kind of heating—and 
because it gives quick heat with a switch or 
thermostat, is a completely trouble-free 
heating system. 


WHAT DOES USKON MEAN TO YOU? 
First, Uskon can be quickly and easily 


applied to new or old ceilings. The home 
owner heats his house as it grows; when he 
finishes his expansion attic, he merely 
orders more panels from you for repeat 
business. It is a tried and proved product of 
United States Rubber Company—a name 
that helps you sell. And Uskon fits in every- 
where, in homes, apartments, business 
offices, commercial and industrial buildings 
—garages, basements, motels—you name 
it, Uskon is the perfect heating. For com- 
plete technical data and cost information 
write for catalog M3177, Mechanical Goods 
Division, United States Rubber Company, 
Rockefeller Center, New York 20, N. Y. 


PRODUCT OF UNITED STATES RUBBER COMPANY 


Mechanical Goods Division « Rockefeller Center, New York 20, N. Y. 
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polarized caps and connectors, accord- 
ing to a new trade bulletin. 
Engineered for dependability and 
durability, for installations where the 
locking feature is desirable, these 
“Royalok” devices have adjustable 
cord grips for cord diameters from 


the bln of Qual 


. e co sae S 
in signals and system 


a. Bd 


You want the best there is—from a 


ish button to a complex: 
ae 1 325 inch to .562 incl i 1 
. . .325 inch to .562 inch, and are use 
as supplied mane oy primarily with heavy-duty, rubber- 
finest electrical jacketed service cords. 
lt your electrical They are UL listed, rated at 20 
é amp-250v, 10 amp-575v, and will fit 
5 other standard makes of interlocking 
complete Faraday line. devices. The three-wire cap bears the 
catalog number 83; the connector, 
with the Bakelite body is No. 93. 


simple pu 
signal system. 
years Faraday h 
industry with the 
equipment. Consu = 
wholesaler for details on the 


UNI-PACT BELL 
#2000 





HOLTZER-CABOT FARADAY STANLEY & PATTERSON & 


rae) tieltle) bi3°m hd GE metering booklet 


A 20-PAGE BOOKLET describing me- 
S ae f ] | f H p f ) f U | F ADRIAN. MICH. tering applications for watthour 


meters has been announced as avail- 
able from the General Electric Com- 
pany, Schenectady 5, N. Y. 
Designated GET-1905, the new bul- 
letin contains circuit wiring diagrams 
for the various metering applications. 
It also describes watthour-meter con- 
stants and register data, the deter- 
mination of watts load, and the use 
of watthour meters with instrument 


MERCU ise aa 7.4 Je) °: - . transformers. 


ISLAND LIGHTER a iesbicaelisieiasteacie 


A NEW LINE of recessed troffer com- 
@ CAN BE MOUNTED ON ANY EXISTING mercial-type fluorescent lighting fix- 

STANDARD TERMINATING WITH 2” PIPE | tures of different lengths which can 
@ GIVES SERVICE STATIONS AND PARKING be joined to give the appearance of 

AREAS A NEW LOOK B a continuous sweep of light has just 
@ BRILLIANT LIGHT WITHOUT GLARE —_. J been announced by the Lighting Divi- 
@ A MONEY-MAKER FOR CONTRACTORS sion of Sylvania Electric Products, 
ear eensicek ths sctvice Ss Ine., 1740 Broadway, New York City 
station, oil companies and . 19, N. Y. The new recessed troffer 
parking lots for new electrical . line consists of one-, two-, and three- 

usiness. With Revere equip- ; s oe lamp fixtures available with six dif- 
ment you are ready for a con- A oe 
—. any yg No 
shopping around is necessa 5 et a aaa ' 
= go Senate lighting ie The new series Ww as designed tc 
needs. The Revere Line is the ae provide an almost endless variety of 
most complete — comprising ; 
Hinged and Rigid Poles, 
Floodlights, Pit Lights, Cluster 
Lights, Area Lights, etc., of 
outstanding design and quality. 
Always suggest Revere Lighting 
to your customers—and be sure 
of getting the order. 


BELLS - BUZZERS HORNS - CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 





ferent types of shielding and four 
incandescent spotli fixtures. 


REVERE ELECTRIC MFG. CO. 


6005 Broadway «+ Chicago 40, Ill. 
eo See ee een Mach ae ici cel Mn Se 2 ae ee 2) 
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We can learn trom bankrupt Micawber 


|] Y advice, Copperfield, you know. Annual 

income twenty pounds, annual expendi- 
ture nineteen-nineteen-six, result happiness. An- 
nual income twenty pounds, annual expenditure 
twenty-ought-six, result misery. The blossom is 
blighted, the leaf is withered—in short you are 
forever floored. As I am!” 

This is probably the most famous financial 
counsel in all English literature, offered a hun- 
dred years ago by Charles Dickens’ character the 
bankrupt Micawber to the hero David Copper- 
field. As advice it is just as good in 1953 as it was 
in 1849, and just as sound for a nation as for an 
individual. 

In 17 of the last 20 years, Uncle Sam has fol- 
lowed Micawber’s practice, not his advice. Our 


national balance sheet has been, figuratively, 
“annual income twenty pounds, annual expendi- 
ture twenty-ought-six’’. Ahead of us as a nation, 
if we continue this irresponsible policy, is Micaw- 
ber’s dire predicament, “blossom blighted, leaf 
withered—forever floored”’. 

There is no sane reason why the world’s richest 
nation should continue to live the financial life 
of a profligate bankrupt. It is time now to set our 
house in order. The program called for is simple: 
(1) Eliminate waste and extravagance in govern- 
ment spending; (2) Balance the Federal budget; 
(3) Control the national debt and reduce taxes. 

By such positive action we can protect future 
happiness—and prevent misery—for ourselves, 
our children and our children’s children. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


RAILROAD TRACK SPIKES - CONDUIT - HOT AND COLD FINISHED CARBON AND ALLOY BARS - PIPE AND 
TUBULAR PRODUCTS - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RODS - SHEETS - PLATES, 
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lighting combinations to fit all shapes 
and sizes of stores, schools, and of- 
fices. 

The fixtures were specifically en- 
gineered for installation in shallow 
ceiling areas. They are available 
with either standard start or instant 
start lamps, while the louver and 
directional incandescent spotlights 
are designed for use with 150-watt 
PAR-38 lamps and the albalite and 
glass lens incandescent spotlights 
utilize 100-150 watt inside frost 
lamps. Simplified maintenance is 
another feature of the fixtures. 


e 
Toggle fuse puller 


No. 3202-— No. 3200-Sin- THE INGENIOUS Toggle Fuse Puller, 
Two Single gle Pole T Rated molded of shatterproof Tenite plastic, 
Pole T Rated Switch and ie ‘ _ ; : No. 3208 L-B 

is a brand new safety product for —Pilot Light & Two Single 


Switches.Com- double contact iE ae Santen . 
mon Peed.5A.- receptacle. Sep- electricians, maintenance men, and Single Pole T Sate hatad 


250V., 10A.,- arate Feeds. homeowners, now being manufactured Rated Switch. Switches. Sep- 
125V.T. Brown Switch 5A.- by Star Fuse Co., Inc., 235 Canal St., Pilot Light arate Feeds. 
or Ivory. 250V., 10A.- New York 13, N. Y. takes S-6Bulb. 5A. - 250V., 
125V.T. Recepta- The tool is assembled from four 10A.-125 V.T. 10A. - 125V.T. 
cle-10A.-250V., molded parts of transparent amber Grownorlvery, Brown orlvery. 


Brand new 1SA.-125V. . ‘ : rely 
ee ae ae tenon Tenite. These are hinged securely 


Fits one gang No. 3201— Takes — duplex recep- 
switchbox |! Common Feed. tacle wall plates. 





together in a powerful toggle design 
which gives non-slip grip for remov- 
ing or replacing fuses. One end of 
the tool fuses up to 30 amperes, and 
the other fuses from 31 to 100 
amperes. It weighs only two ounces. 


Capacitor for vaults 


A NEW 7.5 kvar capacitor, designed 
for secondary network system volt- 
ages and the occasional high tem- 


; 


) — 
TRENTON 4 NEW JERSEY < Cir cle F Mig. Co. 


TRENTON 4, NEW JERSEY 
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CONTEMPORARY =. rR ee 4 
LIGHTING - " Pre-wired Unit 
; US Pat. No. 2561986 


Be => F US Pat. No. 2593513 
i ee oe ; P. other patents pending 
- a 3 removable access 


— 


« J, te 
Pin aS 


Piates make wiring 
@asy under all 


INSTALLATION : | . Ronditions 
SEL eee ‘ . BP ry-out knock-outs 


No. CFT-45-3 i ’ . ; No. 1313—6630 (300W) 60° wired unit 
Dexciusive 


Swing-way hinge 


. » 
a 


— “Se 
cs og 


A 


No. R-50 (2-25W) 
Aye eat 


lilustrated are but a few 

of the many Prescolite 

, contemporary fixtures— 

iF IT’S ' available in your choice 
of three metal finishes 

and eight decorator colors 

Write now for complete 

catalogs: 


IT’S THE 


- 


ft _> 
n a 
gL 
7 A-1 Architectura 
Fah R-7 Recessed 


- $-2 Swivel 


No. 60 (60W) 


oh eT Oe Oe ge 
saa) FOURIER STREET 
BERKELEY 2, CALIFORNIA 


AVAILABLE NATIONALLY 


Warehouse stocks at 
Philadelphia, Los Angeles 
and Berkeley. 


Engineered Packaging 
permits stocking and 
re-shipping without 
opening and provides 
complete parts protection 
from factory-to-job. 


SALES REPRESENTATIVES: ATLANTA, GA.—Charies L. Woodyard, 1181 Stewart Ave. S. W BALTIMORE, MD.—T. H. Bailey, Jr., 609 Garrett Bidg 
BOSTON 10, MASS.—John W. Fay, 176 Federal St. - CEDAR GROVE, WN. J.—P. M. Sales Co., 118 Sunrise Terrace - CHICAGO, ILLINOIS—Rudolph H. Soukop, 1585 
Merchandise Mart - CLEVELAND, OHIO—Cam Norton Company, 2725 Derbyshire Rd. - DALLAS, TEXAS—The John Hancock Company, 2921 Fairmount - DAYTON, 
OHIO—Gary Roof, 221 Stockton - DENVER, COLO.—Kenneth Schumann, 814 Twelfth St. - DES MOINES, 1OWA—J.H. Hull, 1300-47th St. . DETROIT, MICH.—L. H. 
Beck, Electric Sales Co., 141 W. Parkhurst Pil. - ERIE, PA—D. S. Pollock Co., 622 W. 9th St + KANSAS CITY, MO.—Car! W. Thorsell, 1195 E. 77th St. 
KNOXVILLE, TENN.—Pitner’s Mfg. Rep., P. 0. Box 693 - LOS ANGELES, CALIF.—De Ramus, Barney & Assoc., 125 S. SantaFe - MILWAUKEE, WISC.—Willis H. Murphy, 
4520 N. Woodruff St. - WEW ORLEANS, LA.—£. J. Hagan, 3820 Louisiana Avenue - OKLAHOMA CITY, OKLA.—The Tom Fielder Company, 313 N. W. 4th St. 
OMAHA, NEBR.—Geo. C. Mittnauer & Assoc., 111242 Farnam St. - PHILADELPHIA, PA.—Bond & Kyack, 1817 Caliowhill St. . RICHMOND, VA.—W. H. Lassiter, Jr., 
Crenshaw Bidg., 300 E. Main - SAN DIEGO, CALIF.—Calif.-Ariz. Sales Agency, 301 West “G" St. - SALT LAKE CITY, UTAH—J. R. Christenson, 247 E. 5th South 
SEATTLE, WASH.—Gieasons, 901 E. 45th St. - ST. LOUIS, MO.—J. A. Noser, 3204 Bailey St. - ST. PAUL, MINN.—Charles L. Schwab, 345 N. Wheeler St 
ST. PETERSBURG, FLA.—frank McPherson, 6417-7th Ave., North - SYRACUSE, N. Y.—fay-Sullivan, inc., 1117 Cumberland Avenue - VANCOUVER, B. C.— 
J. S. Edwards, 1206 Hamilton St. 
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SoTL POT I 


MILLER-ADALET 
vapor-tight, 
weather-proof 
lighting 
fixtures 


extreme flexibility 
from minimum stock 


Interchangeable junction 
box type, tapped with 
four conduit hubs so that 
E, C, L, T, and X fittings 
can all be wired with the 
one type unit. 


WON’T RUST OR STREAK 
WALLS 


stand up under.severe serv- 


precision-built to 


ice conditions, with cast 
aluminum bodies of high 
tensile strength 


GUARDS OF CAST ALUMI- 
NUM ALLOY are mounted to 
bodies with unique locking 
device, but easily remov- 
able — CAN’T ‘FREEZE’ OR 
SHAKE LOOSE 


RESILIENT NEOPRENE AND 
CORK GASKETS are oil and 
gas proof contain no vol- 
atiles won't dry ouf in 


service 


WRITE FOR MILLER-ADALET CATALOG 


THE miller COMPANY 


SINCE 1844 


MERIDEN, CONNECTICUT 


MILLER field engineers and distributors are 


conveniently located for nation-wide service. 


Field Sales Engineers: 
@ H. Connell, 132 Heatherdown Rd., Decatur, Ga. 
@ C. H. Phillips, 212 West Newlyn St., Greensboro, N. C. 
@ J. W. Fowler, 2709 Live Oak Drive, Nashville, Tenn. 
@ C. Maddox, 2700 Connecticut Ave., N.W., Washington, D. C. 
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peratures and submersion conditions 
encountered in vaults, has been an- 
nounced by the General Electric 
Company’s Capacitor Department. 
The unit is specifically designed 
for economical application to network 
systems rated 208 and 216 volts. It 
is built for operation in ambient 
temperatures as high as 55 C (131 F). 


Small in size, the unit can be in- 
stalled on a vault wall above trans- 
formers and other equipment, or on 
the ceiling or floor. Its light weight, 
less than 75 pounds, permits easy 
installation without special handling 
equipment or removal of vault slabs. 

Hangers for six units, designed for 
the placement of the capacitors above 





Dates Ahead 


Ninth Annual Adequate Wir- 
ing Conference, LaSalle Hotel, 
Chicago, Ill., February 26-27, 
1953. 


Southern Safety Conference 
and Exposition, Atlanta Bilt- 
more Hotel, Atlanta, Ga., March 
1-3, 1953. W. L. Groth, execu- 
tive director, P. O. Box 8927, 
Richmond 25, Va. 


International Association of 
Electrical Inspectors, Tennessee 
Chapter, Hermitage Hotel, 
Nashville, Tenn., March 23-24, 
1953. 


Sixth Annual Protective Re- 
lay Conference, Department of 
Electrical Engineering, A. & M. 
College of Texas, College Sta- 
tion, Tex., March 23-25, 1953. 
L. M. Haupt, conference chair- 
man. 


Southeastern Electric Ex- 
change, 20th Annual Conference, 
Boca Raton Hotel and Club, 
Boca Raton, Fla., March 23-25, 
1953. 


International Association of 
Electrical Inspectors, Missis- 
sippi Chapter, Robert E. Lee 
Hotel, Jackson, Miss., March 
26-27, 1953. 


International Association of 
Electrical Inspectors, Alabama 
Chapter, Whitley Hotel, Mont- 
gomery, Ala., April 9-10, 1953. 


International Association of 
Electrical Inspectors, Georgia 
Chapter, Hotel DeSota, Savan- 
nah, Ga., April 13-14, 1953. 


Southeastern Electric Ex- 
change, Engineering and Oper- 
ating Section, Edgewater Gulf 
Hotel, Edgewater Park, Miss., 
April 16-17, 1953. 


International Association of 
Electrical Inspectors, Florida 
Chapter, Soreno Hotel, St. 
Petersburg, Fla., April 16-18, 
1953. 


International Association of 
Electrical Inspectors, North 
Carolina Chapter, Carolina Ho- 
tel, Raleigh, N. C., April 21-22, 
1953. 





‘tel, Chicago, Ill., May 24-29, 


American Institute of Elec- 
trical Engineers, Southern Dis- 
trict Meeting, Louisville, Ky., 
April 22-24, 1953. 


International Association of 
Electrical Inspectors, South 
Carolina Chapter, Columbia Ho- 
tel, Raleigh, N. C., April 21-22, 
1953. 


Electric Association of Kan- 
sas City, Industrial Trade Show, 
Exhibition Hall of KMBC Build- 
ing, Kansas City, Mo., April 27, 
28 and 29, 1953. 


International Association of 
Electrical Inspectors, George 
Welman, North Louisiana-East 
Texas, Texas and Texas Gulf 
Coast Chapters, joint meeting, 
Baker Hotel, Dallas, Tex., May 
1-2, 1953. 


Edison Electric Institute, 
Transmission and Distribution 
Committee, Edgewater Beach 
Hotel, Chicago, Ill., May 5-6, 
1953. 

Edison Electric Institute, 
Electrical Equipment Commit- 
tee, Sir Walter Hotel, Raleigh, 
N. C., May 11-12, 1953. 


International Association of 
Electrical Inspectors, Virginia 
Chapter, George Mason Hotel, 
Alexandria, Va., May 18-19, 
1953. 

Southeastern Electric Ex- 
change, Industrial Power Sales 
Conference, Fort Sumter Hotel, 
Charleston, S. C., May 21-22, 
1953. 


National Association of Elec- 
trical Distributors, 45th Annual 
Convention, Conrad Hilton Ho- 


1953. 


American Institute of Elec- 
trical Engineers, Summer Gen- 
eral Meeting, Chalfonte-Haddon 
Hall Hotei, Atlantic City, N. J., 
June 15-19, 1953. 


International Association of 
Electrical Inspectors, IAEI Sil- 
ver Jubilee Meeting, joint meet- 
ing of Eastern, Southern, West- 
ern, Northwestern, and South- 
western Sections, Edgewater 
Beach Hotel, Chicago, IIl., Sept. 
21-26, 1953. 
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transformers on a vault wall or on 
the cover of a transformer, are also 
available from G.E. The hangers 
are arranged for use of fuses. 

The new capacitor is in a standard 
ID case and has a protective outdoor 
paint finish. 


Wire outlet caps 


INFORMATION may be obtained from 
the Rodale Manufacturing Co., Inc., 
Emmaus, Pa., on the three wire caps 
which they are now producing for use 
with new grounding type outlets. 

The three caps are provided with a 
U-shaped grounding blade which pre- 


vents engaging with current carrying 
contacts. The longer blade provides 
grounding connection before current 
carrying blades make contact. 


& 
Power fuse hooklet 


THE SOUTHERN States Equipment 
Corporation’s line of outdoor dropout 
expulsion power fuses is the subject 
of a booklet just released by the com- 
pany, manufacturers of electrical 
transmission and distribution equip- 
ment, mechanical devices and textile 
machine parts, located in Hampton, 
Ga. 

The _ three-color booklet discusses 
operating features, construction, re- 
commended mounting clearances, di- 
mensions, fuse jumpers and links. 

Designated the Series B, these ex- 
pulsion power fuses feature full drop- 
out action, double venting, inter- 
changeability, high pressure line con- 
tacts, positive latching, self-locking 
hinge, and a snubber. They are de- 
signed for easy manual operation em- 
ploying either a conventional or 
Southern States bayonet head hook- 
stick. 

Back cover of the booklet contains 
a table of data on types LB, MB, and 
HB fuses of the Southern company. 


e 
Lighting folder 


A FOUR-PAGE folder that illustrates 
and describes the new Smithcraft 
A.L.S. Industrial Slimline Unit has 





ror FASTER INSTALLATION 
Specify and Install 


for rigid and thinwall conduit 


Patent pending 


Exclusive self-holding feature saves time, eliminates 
fumbling and dropping, makes difficult installations easier. 


Made of heavy gauge steel, zinc plated after fabrication. 
Wide range of sizes for rigid and thinwall conduit. 


Ask for SNAP-STRAPS for all your conduit jobs. 


Sold only through electrical wholesalers 


SNAP IT ON HOLDS IN POSITION BLACKHAWK 


HAS IT 
BLACKHAWK INDUSTRIES DUuBUQUE, IOWA 
lackha wk Entrance Cable Fittings © Fluorescent Brackets ©@ Staples 
a Cable and Conduit Straps @ Yord kighte * Box Supports 
Jagostries Connectors @ Wire Holders @ | s ond 9 
> 





Sill Plates @ Condvit Entrance Cops 
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been released by Smithcraft Lighting 
Division, Chelsea 50, Mass. 

According to the booklet, the new 
unit has an over-all efficiency of over 
90 per cent and uplighting of more 
than 20 per cent to make comfortably 
lighted work areas out of factory 
areas that now resemble lighted caves. 
It has many new maintenance and 
safety features that are of interest 
to plant management. The folder is 
available upon request. 


Flexible cord information 


AN ILLUSTRATED twenty-four page 
bulletin which includes all of the new 
Underwriters’ classifications for flex- 
ible cords manufactured by Whitney 
Blake Company, New Haven 14, 
Conn., is now available. 

Featuring catalog data on Dyna- 
prene and rubber-jacketed cords as 
well as braid covered types, the bul- 
letin also gives information on cord 
selection, how to order specialties, 
and technica] data of interest to users 
of wire and cable. It includes illus- 
trations of factory operations and 
laboratory facilities. 


Specialties catalog 


McGILL MANUFACTURING Co., INC., 
Valparaiso, Indiana, has just released 
a 40-page catalog sectionalized for 
easy reference. 

One section describes and _ illus- 
trates the complete line of Levolier 
switches and sockets including several 
new models. Another section covers 
McGill portable lamp guards, wall and 
receptacle guards, lamp changers and 
accessories. Included in this section is 
the new 5500-G Series grounded lamp 
guard for use with the three wire 
grounded electrical systems used in 
many modern plants. 


Acoustical ceiling 


THe F. W. WAKEFIELD Brass Co., 
of Vermilion, Ohio, has placed on the 
market its Luminous-Acoustical Ceil- 
ing after conducting a series of tests 
through the Case Institute of Tech- 
nology. 

The new product is called a “three- 
way ceiling” because it was designed 
to provide for a high quality of air 
diffusion characteristics plus the large 
area low brightness and acoustical 


control. It is so designed that where- 
ever the corrugated Plexiglas diffuser 
rests on an acoustical baffle or ceiling 
wall angle, approximately’ one inch 
of open area is provided for air to 
filter through at low pressure and 
without causing currents of air to 
annoy occupants of the room. Thus, 
duct work and opaque metal diffusers 
are eliminated in most installations, 
thereby cutting the cost. 


Plastic jumper protector 


THE DEVELOPMENT of a plastic, in- 
sulating protector for the mechanical 
jumpers used on power lines was an- 
nounced by the Charleston Rubber Co., 
of Charleston, S. C., manufacturers of 
linemen’s rubber gloves and acces- 
sories. This protector was devised to 
solve the dual problems of protecting 
the insulated jumper cable from dam- 
age while on the truck or in use, and 
also of protecting the lineman from 
accidental contact with a defective, 
energized jumper. 

This jumper protector is extruded 
from a specially compounded “Char- 
colite” plastic, is bright yellow for 


high visibility, and is not affected by 
oil, grease, water, ozone, corona, sun- 
light, or freezing. It is extremely light 
in weight, 11/3 oz. per foot, and yet 
it will easily pass a 10,000 volt test. 
It fits all jumper cables up to 1% 
inches in diameter. 

The Charco jumper protector will 
increase the life of jumpers indefin- 
itely since it protects the rubber cov- 
ered cable from cutting, puncturing, 
oil, sunlight, ozone, corona, and water. 
The protector also permits damaged 
jumpers to be safely placed back in 
service and provides another safe- 
guard for the lineman even on new 
jumpers. 

& 


Meteor starter enclosure 


A NEW NEMA 1-A enclosure is now 
being used to make General Electric 


a.c. combination motor starters lint-. 


tight, according to an announcement 
by the company’s Control Depart- 
ment, Schenectady 5, N. Y. 

The enclosure features an oil- re- 
sistant rubber gasket which is pre- 





KEES 


POLYPHASE 
METER BOXES 


No. 24-W-2 Front Removed 


KEES polyphase outdoor meter boxes 
feature knockouts for all probable hook- 
ups for polyphase meters, primary 
metering, time switches, and recording 
instruments. Front forms more than one- 
half the sides and bottom. Equipment 
can be reached from sides as well as 
from front Weatherproof waterproof 
front is hinged at top, easily detached. 
Latch may be sealed, and locked. 


Write Dept. E5-10 for free catalog. 


Since 1874 
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How to be Sure 
You don't get 


“SHORT-CHANGED” 


- « « NEXT TIME YOU BUY TAPE. 


While minimum length can be depended on to be 
accurate in any roll of tape, it’s the weight of the 
roll that you must watch. It is important for you to 
know: Does the No. 4 Roll actually weigh 4 ounces, 
as it should; and the No. 8 Roll 8 ounces? 


For weight reveals whether tape is full strength 
in substance, or whether its protective and ad- 
hesive properties have been weakened due to 
skimpy materials. Underweight tape means you 
must use more of it, and take the extra time to roll 
more on, when a job requires maximum tape pro- 
tection. 


You can always weigh every roll you buy, of 
course, but why bother when HAARTZ-MASON 
publicly makes you a DUAL GUARANTEE —a 
guarantee covering both weight and length, and 
prints this information boldly on every roll and 
container. 


So get full measure the next time you buy tape 
by accepting none but the DUAL GUARANTEED 
HAARTZ-MASON brands: 


Haartz-Mason, Inc. 


WATERTOWN 72, MASS. 


PARAPLASTIC Tape 
does the work of 
both friction and 
rubber. 


~<- 


Note: Weight and length information are 
printed boldly on every roll and container. 
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ALARM 
WIRES 
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Tested and approved 


=for safety and 


JAN-C-76 
APPROVED WIRES 


80-90-105°C 
HOOK-UP WIRE 


SHIELDED WIRE 
AND CABLE 


FLEXIBLE CORDS 
COAXIAL CABLE 


TELEVISION 
LEAD IN CABLE 


GAS TUBE HIGH 
TEMSION CABLE 


OlL BURNER 
IGM:TION CABLE 


BLASTING WIRE 
TELEPHONE WIRE 
THERMOSTAT CABLE 


BELL AND 
OFFICE WIRE 


TW BUILDING AND 
FIXTURE WIRE 


All Chester wire and cable features the 
extra dependability, long service life 
and easier working qualities of plastic 
insulation. Their tough, impervious plas- 
tic coats provide maximum immunity 
to abrasion, weather, oil and most 
chemicals. They are smooth, pull 
through conduit with minimum effort 
and present a fine appearance in ex- 
posed locations. 


There’s a Chester single or multi-con- 
ductor wire or cable for practically 
every indoor or outdoor requirement 
including many special constructions 
for the electrical, electronic, TV, radio, 
telephone and other industries. Why 
not write today for full information? 


Soe *- 


NE W 











TRIPLOC 
PIUSS and 


ass tphimetete 
BQHOD SF 
GB Des 
An Exceptionally Versatile 
Line in the Heavy Duty Field 


An _ exceptionally versatile line,- un- 
equalled in the heavy duty field, with a 
virtually unlimited number of assembly 
combinations to meet the individual re- 
quirements of any portable electrical 
equipment. 

Interchangeable contacts, 1 to 8 poles, 
can be assembled in standard plug 
shells and receptacle housings. The pro- 
tected female contact unit can be as- 
sembled in either plug or receptacle for 
safety in the line side of the circuit, Fus- 
ible types and units with one poie 
grounded are also available, 

Automatic bayonet lock with either 
manual or combination manual and au- 
tomatic release protects equipment and 
wiring. Wide range of pressed steel plug 
shells, receptacles, and cord connectors 
available in the complete Triploc line, 
including cast metal housings threaded 
for watertight gasket seal. Ratings up to 
20 amperes, 250 volts DC, 460 AC. Con. 
sult your Pylet Catalog 1100, Bul. 
1140-1, for complete listings. 


CONDUIT FITTINGS © FLOODLIGHTS 


THE 
Al PYLE-NATIONAL 


neti COMPANY 
1354 N. Kostner Avenue, Chicago 51, Illinois 
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formed to fit over the edge of the 
control case. When the cover is closed, 
the gasket acts as a seat on which 
the cover rests. A close seal is thus 
formed, preventing the entrance of 
lint and minimizing fire hazard. 

The “U” shaped gasket forms a 
compression seal that can be in- 
spected easily without opening the 
control case, according to GE en- 
gineers. A gasket for the reset but- 
ton is provided and all corners and 
small drain holes which may remain 
in the case after fabrication are 
sealed with a metal filler. 


Bulldog wire grips 


WIRE GRIPS, which heretofore have 
been manufactured by Bulldog Elec- 
tric Products Co., of Detroit, for ex- 
clusive use with the company’s own 
manufactured products, have now 
been made available for general dis- 
tribution. 

The grips will be marked in five 
sizes, for No. 14 wire to No. 1,000,000 
C.M. cable. They will be silver-clad, 


and will be produced by the cold- 
forging method. Greater mechanical 
strength made possible by the cold- 
forging method permits a smaller, 
more compact grip. The process com- 
presses the metal and eliminates 
blow-holes and other defects which 
weaken cast pressure connectors, and 
make them more susceptible to break- 
age. 
e 


Fluorescent fixture 


FLEXOLITER, a new idea in fluores- 
cent fixtures, has been announced by 
the Duro-Test Corp., of North Bergen, 
N. J. 

Reflectors of the new fixture can be 
moved by a simple flick of the finger 
to a number of positions, directing the 
flow of light accordingly, the manu- 
facturer claims. 

The fixture is made for both 20-watt 
and 40-watt lamps. 


Insulation booklet 


PUBLICATION of a thirty-six page 
booklet on the manufacture of wet 
process porcelain insulators has just 
been announced by Victor Insulators, 
Inc., of Victor, N. Y. It may be re- 





rubber 
& 
friction 


rubber 
& 
friction 
tape 


Look for 
the Yellow Core 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


made by 


OKONITE 





ceived without charge on _ request. 

The illustrated booklet describes 
the various steps in the production of 
wet process porcelain from receipt of 
raw materials to final testing and 
shipment of finished insulators. 

Also included is the inside story on 
how and why Victor developed Puri- 
fied Porcelain, the new improved por- 
celain resulting in a stronger, more 
uniform, and durable product. 


New torch line 


DESIGNED for wider range of use, 
greater convenience, and positive per- 
formance, the new 600 Series Prepo 
Torches and Accessories are now be- 
ing offered to industrial users by Ap- 
pleton Electric Co., of Chicago, Ill. 

These interchangeable burners and 
tips are suited to use by plant mainte- 
nance men, electricians, plumbers, 
painters, mechanics, construction 
workers, and others. They include: a 
utility burner for general purpose 
work; a heavy duty burner for great 
heat volume on large jobs; a pin-point 
burner for precision soldering and 
special work; a paint remover tip for 
fast paint removing; a diamond point 
solder tip for fine, quick work; and a 
chisel point solder tip for fast, heavy 
duty work. 

The burners and tips featured in the 
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new line fit the older model Prepo 
torches and use Prepo fuel. 


e 
Lightolier display unit 


A COMPACT, INFORMATIVE, and at- 
tractive display unit for its new line of 
Calculite recessed ceiling fixtures has 
just been designed by Lightolier, Inc., 
346 Claremont Ave., Jersey City, 5, 
N. J., for the use of its distributors. 

An angled “ceiling” attached to the 
display holds all five Calculite types 
in a limited area while suggesting the 
appearance of the fixtures when in- 
stalled. The back panel presents an 
illustrated selling story describing the 


pieutrecren 


features of the group. A shelf at waist 
height holds a Calculite model, com- 
plete with typical ceiling joists, to 
allow easy demonstration of such ex- 
clusive features as Torsiontite Spring 
for simple re-lamping and fibreglas 
gasket to prevent dust tracks and light 
leaks. 

The display unit is made of plywood 
and is painted in two shades of gray 
with white lettering and illustrations. 
It is two feet wide and two feet deep 
and six and one-half feet high. 


Correcting contactors 
(Continued from page 26) 
sticky films on air-gap surfaces 
that may cause devices to stick in 
the closed position. Dust and dirt 
may cause tight 
produce unsatisfactory operation. 
Chemical plants, mills, 
grain elevators, ink vapors in 
printing press rooms, coal dirt, 
metal mills and similar installa- 
tions are typical examples of at- 
mospheric conditions that may) 
cause devices to remain 
after operating coils are de-ener- 
gized. Such conditions must be 
corrected by removing the dirt 


bearings that 


cement 


closed 


and dust with compressed air or 


vacuum cleaners or by wiping 
the surfaces clean with suitable 
solvents 


Electric heating 
(Continued from page 35) 

to $92 for the 1951-52 season for 
the same residences. Customer 
heating costs did not necessarily 
follow the cubage of the homes 
during either season, but seemed 
to be more the results of heating 
and living habits. The $132 and 
$92 were the high in the test group 
for the respective seasons but there 
were several lower than the $41 and 
$31 heating costs. There was little 
question of the reasonableness of 
these costs. 

The average revenue to the com- 
KWH for heating was 
1950-51, and 1.775¢ in 


1951-52. While an analysis from a 


pany per 
L.686¢ in 


cost-to-serve study indicated that 
the margin of energy profit from 
controlled heating was quite nar- 
row, the demand component was 
adequately covered and the con- 
trolled method of heating gave the 
company a somewhat better than 





for Lead, Rubber, Braid or 
Synthetic Covered Cables 


Nothing else gives “slip” to electric cables like Y-Er - 
Eas. This creamy, non corrosive lubricant simplifies , 5 
cable pulling, especially through saddles and sharp 


turns. 


Y-er Eas is never harmful to cables or conduit. It 
performs its slipping function, then dries out and 
shrinks in volume leaving only a light film of powder. 


Only Y-Er Eas has all these features! 


© Never messy or greasy to use. 

© Never harmful to hands or clothing. 

© Prevents sticking and setting of cables. 
s 
se 


Write for 
Descriptive 
Folder 


Does not run back on cables. 
Facilitates removal of cable at later date. 


Improved Y-Er Eos has been tested and approved 
by the Underwriters’ Laboratories, Inc. 


At all leading Electrical Supply Houses 
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DIXISTEEL 


HOT-DIP GALVANIZED | 
GROUND RODS | 


. 
| 


ad 
The finishing touch 
to a first-class job 


THE MARK of a good electrical job well 
done isa Dix1sTEEL Galvanized Ground Rod. 
Sharp-pointed for easy driving . . . hot- 
dip galvanized for positive protection 
against rust, %”’x8’ size carried in stock. 
Other sizes available. 
Write or telephone collect for prices. 


Atlantic Steel Company 


mactesor DIXISTEEL) since see: 
ATLANTA, GEORGIA 











NEW IDEA FOR PROFIT 











be a “model T” builder 
with “model T” profits? 


Just as the “model T” was 
once the best method of transportation, 
SUNWARM Electric Radiant Heat is 
today the newest, most economical 
method of heating a home. 


SUNWARM Radiant Heat is 
an electric heating cable specially de- 
signed to make the entire ceiling an 
invisible radiant panel. It works on 
the same principle as the sun warming 
the earth .. . with radiant heat from 
above. 

After plastering, the only 
evidence of a heating system is a small 
thermostat in each room. A flick of the 
finger beams down clean, healthful 
heat, evenly distributed throughout the 
entire room .. . temperature does not 
vary 6° from ceiling to floor. 

SUNWARM heating can save 
the home builder up to $2,000 over a 
20-year period . . . permits the con- 
tractor and architect to reduce build- 
ing costs . . . and speeds construction. 

Entirely safe, SUNWARM 
Radiant Heat is Underwriters’ Labora- 
tory approved, and accepted for FHA, 
GI and other mortgage loans. 

No upkeep! No depreciation! 
SUNWARM Radiant Heating System 
earries a 5-year factory guarantee! 
The homeowner’s intial cost is his only 
cost. 

Brighten your profits .. . 
brighten the homes you build . . . with 
SUNWARM — it heats like “indoor 
sunshine.” 


Write today for our new 
booklet giving complete information! 


\ANt/ 
eee HEATS LIKE 


“/NDOOR 
SUNSHINE” 


KINGSPORT, TENNESSEE 
78 





break even point on costs, which 
would not be the case with uncon- 
trolled heating installations. 

A study of the average revenue 
for KW demand for all uses per 
month brings out significant data. 
During the heating season the 
monthly load factors ranged from 
20 to 29%, whereas during the non- 
heating season they were less than 
20%, dropping as low as 14%. This 
indicates that the heating load im- 
proved the load factors of these 
customers. 

The accompanying illustration 
represents the load curve on the 
day of the annual system peak 
(February 2, 1951). Minimum 
temperature was 35° at 5 P.M. The 
next day was the coldest day of the 
year—33°F. Our next annual sys- 
tem peak occurred on January 30, 
1952. The minimum temperature 
that day was 42°F. at 7 A.M. 


Money-saving records 
(Continued from page 23) 

Wiring in these school buildings 
is all exposed and one of the prob- 
lems is to try to keep the wiring 
from becoming conspicuous, Mr. 
Murray said. For instance, the 
roofs have no place to conceal over- 
head wiring because the under side 
of the roof is the ceiling. The roof 
is supported on beams. One of the 
suggestions made by Murray in de- 
signing these buildings was for the 
builders to notch the beams so that 
the wiring which runs counterwise 
to the beams can be run between 
beam and under side of the roof 
covering. This eliminates a lot of 
time and material in crossing over 
beams and at the same time serves 
to conceal part of the wiring. 

Mr. Murray uses Wiremold for 
this type of work and in figuring 
up materials from blueprints be- 
fore starting the job, checks with 
architects or owners when he 
thinks other outlets should be 
added or where runs can be 
changed to save the owner money. 
School room loads in Kansas have 
increased from 1,000 watts to 3,000 
and more for lighting alone. 

Mr. Murray operates four trucks 
and a crew of about 20 men. He 
operates a full-scale appliance de- 


’ partment as a separate portion of 


his business at the same location, 
829 Minnesota Ave., in Kansas 





There’s Money To be Made 
By Selling 
ATLANTIC to the Trade 


{901 
Non Metallic 
Connector 


#523 
Entrance Cap 











ATLANTIC CONDUIT 
FITTINGS CO. 
BOSTON, MASS. 





City, where his slogan, “The Light 
House of Kansas City,” has been 
shining for 30 years. 
Democracy at work 
(Continued from page 7) 
sidy. It would unloose the money— 
and also give government another 
opportunity of thrusting its foot in 
the door. But they don’t think that 
way in Columbus. Columbus has al- 
ways been a town of independent 
spirit—one that preferred working 
out its problems at home to run- 
ning to Washington with them. 

A year ago the leading indus- 
tries of the community proposed to 
speed up the building program by 
financing most of the cost of a new 
grade school building if the people 
of the community would make up 
the difference through popular sub- 
scription. Within a month $376,- 
000 had been subscribed in contri- 
butions ranging from a 25¢ piece 
given by a kindergarten tot to a 
check for $100,000 donated by a 
local industry. 

One of the pressing unfulfilled 
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HAVE YOU TRIED THIS FINEST OF PLASTIC TAPES? 


PLYMOUTH 
PLASTIC 


—— 


PACKED INDIVIDUALLY CONVENIENT FIVE-PAC 
One 66-ft. roll, 34," width in Five 30-ft. rolls, 34,"" width 
single pocket-size metal can in handy container 


RECOMMENDED IN PLACE OF FRICTION AND 
RUBBER TAPES IN THE FOLLOWING SITUATIONS: 
1. Where tape is subject to abrasion (resists abrasion). 

2. Where space is limited (makes neater job, as in terminal box). 

3. Where tape is subject to water, acids, alkalies, corrosion (resists all). 
4. Where time must be saved (does the job much more quickly). 


PLYMOUTH RUBBER COMPANY, INC. 


Manufacturers of SLIPKNOT — The World's Largest Selling Friction Tape 
CANTON, MASS. 


NATURLITE 
Reg. U. S. Pat. Off. 
» 
Fluorescent Fixtures NEW YORK 
For every commercial and industrial use : 
Quality High—Cost Low foabad 
Write for catalog and prices— 


LIGHT & POWER UTILITIES CORPORATION ee At Times Square. 


1035 Firestone Bivd., Memphis, Tenn., Dept. E ¥ 12 Alig | ny Walking distance to 
Southern Representatives at sem fC > a everything worthwhile. 


Chas. K. Ramond Co. Craig-Owen Co. W. A. Wakeman C. B. Bastin +660" taaeeeee - 2 1400 Rooms, each with 
1021 Carondelet Bidg. 736 Georgia Ave. P. 0. Box 759 126 Thomas Road ee nt + Lgl Jets 1. private bath, shower. 
New Orleans 12, La. Chattanooga, Tenn. Shreveport, La. Deeatur, Ga. ; N f 4 

















Special rates 
for servicemen 








realedntnegr Ce eS MOTEL 
woo FEWER, FASTER oo SE ge 


* “pOWN" TIME rey LSI 
nm (GH. | LINCOLN 


OF EK ) PRoDUCTS 
ee | 44th to 45th Sts. at 8th Av. 


2536 N. 30th St., Milw. 10, Wis. : 
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PLUGMOLD 
2000 suiitton 


ie WiRreMwoLD 


Plugmold with Snapicoil 
is installed in one long run... 
No multiple connections be- 
tween short lengths. 


The Gilbert Clock Compa- 
ny of Winsted, Connecticut, 
found that, with Plugmold 2000, 
they could have duplex outlets 
on close centers . . . thus mak- 
ing it possible to utilize the 
available space on the clock- 
testing racks to best advantage, 
since TWO clocks can be serv- 
iced by only ONE duplex outlet. 
Plugmold with Snapicoil is the 
modern way for easier, faster, 
and cheaper installation of 
multiple outlets. 


Write today for the new, free 
Plugmold 2000 book! 


PLUGMOLD 2000 


WIREMOLD'S Lec 
multi-outlet system 


THE WIREMOLD COMPANY 
Hartford 10, Connecticut 





needs of the community was a new 
high school unit to serve the city 
and a large part of the county. 
Part of the unit had already been 
built from current tax income and 
the rest was projected over a period 
of several years. But under Indiana 
law a high school cannot be ac- 
credited until it has complete physi- 
cal education facilities. 

Here, again, “big” government 
could have been called into the 
breach. But instead the city’s in- 
dustrial leaders got together and 
proposed a $750,000 fund with 
$425,000 to come from business in- 
terests and the rest from indi- 
viduals. 


Pledges exceed quota 
Under the chairmanship of Glenn 
W. Thompson, president of Arvin 
Industries, Inc., and representa- 
tives of Hamilton Manufacturing 
Corp., Cummins Engine Co., Reeves 
Pulley Co., Golden Foundry Co. and 
other leading local businesses and 
industries, the committee staged a 
citywide drive in late December of 
1952 and within two weeks had 
cash and pledges totalling $972,000 
—$222,000 more than the target. 
Every industry, every commer- 
cial enterprise in the community 
did its part. Professional people, 
clubs and various other organiza- 
tions weighed in, too. Individual 
contributions were liberal, many of 
them coming from local workers on 
a payroll deduction plan. Active 
school teachers had a 100% repre- 
sentation in the gift column and a 
few pensioned teachers did their 
bit. Of the city’s 1,400 high school 
children, more than 1,300— about 
93%—made pledges of from $1 to 
$20 they promised they would earn 
in their own way—baby-ssitting, 
lawn - mowing, etc. — without ex- 
tracting it from their parents. 
Probably before the end of 1953 
ground will be broken for the build- 
ing that will improve the physical 
education set-up, provide a gymna- 
sium with a seating capacity of 6,- 
500 or more, and give the commu- 
nity an even larger auditorium than 
it ever dreamed it would ever have. 
Already other communities, many 
far larger than Columbus, have had 
their civic spirit aroused and are 
planning to help themselves through 
adoption of the “Columbus plan.” 





UNIVERSAL Tap Connector 
Made in 3 Surface Finishes 


Approved by Engineers and 
Contractors doing R E A work 


Effectively used as guy line ground, or 


transformer and lightning arrester con- 


nection to A.C.S.R. or copperweld con- 
ductors where the diameter may be 
from 8-A copperweld to .595” A.C.S.R. 
armour rods, 


ADAPTABLE TO A WIDE RANGE OF USES 











KRUEGER & HUDEPOHL 
Solderless Terral Lugs and Connectors 
VIME AT THIRD—-ES @ CINCINNATI 2, OHIO 








Quality Residential 
Lighting Fixtures 
The Packaged Line 
Ace Lighting Products Co. 
LIGHTING PROWIS 914 Piedmont Ave., N.E. 


Atlanta, Georgia 




















STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


if it’s fluorescent 
MAKE IT SLIMLINE 


STA-BRITE FLUORESCENT MFG. CO. 
325 NW 22nd Lane, Miami, Fla. 











IMMEDIATE DELIVERY FROM LARGE 
STOCKS OF ELECTRIC WIRE & CABLE 
* All Sizes * Any Quantity 
* Every Construction 


UNIVERSAL WIRE & CABLE CO. 


2678 Clybourn Ave. 1406 Jefferson Ave. 

Shicage 14, 1. Houston 3, Texas 

Ph.: meas 7-4777 Ph.: FAirfax 9468 
ble Address: Uniwire 











WANTED 


Salesman and Sales Agencies for choice 
territories in West, South, New En- 
gland, etc., to carry full line of attrac- 
tive fluorescent and slimline lighting 
units. Box 684, Electrical South, 806 
Peachtree St., NE, Atlanta 5, Ga. 
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“My Florida Distributors and Dealers say the 


Smooth-Styling of the NEW 


“1s 944) 
I ing WINDOW FAN 


makes a hit in 
any league!” G 


says Jack Armstrong of the H. K. Dewees Company, Atlanta, Georgia 
Personable Viking Representative 


‘One fan to stock—two fo sell! 
That’s what I like about the Viking '944’.”’ 


LEROY G. DUYCK, Duyck Supply Co., 
4015 Seminola Ave., Tampa 3, Fla. 
THE Viking TIMER = 


; mm Viking is sure one supplier who understands our inven- 
wows EVERYONE! : ’ tory problems. They make a good fan that can be sold 
fon is designed to as two models. My dealers sell the ‘944’ either by itself 
’ ‘ iki met ° ° ° ° 
The new te ees pod tA gong . or with the insertable Timer to make a fully automatic 
as i 
ap ‘stan it is ordered separately model. | don’t have to carry two different fans, thanks 
pa takes only minutes to ncegge bis to the Viking ‘944’.” 
. t the decorative chro 
simply pop ou ith th timer. 
y d replace wit e , ‘ 
button insert, one’ reP MANUEL J. CARUSO & A.M. PATRICK, “Ow can you help but 
< Metin Medios. tes please your customers when 
911 Florida Ave Tempe, Me you have a fan that’s good 
A . ote 
“The smart lines and cool seafoam looking yet mechanically per 
fect? And that’s just what 
iking SALES PLAN blue color of the Viking ‘944 makes the ‘944’ is euediecataatl 
i) style-conscious homemakers fall in ease ee 
: ae ane perfect! You can oil the 
; y pe a eels motor in oa jiffy yet it's 
practically invisible. Add to 
that, big scoop blades that 
really move lots of air 


king sales p love with it. The controls are easy 


to reach and the Hi-Lo Feature, 
that gives quick, two-speed opera 
tion with the simple flip of a 


switch, really wows ‘em 
and no wonder people are 


satisfied around here 
JACK FERNANDEZ, Star Radio Co., 
8436 Nebraska Ave., Tampa, Fla 


) iking 


W AIR CONDITIONING CORP. Za ———————————— sir stars 99-469 ——— 
——nnai as A —— ATTE-FAN 
5601 Walworth, Cleveland 2, O. pac ones 








“Toeminion 


TRADE MARK 


BIG SPRING ADVERTISING PROGRAM 


a ‘ 








ER and en 


ae DEEP — aaty 
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The Fans that B-R-E-A-T-H-E 
© Electrically Reversible 


) ar tHe ment FLICK oF a switce 


’ 6 QUIET SPEEDS 3 speeds exhaust 
3 speeds intake 


WINDOW FANS 


Ni 


=e 
err" A 
* May be used as exhaust fans to remove stale 
or smoke laden air... then, by a mere flick 
of the switch — they become air intake 
fans, flooding the apartment with refresh- 


EXHAUST FAN 


air. Easily installed. 


* Telescoping side panels, adjustable 
for windows from 28” to 34” wide. 


ing, cooling, healthful waves of outside : } 
| 


* 20° aluminum propellers with rubber 
hubs for Quiet operation 


* Fully guaranteed 


FOR HOME 
OR INDUSTRY 


ALSO-A FULL LINE OF 


BLOWERS. SHUTTERS, ETC 





». 1 
— 
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NOW! IT'S PUSH-BUTTON WEATHER 


With 195.3°s most sensational selling feature...the 
Exclusive FEDDERS Built-In Weather Bureau 


b. 


MODEL W311—1 ton cooling ay 


the most powerful window model room 
air conditioner ever developed. Beautiful 
in Breeze Green. 


STANDARD MODEL W39— % ton cooling 
capacity, finished in the season’s smartest 
color—Breeze Green. A decorative asset 
to any room! 








DELUXE MODEL DW39— *% ton cooling ca- 
pacity, in lustrous Breeze Green or Ivory 
finish. Note the elegant new Fedders 
nameplate —V for famous V-coil! 


MODEL F310—1 ton console model. (Also 
1% ton.) In rich all-wood hand-rubbed 
cabinets. Either Mahogany or Avodire 


Blond finish. 





MODEL W34—' ton cooling er. A 
c edroom 
installation. In Breeze Green or soft- 


model designed especially for 


toned Ivory. 





“NOW-—the weather 
you wantat the touch 
of a button!” That’s 
the Fedders line... 





and your line... for 





’53.Raise the lift tops 
of these handsome new units and you've 
got real demonstration drama...the 
Built-In Weather Bureau! It’s the indus- 
try’s greatest advance in room air con- 


‘ ditioner selling! Press a button —cool- 


ing! Press a button—ventilation! Press 
a button—air removal! Press a button 
—sales! 

Fedders—still the most complete line 
in the industry —is brand-new inside out. 
Power-full cooling capacity. Easily-re- 
movable extra-large filters. Sleek new 
styling in both window and console 
models by the appliance industry’s most 
brilliant designer, Mel Boldt. All win- 
dow models are available in the striking 
new sales-influencing color—cool Breeze 
Green! Call your Fedders distributor 
today for complete details or write 
Fedders-Quigan Corp., Dept. ES-1, 
Buffalo 7, New York. 


MODEL F17— % ton console model. Made 
by master craftsmen. Available in either 
Mahogany or popular Avodire Blond 


MODEL W36—', ton cooling capacity, su- 
perbly styled in handsome Breeze Green 
or Ivory...and jam-packed with new 
features. 


Sell the line with ALL the features... for’53— it's FEDDERS ! 


ASK YOUR DISTRIBUTOR FOR DETAILS OF 
FEDDERS SECRET PROFIT PLAN NO. 7 
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’ oe 
exclusive with 


OQMenstuber 


Uniform, ALLOVER heat at EVERY cooking speed! 


To meet stiff competition, as this year promises, and sell ranges 
in volume at a profit, smart dealers know it takes outstanding 
features. And, they like star features that apply right across the 
line. One feature, and you'll see it on many fine range lines 
this year, is TK Monotubes* ... with ‘‘simplified cooking.” 

What a story you can tell about Monotubes and “simplified 
cooking.” It’s something women can understand, something you 
can use to build bigger, more profitable range sales in '53. 

HERE’S WHY! Monotubes are single-coil surface units. The 
entire heating surface “heats up” at every cooking speed, for 
any size utensil that’s used. Foods cook evenly with little or no 
special attention. It’s truly “‘simplified cooking.”’ 

FAST, ECONOMICAL OPERATION! The broad, flat coil 
of Monotubes provides up to 32.8G greater utensil-to-cail con- 


tact. More heat goes direct/y into foods. They cook faster, even 
on lower heats, for real cooking economy. 

EASY CLEANING! The exclusive “swivel-action” that lets 
Monotubes “stand alone’’ means fast, convenient cleanup. The 
coil swings up, out of the way. Spillovers can be wiped away 
quickly, before they bake on the drip pans. 

Remember... the star feature that women buy is cooking 
performance, not just heating elements. So...hitch up 
to the “‘simplified cooking” story in the ranges you sell. It's 
the sales clincher that means profitable selling. And to 
boost your service business it takes only 4 basic units and 
9 pans to convert most electric ranges in your area to 
“simplified cooking.” Just another star feature that merits 
your investigation. *Trademark Reg. U. S. Pat. Off. 


' 1 


TUTTLE and KIFT, INC. 
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...f0 keep your 
ravy train 


ROLLING! 


There’s a carload of promotional fuel designed to keep 
your gravy train rolling! First, as a Toastmaster Water 
Heater dealer, you have a liberal Co-operative Adver- 
tising Plan available for your use... to help you reach 
prospects through your own local newspapers er radio 
stations. You can reach a still greater number of pros- 
pects with direct-mail sales helps. Too, there are colorful, 
modern catalogs and other point-of-sale units, powerful 
displays, and the well-known Guide to Economical 
Water Heating. Take advantage of these fine promotion 
materials ... to help you sell your share of this year’s 
water heater market. Your Toastmaster* Water Heater 
distributor can give you details . . . or write to the 
address below for further information. 


-TOASTHASTR 


AUTOMATIC GAS AND ELECTRIC WATER HEATERS 


McGRAW ELECTRIC CO. © Clark Division © 5201 W. 65th St., Chicago 38, Ill. 


* Toastmaster, Life-Belt and lonodic ore trademarks of McGraw Electric Co., makers of Toastmaster Wator Heaters, Toastmaster toasters and other Toastmaster products. 
Copyright 1953, by McGraw Electric Co., Chicago 
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ir” Fan 
u build... 


Modern builders know ... Yes, today’s 
modern builders know, “Features Sell Homes” 

. and one of the most outstanding and appeal- 
ing features is a Lau low cost “Niteair” Fan to 
bring constant breezes all summer long. 


Lau offers you America’s finest attic fans in your 
choice of 2 popular models and a wide range 
of sizes and air capacities. These low cost fans 
have 4 blades, properly pitched to provide great- 
¥ Pe est suction and air movement, plus trouble-free 
Lau “Niteair’” Rancher Fan : a . mead “ie 
complete package unit available economy and quiet efficiency. Lau “Niteair 
in 4 sizes—24", 30", 36". 42". Fans are all fully guaranteed. Each carries a Cer- 
tified Rating, motors carry 1-year factory war- 
Lau “Niteair” Panel Units avail- ranty and entire unit is Underwriters’ Laboratory 
able in 5 sizes—24”, 30”, 36”, Approved 
42” and 48”. 























FRAMING OPENING PLACE RANCHER OVER OPENING PLACE CANVAS 
Headers must be the 2 ; The Niteoir 
same size lumber as 


CONNECTOR 

- The air-tight canvas 

It’s easy to install g 0 \ : connector furnished 
, ceiling joists. Check aS _ complet pc og . - ‘ with Niteair 

a Rancher Fan. an: opening to be sure , Vi nif in Wy * ~ z Rancher means great 

“f having dimensions 

accurote 








er efficiency for the 
fan 





WIRING AND MOUNTING MOTOR INSTALL CEILING SHUTTER 
Connect a length of Adjust spring 
wire that will reach - ver so Smee a —_ liteair Rancher 
from motor to con F = vanes w pe 4 x" 4 prog sta : ria i on get 
trol switch. Bolt > fortable 
motor to mounting = quietly through 
plate. Fasten motor when fan is shut off 2 ame " the hom See Lav 
pulley and adjust c for 
belt tension, 


TURN ON FAN 


When you turn your 


close 


fur 


Write for Catalog Pages and Specification Sheets +629 and ~ 630 


T HE BLOW ER COM PA NY + 2019 Home Avenue, Dayton 7, Ohio 


World’s Largest Manufacturer of Warm Air Furnace Blowers 
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It's a Fact! 
on new ranges and for replacement 


— Supreme 
| Range Units 


Do Sell Better-F aster! 





UNIFORM OVERALL HEAT 














OUTER COIL HEAT 


INNER HOT SPOT 

















Outer band of heat goes evenly into large < 


The “extra” inner unit saves up to 45% of the 
frying pans and utensils for economical cooking! 


electricity used in percolators and small pans! 


Whether you're selling new ranges or servicing old ones, Chromalox 
Supreme Range Units give you not one but many “hooks” on which to 
hang your sales story. In addition to the ‘2-Units-in-l’’ design of every 
Supreme Unit, you'll find Chromalox gives you these extra selling points: 
1—Lower operating costs, 2—Longer unit life, 3—Cooler Kitchens, 4— 
Easiest cleaning. And best of all for you: Chromalox Replacement Range 
Units fit all electric ranges regardless of make, model or age. 


A Profitable Booklet 
for Your Range 


Salesmen 


“The Switch is On” 
is chockful of valu- 
able tips on how to 

q sell more electric 
ranges. aM 4 ranges. 


to help Your 


Service Department 


Bulletin RU-149 
shows exactly the 
Chromalox Unit 
and Ada ~ Rings 
to fit all 


Write Today for Your Free Copies 
EDWIN L. WIEGAND COMPANY « 7600 THOMAS BLVD., PITTSBURGH 7, PA. 


— EHROMALOX 
1 4 
Clechic Cooking a iabut  ... 
Cc. B. Rogers, 1000 Peachtree St., N. E., Atlanta 5, Ga.; L. R. Ward Co., 2711 Commerce St., 


Dallas 1, Texas; i814 Texas Ave., Houston 3, Texas; 1519 So. Boston Ave., Tulsa 14, Okla.; 
W. R. Phillips, Route 3, Raleigh, N. C. 
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Are You Making Use 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information booklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 


want. 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 
business problems. The ser- 
vices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 


receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 


Atlanta 5, Ga. 














breeze through NEN Electrically Reversible WINDOW VENTILATORS 
summer in | 
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li 
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2 SPEED MODELS 


New Berns Air King models with al! the power, style and efficiency you'd 
expect from the originators of reversible window ventilators. Two speeds for 
both Exhaust and Intake. Precision engineering for amazingly quiet oper- 
ation yet cools an entire smal! home or apartment in minutes. Shallower 
design and lustrous ivory baked ename! finish achheve unequalled style-appeal 
Completely adjustable. Full 1 year guarantee. In 16-inch and 20-inch models. 


Priced to list at $54.95 amd $59.95 


Also 10-inch and 12-inch Manually Reversible Window Ventilators 
handsomely styled as illustrated above. 2?-Speed in 12-inch model only. 


10-inch—-$29.95 12-inch single speed $33.95 12-inch, 2 speed—$37.95 


yen aie ELECTRIC DEHUMIDIFIER 


Beautifully designed into smart, compact unit measuring only 13° x 18" x 20° 


The one fan with practically every wanted high. Finished in rich Mahogany with chrome grill front. Dehumidifies up to 
feature. For exhaust or intake—can be 10,000 cu. ft 
used for one room or entire average home 


removes 2 to 3 gals. every 24 hours. Removable 3 gal. drawer-type 
container. Equipped with non-marking rubber covered casters. Pefectly priced 
or apartment. Completely and easily port- to meet the demand of this fast growing market list $139.95 
able and adjustable. The handsomest 

mobile fan on the market. Finished in lus- Available with Automatic Timer that starts Dehumidifier once each 24 


trous ivory. 16-inch model ListPrice $69.95 hours and operates it for the selected number of hours. Optional and extra 


Saleamaken’ oe Na\\ ECONOMY FLOOR CIRCULATOR 
—FREE! . 


Handsome, color- i 
ful, wood display 
tnat holds 2 or 3 
window fans of 
different sizes 
ready for instant 
demonstration. 
YOURS FREE with 
minimum stock of 
fans. Ask your 
jobber or write 
for details. 








Ask your jobber or write for fully illustrated catalog to 


3 E ” wd ay M G G CG be Pp America’s biggest value new smartly styled to appeal to every prospect Blades 
F * * 


accurately pitched and balanced to operate efficiently in horizontal position 


3050 NORTH ROCKWELL STREET CHICAGO 18, ILL. Rubber mounted legs. 3 speeds. Finished in rich Mahogany. 12-inch mode! 
list price $29.95 


EXHAUST PEDESTAL CEILING WINDOW CEILING 
FANS FANS FANS VENTILATORS FANS 
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Before You Sign 


BH for any room air conditioner 


%, Va end Vs h.p. models to fit 24” windows. 


SEE COOLERATOR 


Yes, see Coolerator —see your Coolerator distributor! 
Ask him these two questions: 


What's better about the 
Coolerator line? 


What's better about the Coolerator 
merchandising program? 








Here’s what gives the Coolerator line 
real sales drive! 


Here’s how Coolerator merchandising 
program helps you clinch sales! 


The new Coolerator Room Air Conditioner is de- 
signed as carefully as a fine piece of furniture. The 
neutral Mirro-tone decorator finish blends pleas- 
ingly with any room setting. The unit is designed 
without side vents so draperies can hang right up 


National Advertising — Hard-hitting, hard-selling 
full page ads in Lire and SATURDAY EVENING Post 
during your big selling months— May, June & July! 


Intensive key dealer advertising—territory by ter- 


next to it without discoloring or impairing efficiency. 
Makes a big hit with women! And, of course, it’s 
engineered with all the famous Coolerator skill— 
automatic thermostat (at no extra charge), Ultra- 
High Velocity air circulation for faster, more efficient 
total room-cooling without drafts, positive double- 
action forced exhaust, engineered for unusually quiet 


ritory—to insure maximum sales and profits for 
selected key Coolerator dealers. 


Complete merchandising support for each individ- 
ual dealer—the kind of really effective sales helps 
that reach out and bring customers into your store— 
ready to buy! 


operation. 








It all adds up to an intensive, planned sales program at national 
and local levels. 


tg — DON’T WAIT ANOTHER DAY! You may stil! qualify as a 
" HI Coolerator key dealer. See your Coolerator dis- 
tributor or write us direct for full details. 


__. The Leadership Line 


(=a by V Coolerator 


Refrigerators, Freezers, Ranges and 


Room Air Conditioners 
4 ROOM AIR 3 UPRIGHT 8 ELECTRIC 10 
CONDITIONERS 3 CHEST TYPE FREEZERS RANGES REFRIGERATORS THE COOLERATOR COMPANY, Duluth 1, Minnesota 
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Some 9,500 people were in South Amboy, N.J., 
that drizzly evening in 1950. At the water- 
front, longshoremen 
last of 12 freight cars of ammunition to light- 
ers that would carry it to a waiting vessel in 
Raritan Bay. 


were 


But the City Hall clock never got to 7:27 
and the freighter’s deadly cargo never got 
loaded. Explosions shattered windows over a 


Business Executives! 


transferring the 


radius of 12 miles; and hundreds of people 
looked at their arms and legs and saw that 
flying daggers of glass had stabbed them. 

At dawn, 312 of the injured had been counted. 

* * * 

Such disasters have happened many times be- 
fore in America. They could happen again. 
And if they do—and they do—there 


must be blood plasma on hand to take care 


when 


of the injured 
Sut blood « 


It must 


ind women 
for a suffering 


Whether 


needs, 


this price less, 


save 


Have you set up a list of 


Give 
Blood 
Now 


CALL YOUR 
RED CROSS TODAY! 


National Blood Program 


ELECTRICAL SOUTH for 


y Check These Questions! 


If you can answer “‘yes”’ to mast 
of them, you—and your com- 
pany—are doing a needed job 
for the National Blood Program. 


[| 
L_ 


Have you given your em- 
rey time off to make 
slood donations? 


Do you have a Blood Do- 
nor Honor Roll in your 
company ? 
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volunteers so that effi- 
cient plans can be made 
for scheduling donors? 


Have you arranged to have 
a Bloodmobile make regu- 
lar visits? 


Has your management en- 
dorsed the local Blood 
Donor Program? 


Have you informed em- 
ployees of your company’s 
plan of « o-operation ? 


an 





For blood saves lives? 

innot be mined or manufactured, 
come from the veins of healthy men 
Men and women who feel concern 
neighbor So 
blood goes for Civil 
to a combat area, or to a local hospital 


rive blood now! 
your Defense 
painless gift will some day 
American life! 


Was this information 
given through Plant Bul- 
letin or House Magazine? 


Has your company given 
| | any recognition to donors? 
Have you conducted a 
Donor Pledge Campaign 
in your company? 


Remember, as long as a single 
pint of blood may mean the dif- 
ference between life and death 
for any American . . . the need 
for blood is urgent! 
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New Big 


Extra Value! 





aN 
Now ores on @A 7 Spinner Washers 


a 
You know that Thor has always been fa- val 
mous for value. Now -—Thor goes one big- : 
value step farther ! 
Today, the gleaming new Thor Spinner 
Washer offers you still more for your 
money! Thanks to Thor's built-in Duo- 
Direction Pump, you can now save and 
re-use your hot, soapy water... this won- 
derful new feature is yours, built into 
every Thor Spinner, at not one cent extra 
cost. 
See a demonstration at your nearest Thor 
dealer's soon! Look for his name in your 
local classified telephone directory. 


Hydro-Swirl washing action 
Gets ciothes cleaner—so gently! 


Top Loading 
Saves your back ! 
One simple control 
Regulates complete laundering cycle ! 


Washes, rinses, spins dry in a single tub 
Your hands never touch hot, 
soapy water ! 


S-YEAR GUARANTEE AVAILABLE 


Covers both parts and labor 
on sealed mechanism ! 


"Trademark Reg 

‘ US Pat of 
4 Copyright 1953 
% Thor Corp 


THOR CORPORATION « CHICAGO 50, ILLINOIS 


oo, so <— ) = = 
7 : RS ‘ — ms « a 
Ty, Automatic nr] Spinner ell Wringer Washers \§j || Dryers Si Gladiron =—" Freezers 
Nei/ ei a —y/ | ee 
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FROM 


REG U.S. PAT. OFF, 


hits America! 


These days, it takes proof of value 
to spur consumers into positive 
buying action! Now—Thor does it 
again—tops a long list of “Firsts” in 
the industry —offering the money- 
saving built-in Thor Water and 
Soap Saver at no extra cost to buy- 
ers of either the Thor Automatic or 
the Thor Spinner Washer! 


We're telling the world about 


this great new Thor Extra-Value 
feature in full-page national ads 
like the one you see here! 


It’s exciting news for every pros- 
pective washer buyer in your town 
—more proof that the Thor Fran- 
chise is the one that keeps Thor 
Dealersa step ahead when it comes 
to business-winning products and 
product-pushing promotions! 


THOR FRANCHISE DEALERS ATTENTION: 


Powerful promotional backing! See your Thor Distributor’s Salesman for 
complete tie-in package on this new Thor Water and Soap Saver Promotion! 


yy 


lf —_ 


(9) 


Automatic, Spinner and Wringer Washers * Dryers * Gladiron 


aor, 


=~ 


gA 


Freezers 


THOR CORPORATION, Chicago 50, Illinois 
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automatic - electric 


FLOOR FURNACES 


BETTER SALES FOR 
YOU ... BETTER 
HEATING FOR YOUR 
CUSTOMERS! 


Now—a new dependable electric floor heater 
to solve your construction problems. Just cut 
the hole in the floor, insert the furnace, wire it 
up and turn it on. This simple procedure will 
save you time and money whether you build 
one or one hundred houses. 


Sales Representatives 
L.. 0. LEDFORD SALES AGENCY 
311 Chickamauga Avenue ° ° « Rossvile, Georgia 
J. A. LLOYD, Factory Sales Agent 
375 Whitehall Street, $.W. F ‘ - Atlanta, Georgia 
EXCELL ENGINEERING & SUPPLY, INC. 
P. ©. Box 5083 Indianapolis, Indiana 








Model Number 


Kilowatts 

Floor Opening 
Overall Grille 
Depth 

Approx. BTU 


Output per Hr. 


Ampere Rating 
Approximate 
Shipping Wt. 





_FF-333— | —sFF-335_— 
3 5 


141/4'"x241/4" | 141/4"x301/," 
16x26" 16""x32" 


FF-338 


8 
201/4'"x30!/," 
ya 

20 20 20 


10,002 
12.6 


26,672 
34.7 


16,670 
21.7 





35 Ibs. 50 Ibs. 100 Ibs. 





230 Volts A.C. Only 


W.L. JACKSON MANUFACTURING COMPANY 


1222 East 40th Street 
CHATTANOOGA, TENNESSEE 
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... we find Commercial 


Credit Plan dealers are 


more prosperous, do a 


better job.” 


rEPorTS Mr. A. G. Rippick, 
Manager, Appliance Division of the C. T. Patterson Co., Inc., 
Gibson, Thor, Hoffman distributor of New Orleans, La. 
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S SPOKESMAN for this fifty-five year 
A old house, 24 years in the appli- 
ance business, Mr. Riddick is well- 
qualified to comment. For in 18 of 
these 24 years, C. T. Patterson has 
been a consistent user of the COMMER- 
ciaL Crepit PLAN in serving the New 
Orleans trading area and southern 
Mississippi and Louisiana. In his own 
words, here’s what Mr. Riddick says: 
We find dealers using your Finance 
Plan are more prosperous and do a 
better job than those who are poorly 
financed and use their own sources. We 
want to work closely with you because 
that is the best way to build volume.” 

If you aren't already enjoying the 
many benefits of the COMMERCIAL 





Crepit Pian, it will pay you to con- 
sider the advice of veteran appliance 
men like Mr. Riddick. CoMMERCIAL 
CreEpit’s complete wholesale and retail 
“packages” alone are valuable benefits. 
In addition CommerctaL Crepit PLAN 
gives you positive protection for your 
working capital . . . offers you its com- 
plete nationwide facilities for speedy 
credit investigations and collections. 


Why not make the ComMERcIAL CREDIT COMMERCIAL 
PLAN your plan for 1953? 
bias CREDIT 


Ask your distributor for a copy of CORPORATION 


“Buy and Sell with Sound Financing,” 
or call your nearest COMMERCIAL A service offered through subsidiaries of 
Crepit office today. Commercial Credit Company, Baltimore 
. ... Capital and Surplus over $1 25,000,000 

. offices in principa! cities of the United 


More appliance dealers use Commercial Credit 
financing than any other national plan 


States and Canada. 
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MODEL ACE-75 D 


% horsepower. For rooms up 
to 485 square feet. Automati- 
cally controlled by thermostat. 


Here's another sweetheart— 
Margaret Lindsay, who is helping you 
sell the full Crosley Line on that popular 
TV program, ‘“What’s My Name?’’, 

on the NBC Television Network. 








QU “MULTIMILLION-DOLLAR” 


THE NEW 


/Q53 CROSLEY ROOM 
AIR CONDITIONER! 


Remember when fans were your big Summer 
sellers? Dealers never seemed to have enough of 
them to go around. And, then again, last Summer 
many of you were unable to meet the tremendous 
demand for room air conditioners. 

Be prepared for this year’s “‘multimillion-dollar”’ 
market with enough 1953 Crosley Room Air 
Conditioners! If the weather this coming Summer 
is anything like that of last year, you’ll need every 
one you can get! 

Here’s why the 53 Crosley Room Air Conditioner 
will be the choice of homeowners, business and 
professional people for their Summer comfort: 


MODEL ACE-33 


4g horsepower—for rooms 
up to 230 square feet. 


MODEL ACE-50 


matic thermostat control. 


4 horsepower—for rooms 
up to 325 square feet—nuto- up to 485 square feet. 


The Crosley does more than just cool the air. 
Year round, it cleans the air of dust, dirt and even 
pollen. It wrings the moisture from the air and cir- 
culates it without causing drafts. It whisks away 
smoke and cooking odors. It operates quietly and 
muffles outside noises. Easily and quickly installed, 
it provides weather-tight fit with no pipes, ducts 
or special connections. 

Stake your claim in this new “‘multimillion-dollar”’ 
market! Stock the 1953 Crosley Room Air Con- 
ditioners! Take advantage of the big advertising 
and promotion plans that will be put behind this 
exciting new product this year! 


PQQ A 


MODEL ACE-75 S$ 
%{ horsepower—for rooms 


MODEL ACE-100 


1 horsepower —for rooms up 
to 600 square feet—auto- 
matic thermostat control. 


CROSLEY 


BETTER PRODUCTS FOR HAPPIER LIVING 


Shelvader® Refrigerators > Shelvador® Freezers + Electric Ranges » Range and Refrigerator Pantries > Automatic Dishwashers « 


Electric Food Waste Disposers 


Sinks ¢ Steel Wall Cabinets + Steel Base Cabinets ¢ Vinyl-on-Steel Continuous Counter Tops + Handy Accessories « Television « Radios * Room Air Conditioners 
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Manufacturer groups 
release sales figures 


SEVERAL figures giving total fac- 
tory sales of household washers, 
ironers, and dryers, and vacuum 
cleaners, for recent months have 
been made public by the Vacuum 
_ Cleaner Manufacturers’ Associa- 
tion and the American Home Laun- 
dry Manufacturers’ Association. 

Factory sales of standard-size 
household vacuum cleaners in 1952 
totaled 2,841,803. units, an increase 
of 4.1 per cent over 2,729,104 sold 
in 1951. December sales were 
249,032 units, compared to 254,297 
in November, a decrease of two per 
cent, and were eight per cent higher 
than 230,263 units sold in Decem- 
ber, 1951. 

Factory sales of standard-size 
household washers in November 
totaled 293,079 units, compared to 
327,814 in October, a decrease of 
10.6 per cent, according to figures 
for the Laundry organization’s 
membership. The November total 
compares to an industry-wide total 
of 262,484 units in November, 
1951, a gain of 11.7 per cent. 

Automatic tumbler dryers sold in 
November aggregated 74,370 units, 
compared to 83,510 units in Oc- 
tober, a decrease of 10.9 per cent, 
and were 41.7 per cent more than 
52,499 in the comparison month 
last year. 

Factory sales of household iron- 
ers in November were 19,724 units, 
down 21.7 per cent from 25,204 
sold in October and .38 per cent 
less than 20,500 sold in Novem- 
ber, 1951. 


Miami company enters 
wholesale field 


ANNOUNCEMENT has been made 
by Frame, Inc., of Miami, of its 
entry into the wholesale distribut- 
ing field. The company presently is 
negotiating for several major ap- 
pliance and television lines for the 
Southern Florida territory. 

Occupying its own building at 
3910 NW 7th Ave., in Miami, the 


98 


company has recently been appoin- 
ted distributor of Chrysler Airtemp 
air conditioners, and shipments 
from the Frame organization have 
already begun. 

Officers of the company are; 
Herbert Frame, president; Jack 
Geartner, vice-president; and Larry 
Coolidge, secretary. 


Unique sales meeting 
held by wholesaler 


The 1953 sales meeting of the 
Bluefield Supply Co., Bluefield, W. 
Va., wholesale concern, was held 
recently in the form of a cruise to 
Bermuda when about 215 officials, 
salesmen, and department heads of 
the company, with their wives, 
sailed from New York, and re- 
turned from Bermuda one week 
later. 

Aboard the Queen of Bermuda, 
the men held sales meetings the 
last two days of the cruise. Officers 


made awards for 1952 sales per-. 


formances, and laid plans for the 
coming year. 

The Bluefield Supply Company 
also includes four other commonly- 
owned companies: Rish Equipment 
Co., which handles construction ma- 
chinery; Dixie Appliance Co., a 
wholesale house; Counts Automo- 
tive Supply Co., also a distributor- 
ship; and Clark Stores, a small 
chain of eight retail furniture 
stores. 

In all, the organization has some 
600 employees, operates 22 outlets 
in 17 cities, in four states. The 
1952 sales volume of the companies, 
all headed by Lon M. Rish as presi- 
dent, reached $30,000,000. 


NAED appliance 
committees meet 


THE QUESTION of more intensive 
promotion of low saturation appli- 
ances was thoroughly discussed at 
one of the most successful meetings 
ever held by an NAED Committee 


NEW LINE FOR SOUTHERN APPLIANCES—Officials of Southern Appli- 
ances, Inc., of Charlotte, N. C., recently met with executives of Kelvinator 
to discuss plans for their firm’s distribution of the full line of Kelvinator 
electrical appliances in the western Carolinas. Shown at the meeting are 
Cleft to right) D. A. Packard, Kelvinator general sales manager; C. T. Law- 
son, vice-president of Nash-Kelvinator Corp., in charge of appliance dis- 
tribution; C. D. Mitchell, president, and L. L. Miller, general sales manager, 
both of Southern Appliances. Southern Appliances formerly distributed 
Bendix heme appliances in North and South Carolina. The change was 
announced to area dealers at meetings in Charlotte. 


ELECTRICAL SOUTH for FEBRUARY, 1953 





say MANTGHELL 


Coole and Harts roo with 
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MORE comfort features! PLUS all these easy to sell features: 
MORE to tell! -STILL easier to sell! NIGHT-COOL FILTERS 


Moderote cooling 


fo | worm doys 


A ROOM AIR CONDITIONER THAT 
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when the Major Appliance Commit- 
tee met in Chicago on January 7. 

Chairman Herbert Schiele pre- 
sided and three morning sessions 
were held by the following sub- 
committees: Kitchen Equipment, R. 
C. Litchfield, chairman; Laundry 
Equipment, George I, Cohen, chair- 
man; Refrigeration, Freezers, 
Room Conditioners and Water 
Coolers, James A. Walsh, chairman. 
These meetings were followed by 
luncheon sessions by each sub- 
committee with interested manu- 
facturers attending. The sessions 
were concluded with a dinner meet- 
ing of the full Committee. 

Dryers, room conditioners and 
kitchen cabinets were the principal 
products discussed. The published 
reports of these meetings will pro- 
vide members of the Association 
and the manufacturers in these 
fields with the many views and 
suggestions offered. These reports 
will be the means of conveying im- 
portant information on conditions, 
problems and possible solutions — 
also on possible co-operative mer- 
chandising planning. 

At the conclusion of the manu- 
facturer sessions, Executive Direc- 
tor Chas. G. Pyle, on behalf of the 
committees, thanked the manufac- 
turers for their helpful and con- 
structive participation. He pointed 
out that these meetings served to 
demonstrate to them the value of 
jointly discussing problems of pro- 
duction and distribution based on 
a carefully planned agenda. 

A large number of prominent 
manufacturers participated which 
is notable because this was the first 
committee meeting since the estab- 
lishment of NAED’s Appliance Di- 
vision to which manufacturers had 
been invited. More meetings are 
being planned for the future and 
the manufacturers present assured 
the committees that they would look 
forward to them with great in- 
terest. 


Farm electrification 
figures released 

BASED ON findings from a contin- 
uing study by Crossley Inc., Pro- 
gressive Farmer magazine has re- 
leased figures on farm electrifica- 
tion and equipment owned by the 
magazine’s 1,206,000 subscribers in 
the rural South. 

Pointing out that these subscrib- 
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NASHVILLE FIRM REPRESENTS COOLERATOR—Officials of the Cool- 
erator Company and H. G. Lipscomb and Co., recently met when the Lips- 
comb company became new distributor for Coolerator air conditioners, 
ranges, upright and chest-type home freezers, and refrigerators in the Nash- 
ville, Tenn., area. The new franchise covers 38 counties in Tenn., and six 
in Ky. Left to right, seated, are: William J. Tenison, treasurer for the 
distributorship; G. L. Rees, Coolerator president; and George W. Henegar, 


vice-president of H. G. Lipscomb. Standing, H. C. 


Beresford, Coolerator 


director of sales and advertising; W. D. Smart, Coolerator Southeastern 

Region sales manager; and F. C. Margolf, Coolerator sales manager. Other 

key personnel in the distributing organization are Henry Z. Lipscomb, presi- 

dent; Joseph S. Notgrass, vice-president; James Broyles, treasurer; and 
Margaret C. Vaughn, assistant treasurer. 


ers have bought 450,000 electric 
refrigerators and 365,000 electric 
washing machines within the past 
three years, Progressive Farmer 
says that the rural South to- 
day is the richest big market avail- 
able to the nation’s manufacturers. 
It contains 46 per cent of the na- 
tion’s electrified farms—more that: 
2,140,000, and consistently buys 
more major appliances per 1000 
electric customers than any other 
region. 

The survey findings are summa- 
rized in a folder giving number of 
electrified farms by states and re- 
gions, and ownership of appliances 
by years. A companion folder gives 
latest census figures on number of 
farms, mechanical equipment and 
electrification by counties and 
states. Both are available free on 
request from Progressive Farmer, 
Market Research Dept., Birming- 
ham 2, Ala. Ask for the “Elec- 
trification Release, 16-27-3D” and 
“Farm Equipment Release, 12-41.” 
Specify the state reports wanted. 


Perfection Stove Co. 
names two distributors 


NEW DISTRIBUTOR of Perfection 
Stove Company products in East- 
ern Texas is Marlin Associates, 
Inc. In Louisiana, Perfection prod- 
ucts will be distributed by the 
Radio Specialty Corp., 3119-25 
South Carolina Ave., New Or- 
leans. Both companies will handle 
Perfection gas, oil, and electric 
ranges, gas and oil heaters, and 
other products. 

Morris Margolin is president of 
the Marlin Co.; W. A. Rogers is 
vice-president and general man- 
ager, and H. W. Johnson is sales 
manager and buyer. The company 
has its headquarters in Dallas, 
and operates a branch in Houston. 

J. Christadoro is president of 
Radio Specialty Co.; H. F. Chris- 
tadoro, vice-president and general 
manager; A. J. Christadoro, vice- 
president and sales promotion 
manager; and V. A. Gillette, sec- 
retary and treasurer. 
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Allthe Signals say: 


..- FOR BIGGER SALES IN 1953 


With the Great 
New Westinghouse 
Range Unit— 
FOODS CAN'T BURN- © 
even if the pan 
boils dry! 


After more Into 43,000, 099 


Store traffic with M@rican Home. es 


High-Style : the Exciting New Wes With the 
WESTINGHOUSE |B. Westinghouse TV Show a 
DISHWASHERS! FREEDOM Ri Ings!” ma 
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It’s ‘green lights” all the way 
for Westinghouse retailers again 
this year. 

Sensational products plus 
fresh new promotions assure a 
steady flow of store traffic from 
month to month. 

Boasting the hottest line in 
its history, Westinghouse is giv- 
ing it the gun with two,new TV 
shows (in addition to STUDIO 
ONE), a smashing magazine 
campaign, and hard-hitting key- 
city newspaper advertising that 
touch all the local bases. It’s pro- 
motion with a new approach, an 


A excitingly different kind 
™ of sales appeal, 


Backing up this tre- 
mendous sales push is a 
super-charge of tie-in ma- 
terial that puts every 
Westinghouse retailer 
right in the driver's seat. 

So press the accelerator 
—and let’s GO with 
WESTINGHOUSE!! 


you CAN BE SURE... 
IF ITS 


Westinghouse 


WESTINGHOUSE ELECTRIC CORPORATION 
Electric Appliance Division - Mansfield, Ohic 


SES 
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White goods sales volume 


built on 


by Hal M. Newsome 


@ A WELL-ROUNDED, four-media ad- 
vertising program, plus a consis- 
tent schedule of civic and goodwill 
activities and personal sales con- 
tacts, has increased white goods 
volume 15 to 20 per cent in four of 
the low-saturation appliance lines 
for the Norton R. Ganger Com- 
pany, in Miami. 

Spending between two and three 
per cent of their annual gross for 
newspaper, radio, television, and 
direct mail promotion, the firm has 
boosted retail sales of clothes wash- 
ers, water heaters, and radiant 
room heaters, in that order, to a 
combined 60 per cent of their sub- 
stantial appliance volume. In fact, 
the only appliance carried that out- 
sells any one of the four listed is 
the refrigeration line. 

“We have always believed that 
promotion should be an integral 
part of our long-range merchan- 
dising plan,” said Mr. Ganger, 
“and we laid out a program some 
years ago to go after the low- 
saturation item business, mostly 
because it was something that ev- 
ery appliance store in town was 
not going all out for. 

“We avoided taking on radio and 
TV lines because we felt they were 
being generally oversold; and, in 
preference, we chose appliances to 
supplement our long-time air con- 
ditioning and allied items. We still 
believe that a vigorous merchan- 
dising of white goods is kest ac- 
complished in conjunction with 
some other suitable line to give 
added volume, balance, and flexibil- 
ity to over-all operations.” 

The company’s advertising pro- 
gram has varied somewhat from 
year to year, as they became better 
known and reached a saturation 
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four-way promotion 


point on some types of promotion, 
such as 30-minute radio programs; 
these were used for a general in- 
stitutional build-up of the organi- 
zation. However, year in and year 
out, about two-thirds of the budget 
has gone for display ads in the 
daily papers. 

“We feel this has proven itself 
the best mechanical medium for 


direct sales, and we have always 
been able to trace immediate vol- 
ume increase, item by item, to spe- 
cific insertions. I say mechanical 
medium because personal contacts 
have always been our biggest sell- 
ing factor,” said Mr. Ganger. 
“We use both morning and aft- 
ernoon papers, but have a slight 
preference for the latter. Ad sizes 


IT'S GOING TO BE A LONG SUMMER! 


FA 


ind co mfortable 


Norton 


homes 
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offices and stores 
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PHONE 
82-3646 


Attracted to the store by a newspaper ad such as the one shown above, a 
prospective buyer is being shown clothes washer and dryer units by Jack 


Rosey, sales manager. 


Weekly newspaper advertisements take about two- 


thirds of the Norton R. Ganger Company’s promotion budget. 
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vary from one column ten inches 
long, to three, four, or five column 
layouts, from four to six inches 
long; the individual insertions run 
from 12 to 15 column inches. We 
like a solid black background with 
white lettering, which stands out 
better on the page. Frequently, we 
will have two identical ads in dif- 
ferent sections of the same issue, 
such as layouts on fans,” he con- 
tinued. 

“Too small an ad, we find, is 
practically wasted, while a very 
large space can usually do you more 
good if split up into medium sizes 
and run more often. We. discover 
that space used early in the week 
appeals more to the housewife and 
gives a better return in white 
goods. Location in the appropriate 
section of the paper is also impor- 
tant. We choose the woman’s pages 


fot Che eet com. ptenls San / 


LECTRIGLAS 


RADIANT HEAT § 


for kitchen and laundry equipment, 
and the sports section for fans, 
heaters, home freezers, and air con- 
ditioning.”’ 

Mr. Ganger writes his own ads 
now, for he found out that when 
an agency was used, he did 90 per 
cent of the work. He figures that 
the ad salesmen for the newspapers 
are in a position to do a retailer 
a lot of good, and a friendly, good- 
will policy of presenting them with 
an occasional fan or small toaster 
is a better investment in securing 
good layouts and page and section 
positions than larger amounts 
spent on agencies. 

Mr. Ganger composes the copy 
along simple, common sense lines, 
simply informing the reader what 
he’s got that the reader needs dur- 
ing each season of the year. He 
does it in large type and few words. 








In the photo at top, Norton Ganger and his sales manager go over low-satura- 

tion sales figures, in preparation for a future advertising program. In the 

next picture, Mr. Ganger explains a radiant heating device to a customer who 
was drawn to the store by a TV commercial on this item. 
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“However,” Mr. Ganger 
“before your ad will really pull, 
you must make the public familiar 
with your name, and build up a 
wide and lasting confidence in your 
organization and your product. 
Long term use of radio and direct 
mail are two of the main promo- 
tion tools in this general back- 
ground buildup. And, we feel that, 
in addition, the most important 
factor in good public opinion has 
been our regular participation in 
several civic organizations over a 
period of 25 years. 


says, 


“These close and varied personal 
contacts, with all groups, are in- 
valuable to any business man. Not 
only does a merchant himself feel 
differently about a community that 
he has really gotten out and worked 
for, but the town feels differently 
about him as well. It’s not enough, 
we think, just to lend passive sup- 
port. Once you start, you won't 
find it hard to really get interested 
in the welfare of your city and in 
the group attack on its problems, in 
the American tradition of taking 
care of local problems ourselves in- 
stead of always looking to govern- 
ment for aid. We think it’s the best 
public relations work that  busi- 
ness men can do to establish sound 
community understanding. 


Paving the way for salesmen 

“Along these same lines, a great 
deal of our promotion, considered 
in the broadest sense, is planned 
merely to open the doors to per- 
sonal contacts; for 75 per cent of 
our white goods are sold by our 
six outside 


salesmen. This, we 


think, is the best and surest way 
to sell 


and it is to pave the way for these 


low-saturation appliances, 
personal calls, and also for our 
direct-selling newspaper ads, that 
we have usually used 
monthly 


radio and 
When 
prospects have heard good things 
about you, the 


mailing pieces. 
salesmen do not 
have to hit them completely cold. 

“As a follow-up to the 30-minute 
musical programs on radio, which 
after five years we feel have served 
their purpose, we now use five and 
sometimes 15-minute periods of 
specific purposes. In cold spells we 
boost heaters and electric blankets, 
and around bedtime in hot spells 
we push fans and room coolers. 


(Please turn to page 129) 
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Phonograph and picture tube tests take place right in the laboratory of the 
Joseph M. Zamoiski Co., where analysis is the basis of TV repair work. 


Training for television service 


by John J. Kimball 


General Manager, Service Department 
The Joseph M. Zamoiski Co. 
Washington, D. C. 


@ IN ORDER to maintain high stand- 
ards of television service to the 
public and protect the products of 
companies, leading in their fields, 
The Joseph M. Zamoiski Co., of 
Washington, D. C., first undertook, 
about five years ago, a training 
program to provide the best service 
personnel available for that ex- 
tremely complex piece of electronic 
equipment, the television set. 

Our first step was to scan the 
area for competent radio service- 
men, calling upon dealers and ad- 
vertising for radio servicemen in- 
terested in television. We consider 


Riana thecal 
. 


TV sets repaired and tested by the 
students are given a final test at 
this area of the shop. Students take 
an oral test upon entering school. 
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a high school education an es- 
sential, but we also require a thor- 
ough working knowledge of the 
fundamentals of radio, either 
through formal education, self- 
education, or practical repair ex- 
perience of at least six months. 
Such practical repair experience 
implies knowing what a condenser 
and resister are, how a tube works, 
how to put a combination of parts 
together, how to repair these parts, 
how to get reception through, etc. 
We screened television applicants 
by an oral test, asking questions of 


Work at the radio test bench is another phase of the repairmen’s training course. 


them and discovering whether they 
were qualified by the fluency of 
their response. We felt that a 
written test was not as reliable for 
it would give a man time to think 
and phrase an answer. If an appli- 
cant was up to standard in knowl- 
edge of radio fundamentals and 
had the required practical experi- 
ence necesssary, he would have no 
difficulty passing our oral test. 
Where we were in doubt, we gave 
applicants a radio into which a de- 
fective part had been put, and we 
asked them to find the bad part. 


Students actually work on defective sets as part of their testing and analysis. 
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In that opening course in tele- 
vision repair five years ago, we had 
twenty to twenty-five men studying 
eight hours a day for two weeks. 
They formed the nucleus of tele- 
vision service in the metropolitan 
area of Washington. Many con- 
centrated courses have since fol- 
lowed, such as three 
hours an evening that total about 
twenty hours, but we have never 
relaxed our standards nor changed 
our approach to this vitally im- 
portant function of ours as whole- 


classes of 


(Please turn to page 126) 
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Individual display for appliances 


by Wendell O. Givens 


® BROMBERG’S, a department store 
in Birmingham, Alabama, which 
claims to have the “South’s most 
beautiful appliance department,” 
names individual display as one of 
the “open secrets” to a large sales 
volume in electrical appliances. 

Bromberg manager, John L. 
Bumpus, points out the two prin- 
cipal advantages of the individual 
display method in the following 
way: (1) the customer is not dis- 
tracted during a sale, and (2) 
salesmen do not interfere with each 
other. 

And because they believe this 
method of display is so important 
to building appliance sales, the 
Birmingham store carries it out to 
the furthest extent possible. 

What does the term “individual 
display” actually imply? 

“Certainly it does not simply 
mean setting an appliance off by 
itself,” explains Mr. Bumpus. “Take 


Bromberg’s kitchen display makes 
the salesperson’s task easier. There’s 
the dishwasher—ready to be trans- 
planted to the purchaser’s home. 











“Kitchen background” in this indi- 

vidual display helps keep the cus- 

tomer’s atiention on the range she 

is seeing. She visualizes it in her 
own kitchen. 


our ranges, for example. In addi- 
tion to its own display space, each 
has enough decorative background, 
wallpaper, potted plants, etc., to en- 
able the salesman to help the pros- 
pect visualize that range in her 
own kitchen. 

“If our ranges were jammed to- 
gether, whether against the wall or 
in the center of the floor, just about 
the time you were ready to apply 
the sales clincher, the prospect very 
likely would let her gaze wander to 
the next range and you would be 
forced tc start the sales talk at the 
beginning again. 

“With the individual display 
method, however, you are able to 
keep her attention on the appliance 
at hand. That applies to television 
sets, vacuum cleaners, dishwashers, 
and other appliances, as well as to 
ranges, of course.” 

(Please turn to page 126) 
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Mr. Herndon uses convincing money- 
saving arguments to sell his farmer- 
customers on the idea of installing 
After the 
sales are made, he can usually sell 
them sinks and other related ap- 
pliances just as he did in the sale 
illustrated on this page. The store 
sells nearly 100 electric water sys- 
lems every year 


electric water systems. 


by Ross L. Holman 


Small town dealer sells water systems 


@ MORE THAN 88 per cent of all 
American farmers now have elec- 
tric power but a large percentage 
of these new kilowatt consumers 
are still drawing their water by 
the hand pump or well-pulley-bail- 
bucket method. For the past sev- 
eral years Herndon Electric Com- 
pany, at Russellville, Ky., has been 
taking advantage of this situation 
and has sold from 65 to 100 or 
more electric water systems a year. 

Nearly all the farms in Wallace 
Herndon’s territory have 
wired for electricity but he believes 
the demand for an easy method of 
getting water to livestock and 
kitchens will continue for a long 
time to come. 

One reason he sells so many of 
these systems is that he keeps a 
plumbing crew as well as electrical 
workers on his payroll. When he 
solicits a farmer for a water sys- 
tem he is prepared to contract for 
the whole job, from the initial in- 
stallation of the pump and tank to 
the last foot of pipe to be laid, or 


been 


the last plumbing fixture to be in- 
stalled. 

Not many appliance dealers have 
set up this kind of service. Hern- 
don leads many a prospect to the 
dotted line by telling him that he 
is in a position to make one price, 
deliver the whole job in one pack- 
age, and take sole responsibility 
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for its satisfactory operation. This, 
buyer 
from piece-mealing the job to both 


he explains, relieves the 
an electrical and plumbing contrac- 
tor and having one pass the buck 
to the other if it doesn’t work like 
it ought. 
The prices on his pumping sys- 
Please turn to page 120) 
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Coolerator 


COOLERATOR has displayed to dis- 
tributors and dealers all 28 models 
in its four 1953 product lines, 
including electric refrigerators, 
ranges, room air conditioners, and 
upright and chest-type freezers. 

Three new upright freezers in 18, 
25, and 82 cubic foot sizes, and 
four window-type room air condi- 
tioners measuring 1/3, %, 34, and 
1 hp, are newcomers to the regular 
Coolerator lines. The new products 
were developed as a part of Cool- 
erator’s two million dollar expan- 
sion program instituted shortly af- 
ter it was acquired by International 
Telephone and Telegraph Corpora- 
tion. 

An expanded line of refrigera- 
tors consisting of ten models will 
feature five space-savers in eight 
and ten cubic foot sizes. Full- 
width freezer chests and door 
shelves are featured on all 1953 
Coolerator refrigerators. 

Two of the three models equipped 

with Perfected Automatic Defrost 
' will offer roll-out shelves making 
every inch of shelf space equally 
accessible and doubly’ valuable. 
Mounted on nylon rollers, Coolera- 
tor rollout shelves respond to a 
mere touch of the finger. 

Eight electric ranges by Coolera- 
tor for 1953 feature hidden-heat 
units affording 25 per cent more 
oven capacity. Radiant wall ovens 
also offered on all models, create 
a more even distribution of heat 
for perfect baking and broiling. 

Topping the range line is the 
custom-design HB-20 with seven- 
heat push-a-button color-guide heat 
control and handy Quik-Lift Well- 
E-Vator lever which raises and 
lowers the deepwell unit with finger- 
tip control. Two ovens, three high- 
speed surface units and handy ap- 
pliance outlet, make up additional 
custom features. Two other push- 
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button models make up the top of 
the Coolerator range line. 

Three full-size models with seven- 
heat rotary controls, including the 
double-oven Model HB-17 at budget 
prices, and two 20-inch apartment 
size models complete the 1953 Cool- 
erator electric range line. 

Three chest-type freezers are 
also new this year. 


Capehart-Farnsworth 


THREE new television instruments, 
an open-face console, a full-door 
French Provincial console, and a 
half-door console, have been shipped 
to distributors by the Capehart- 
Farnsworth Corp., an associate of 
the International Telephone and 
Telegraph Corp. 

The three new instruments are 
the “Jamestown,” model 1C213M, 
mahogany open-face console with 
gracefully-curved front and pat- 
terned grille; the “Clermont,” 
model 5H213M, mahogany half- 
door console of contemporary de- 
sign; and the “Quebec,” model 
2F213F, French Provincial console 


‘ models. 


1953 appliances and 


of cherry with fruitwood finish. 
All three were designed by the 
Capehart master designer, and all 
employ the 21-inch rectangular pic- 
ture tube. Each is designed for 
both VHF and UHF reception. 


Frigidaire 

Four advance models, including a 
new two-door Cycla-matic Imperial 
food freezer-refrigerator combina- 
tion, a Standard refrigerator with 
full-width food freezer, and two 
improved 30-inch electric ranges 
have been placed on the market by 
the Frigidaire Division of General 
Motors Corporation. 

According to a company official, 
“Both the new refrigerators and 
ranges are packed with advance en- 
gineering design features and in 
addition, colorful new styling has 
been incorporated into all new 
The revolutionary Cycla- 
matic cooling and automatic de- 
frosting system, which was first 
introduced a year ago, is once more 
a stand-out feature of the line.” 

The new 10.8-cubic foot Imperial 


Designed to blend with a choice of period furniture, two of the new Cape- 
hart television models are the French Provincial console which has been 
named the “Quebec,” and the mahogany “Jamestown.” 
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TV now on display 


model combines in a single cabinet, 
a separate, sealed and insulated 
food freezer and refrigerator with 
separate exterior doors. Through 
the Cycla-matic system, the Im- 
perial is provided with zero-zone 
temperatures in the separate food 
freezer at the top of the cabinet, 
which is completely sealed off from 
the refrigerator below. The freez- 
ing compartment will hold more 
than 73 pounds of frozen foods, 
and with separate coils in the sides, 
top, and bottom, maintains zero- 
zone temperatures at all times. 
Because of the thermostats in- 
side and outside the compartments, 
the Cyclamatic system is able to 
keep temperatures constant regard- 
less of changing room conditions. 
The system also provides for auto- 
matic defrosting of the refrigerator 
compartment, with complete protec- 
tion from possible thawing of mate- 
rials in the freezing compartment. 
All food storage shelves in the re- 
frigerator compartment of the Im- 


The new Frigidaire 30-inch range 
is equipped with a new, restyled 
combination cooking-top lamp and 
control panel. The range has an 
over-size oven and four surface 
units all within the 30-inch cabinet. 








The Cycla-matic cooling and defrosting system is a feature of the Frigidaire 
Imperial model refrigerator, which combines in a single cabinet a separate, 
sealed and insulated food freezer and refrigerator. 


perial model are equipped with 
nylon rollers and glide out all the 
way. 

Other features include twin hy- 
drators, and a large plastic utility 
tray with a tight-fitting plastic 
cover for storing cheese, bacon, and 
small packages. 

Despite the fact that the new 
Standard refrigerator is a budget- 
priced model, it is equipped with a 
full-width freezer compartment 
which will hold more than 41 
pounds of frozen foods. 
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Both the new refrigerators are 
operated by a Meter-Miser refrig- 
eration unit and are covered by a 
Five-Year Protection Plan. 

One of the two improved 30-inch 
range models, equipped with four 


surface cooking units and more 


usable oven space than many 
larger ranges, has a gleaming new, 
restyled combination cooking-top 
Included 
are: A new, wide lamp; an elec- 
tric clock and Cook-Master auto- 


matic control; time-signal, 


lamp and control panel. 


oven 
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oven signal-light, and electric out- 
let for small appliances. 

Designed to give maximum cook- 
ing capacity to families with 
limited kitchen space, this compact 
range features a one-piece flowing- 
top for easier cleaning, slanted 
front to make control knobs easier 
to use, and a protective back panel 
that fits flush against the wall. 

One of the most important fea- 
tures of the range is its extra- 
large oven. Measuring 23 inches 
wide, 16 inches high and 16 inches 
deep, it will easily hold six pies or 
10 loaves of bread, big oven meals, 
roasts and cakes. The oven is eco- 
nomical to operate because of even 

-heat distribution and thick insula- 
tion on all six sides. There is a 
large fuil-width storage drawer 
fitted with nylon rollers. The 
cabinet and oven of the range are 
finished in Lifetime porcelain. 

Another model of similar de- 
sign but without the cooking top 
lamp, electric clock, Cook-Master, 
and storage drawer is only 48 
inches high at the top of the back. 
All Frigidaire ranges are wired for 
115/230-120/240 volt, three-wire 
service. 120/208 volt units are 
available on special order. 


Norge 


A DOUBLE-DOOR upright freezer of 
19 cubic feet capacity is the newest 
addition to the 1953 Norge line of 


refrigerators, freezers, gas and 
electric ranges, automatic and stand- 
ard washers, and electric water 
heaters. 


Since introduction of its 10.5 
cubic foot upright model, Norge 
has become one of the largest pro- 
ducers of upright freezers. The 
larger unit meets demand for an 
upright with faster freezing, ample 
and easy-to-reach storage shelves, 
and baskets which eliminate bend- 
ing and groping. Utilizing usually 
wasted vertical space, the upright’s 
dimensions and appearance adapts 
it to kitchen use. 

The Norge line also includes 
three chest type freezers, 8, 15, 
and 23 cubic foot models. The 23 
foot freezer has double lids. New 
developments include a fruit juice 
can rack and wrap-around alum- 
inum tubing bonded directly to the 
outside surface of the compart- 
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Norge upright home freezers are designed to solve space problems by 

utilizing usually wasted vertical space. This model has two sliding baskets, 

a five-position, removable Adjust-a-Shelf, and the Norge “Air conditioned” 
door which is designed to minimize condensation. 


ments, providing faster freezing 
and more economical operation. 
“Sentinel Lites” at the lower right 
corner of the chest freezers indi- 
cate when the temperature rises 
above 15 degrees F. 

Harmonizing with kitchen dec- 
orations, the nine 1953 Norge re- 
frigerators have colorful interiors. 
Ice gold, glacier blue, and cool-tone 
colors are used on interior com- 
partments and throat linings. An- 
other feature is the improved “Jet 
Self-D-Froster” which automati- 
cally defrosts the refrigerator at 
two a. m. so rapidly that none of 
the food contents are thawed. 

Norge refrigerators offer flexible 
shelf and storage arrangements. 
Several models have an adjust-a- 
shelf, swing shelf, and insert shelf 
with removable center section. 
Frozen foods, meat, and vegetables 
may be stored in special compart- 
ments, and in the Handidor are 
units for butter, eggs, fruit, and 


bottled drinks and other bottles. 

The six Norge electric ranges 
have specialized cooking units and 
controls, and the exclusive ‘“Pick- 
A-Pan” compartments. 

Top of the range cooking may 
be done in a deep-well cooker, a 
super hi-speed unit, a unit which 
may be raised for surface cooking 
or lowered for deep-well cooking, 
and a standard unit. The ovens 
have blended heat elements in the 
bottom and smokeless broiler ele- 
ments in the top. Below the oven 
is a warming drawer for prepared 
foods. 

Cooking controls on the electric 
ranges make for simplified cooking. 
When one of the seven Tele-speeds 
of a surface unit is selected, the 
corresponding indicator on the back 
range panel lights up to show the 
selected operation. Also on the back 
panel are a four-way selector 
switch which automatically oper- 
ates the oven, the hi-lo unit, the 
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deep-well cooker or the appliance 
outlet, and a safety switch which 
prevents the surface units from 
accidentally being turned on. Com- 
pleting the user conveniences are 
the automatic timer and the “‘Min- 
uteminder.” 

A new development on the deluxe 
automatic Time-Line washer is a 
safety spin control which halts the 
spin cycle when the lid is raised 
to offer new user safety. The deluxe 
Time-Line model also has an il- 
luminated control panel and water 
temperature selector which turn on 
and off with the operation of the 
machine, and a red needle indicator 
simplifying the reading of the 
panel. This model has decorator 
colors on the back panel, washer 
lid, and kick plate. 

The operation of Norge Time- 
Line washers is flexible to allow 
for shortening or lengthening any 
cycle. The user can adjust the con- 
trols to save time or for fabric type 
or degree of soil on the clothing. 

The four Norge standard ‘washers 
have balloon-type wringer rolls 
which may be adjusted to different 
fabrics, non-clog pumps which emp- 
ty the tubs rapidly, safety casters, 
and conveniently located controls. 
Three of the washers have full 
skirted construction, and the econ- 
omy model has four legs. 

Completing the Norge 1953 ap- 
pliance line are electric water heat- 
ers ranging in capacity from 12 
to 82 gallons. For kitchen use is a 
table model that offers an extra 
working surface. This model comes 
in 30 or 40 gallon sizes. 

The seven round tank-type water 
heaters have a capacity for every 
need. A feature of the ten-year 
warranty heater is twin magnesium 
anodes that prolong tank life by 
retarding rust and corrosion, auto- 
matically depositing a coating on 
the complete inner tank surface. 


Westinghouse 


SEVERAL new 
been announced in the 1953 line of 
Westinghouse Electric Appliance 
Division’s ranges, freezers, dish- 


developments have 


washers, refrigerators, food dis- 
posals, water heaters, and clothes 
dryers. 

Most outstanding improvement 
announced for the line of electric 
ranges is the _ electronically-con- 


trolled electric range surface unit 
called Automatic Corox with Elec- 
tric Eye, controlled by a single dial, 
and designed to “usher in. an era 
of cooking-without-looking on top 
of the range.” The electronic con- 


,trol measures heat of the food 


cooking in a utensil and maintains 
it at the correct temperature by 
turning the current on and off as 
needed. 

There will be five other models 
in the range line for this year, in- 
cluding the new Imperial 30. 

Developed for the refrigerator- 
freezer line is the industry’s first 
two-door combination refrigerator- 
freezer that has both automatic de- 
frosting and automatic tempera- 
ture control in both the freezer and 
refrigerator compartments. 

In addition to the two-door re- 
frigerator-freezer, the company in- 
troduced four single-door refrig- 
erator-freezers with automatic de- 
frosting and two conventional re- 
frigerators. All models have hori- 
zontal type freezer chests. 

A complete line of upright home 
freezers with new type storage con- 
veniences has also been announced. 
The conveniences include an _ in- 
ventory plan, called the Freez-File, 
which has been added to the models 
to aid the homemaker to effectively 
utilize the food and dollar savings 
of the home freezer. Among the 


The new 50-gallon table top model 
water heater of the 1953 Westing- 
house line features a new piping sys- 
tem that permits water line to be 
brought up through the floor at the 
back of the water heater, through 
recesses in the rear panel of the 
heater, or through the wall. 
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new storage aids offered in the 8%, 
12, and 18 cubic foot models are 
a removable pastry rack for stor- 
age of pies and cakes, an adjustable 
sliding shelf and a bottom roll-out 


ee a 


fax 


A built-in Freez-File, located on the 
outside door, tells what is in the 
freezer and where it is stored, per- 
mitting the housewife to realize the 
full convenience and dollar savings 
poss'ble with a home freezer. The 
file is featured on all models in the 
1953 Westinghouse upright freezer 
line. 


drawer for large and odd-shaped 
packages. 

Also introduced in the new West- 
inghouse line are two automatic 
defrosting refrigerators with elec- 
trically-operated door latches that 
eliminate the conventional door 
handle. They open by the slight 
touch to a plate on the door front. 

Addition of a portable, fully 
automatic dishwasher identical to 
the newly and distinctively styled 


The combination 115-220 volt elec- 
tric clothes dryer replaces the sep- 
arate dryers for each of these volt- 
ages that were recently announced by 
the Westinghouse Electric Appliance 
Division. Another device featured on 
the dryer is the shut off of power 
when the door is opened. 
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dishwasher line is the 24-inch free 
standing model on casters with con- 
nections for hot water and drain. 
Three additional new front open- 
ing, top loading models will also be 
available. 


Stewart-Warner 


TWELVE new television models, 
comprising the Stewart - Warner 
line, for 1953, were unveiled re- 
cently for the company’s distribu- 
tors. 

All of the models have 21-inch 
picture tubes. Six are consoles, 
three with combination UHF-VHF 
tuning, and six are table models, 
two of which have the combination 
tuning. 

Radical changes in the chassis 
design embodied in the 9300-series 
chassis, utilized in all of the 1953 
models, received as much emphasis 
in the presentation of the line to 
the distributors as did styling, util- 
ity, and other re-sale features. 

The 9300 chassis is designed to 
provide an answer to the most per- 
plexing and troublesome problem 
of service. Similarly, it should re- 
solve the one big complaint of the 
consumer, keeping a television set 
in perfect operation without un- 
ceasing outlay for service calls. 


Whirlpool 


A COUNTER - HIGH, flat-top, auto- 
matic washer, 24 inches wide, with 
eight pounds laundry capacity, de- 
signed for apartments, small homes, 
trailers, and wherever space is at 
a minimum, is the feature of the 
four-unit, medium priced automatic 
home laundry line announced by 
Whirlpool Corporation. 

Planned to extend the Whirlpool 
line to reach all income groups, the 
new units are a 24-inch automatic 
washing machine, a 29-inch auto- 
matic washer, an electric dryer, 
and a gas dryer. 

In addition to the automatics, 
the company has also introduced a 
wringer washing machine designed 
to retail at a new low in the Whirl- 
pool price range. 

The new conventional washer, in- 
cludes full nine-pound laundry ca- 
pacity, heavy duty wringer, auto- 
matic timer, modern design, and 
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heavy-gauge steel construction. 

Featuring the Suds-Miser, agita- 
tor action, time control, and flexible 
operation of the deluxe Whirlpool 
automatic, the new apartment size 
washer with eight-pound load ca- 
pacity has the added advantage of 
occupying less space. It will fit in 
a wall niche less than 25 inches 
wide, and because it is counter 
high, clothes may be sorted on ad- 
jacent cabinets and dumped into 
the machine with a minimum of 
motion. With the top down, the 
flat top automatic furnishes addi- 
tional working space. 

Both new automatic washers 
have a single dial to control the 
washing operation. If the regular 
automatic operation isn’t desired, 


The new 24-inch apartment sized 

automatic washer introduced this 

year by Whirlpool, is shown with the 

Suds- Miser attached. The Suds- 

Miser permits the indefinite re-use 
of hot water and suds. 


any period of the washing cycle 
may be repeated or omitted. 

The new automatics wash, rinse 
seven times, and damp-dry the 
clothes. The capacity of the smaller 
machines, eight pounds of dry laun- 
dry, compared with nine pounds for 
the larger models. Like the deluxe 
washer, the two new automatics 
have agitator action, the method of 
extracting dirt found most effective 
in the 50 years’ experience of 
Whirlpool in manufacturing laun- 
dry equipment. 

The apartment size washer in- 
troduces an innovation in Whirl- 
pool design with a completely flat 


top. Like the 29-inch-wide stand- 
ard-size units, it loads from top, is 
simple to install, and requires no 
bolting. 


Hotpoint 


A NEW upright 11.2 cubic foot 
freezer that will store up to 400 
pounds of frozen foods at zero tem- 
eratures has been introduced by 
Hotpoint Company as an addition 
to the company’s 1953 line of 8, 
15, and 23 cubic foot chest-type 
freezers. The new unit has open 
refrigerated shelves for maximum 
air circulation and will freeze up 
to 35 pounds of food every 24 hours. 

Although over-all height is only 
62 inches for maximum convenience 
and space use, the unit has over 
15 square feet of usable shelf area. 
The 400-pound capacity will easily 
meet the frozen food requirements 
of a family of four to six. 

The two top shelves in the new 
freezer are designed for fast freez- 
ing. An adjustable temperature con- 
trol that automatically maintains 
a constant zero cold for safe stor- 
age of foods over long periods of 
time, can be set by the user for 
lower temperatures if faster freez- 
ing is desired. 

A % horsepower hermetically- 
sealed cooling system carries re- 
frigerant to four different freezing 
surfaces during operation, assuring 
correct temperature maintenance at 


Two sliding baskets in the new 400- 
pound capacity Hotpoint upright 
freezer each hold 22 pounds of 
frozen foods and aid the housewife 
in sorting and storing packages. 
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The Radcliffe, a television-radio-phonograph console with 

21-inch reflector proof, cylindrical picture, like all other 

Zenith models is equipped with the one-knob automatic 

It also features the 

chassis and the Zenith Cobra-Matic variable-speed record 
changer for the record player. 


station selector. 


all shelf levels. All 1953 Hotpoint 
freezers have completely sealed cool- 
ing systems for maximum efficiency 
and are designed to prevent outside 
“sweating” under all normal oper- 
ating conditions. 

The new upright unit is being 
added to Hotpoint’s line of kitchen 
and laundry appliances to meet 
freezer needs of families living in 
apartments and basementless homes. 
The new Hotpoint unit will store 
400 pounds of frozen foods in the 
same floor space required by a 9 
cubic foot refrigerator. 

Additional convenience features 
on the new model include a 5-posi- 
tion center sliding shelf and two 
lower sliding baskets suspended on 
nylon rollers. Each basket holds 
up to 22 pounds of frozen foods. 


Zenith 
TWENTY-ONE new VHF-UHF Zenith 
television receivers equipped with 
an instant automatic station se- 
lector for VHF and UHF stations 
plus seven fashion-keyed table and 
portable radio sets, are the pre- 
sentations of the Zenith Radio 
Corporation 1953 line. 

Each of the TV sets introduced 
this winter can be supplied equipped 
to receive all existing stations, 
UHF and VHF. With the instant 
automatic station selector, the set 


improved “K.53” 


owner gets either UHF or VHF 
stations with just the turn of one 
knob. In areas where UHF is not 
yet available, the new Zeniths can 
be readily adjusted to whatever 
UHF channels become available. 
No separate tuning or extra con- 
trols are needed to bring in UHF 
as well as a VHF channel, and no 
other outside converter is required, 
according to the set designers. 

The entire Zenith line also fea- 
tures the “K-53” chassis that has 
undergone extensive field tests and 
actual operation in some of the 
country’s difficult reception areas. 
Sensitivity of the sound circuit has 
been boosted and minor changes in 
the tuner are designed for a greater 
freedom from “snow” in locations 
where such a condition disturbs 
reception. 

Another advantage available in 
all but four of the new sets is a 
tone register control with which 
the set owner can secure the exact 
shade of tone desired. 

Manual operation 
register control permits an im- 
provement in detail of the picture. 
Near the transmitting station, it 
is useful in “crisping up” network 
programs carried over distances by 
cable or microwave radio relay, in 
sharpening the quality of old movies, 


of a screen 


and in improving certain types of 
defective local transmission. In 
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Featuring the largest and most powerful speaker ever used 

on a Zenith table model radio, the Allegro covers the entire 

standard broadcast band from 540 to 1600 kes. It is equip- 

ped with broad range tone control and superheterodyne 

circuit, and plug-in phono-jack. The model is available 
in cabinets of walnut, ivory, and ebony plastic. 


areas which are remote from the 
station, the control is also helpful 


“ 


in combating “snow.” 

Heading the TV line are two con- 
soles, and others of the new models 
range from a 17-inch set to a 21- 
inch set which offers FM and AM 
record-playing 
variable-speed Cobra- 


reception plus the 
of Zenith’s 
Matic changer. 

Feature of the radio line is the 
model 
with a plus feature. In addition to 


Allegro. It is an a.c.-d.c. 


housing a 7'%-inch Alnico speaker, 
the largest and most powerful 
speaker ever used in a Zenith table 
model, the Allegro has a new phono- 
jack plug-in for phonograph listen- 
ing through the big speaker. 
Introduced also was the Zenette, 
a tiny, powerful three-way portable 
radio that operates on either a.c. 
or d.c., or on battery and provides 
up to ten times more battery life 
than previous portables of this type. 


Crosley 
DIVISION of the 


CROSLEY 
Manufacturing 


Avco 
Corp., has intro- 
freezers, four ranges, 
series of clock-radios, 
and a new line of electric water 


duced six 
three new 


heaters. 

The successful introduction by 
Crosley this past fall of a new 
“short line” marketing concept in 
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The new electric water heater line by 

Crosley Division of Avco Manufac- 

turing Corporation, features 31 

models, both upright and _ table 

height, ranging in size from 12 to 
82 gallon capacities. 


Crosley has recently introduced this 
low-priced clock radio with a radio 
alarm. In contrast to the ebony 
cabinet, the grille may be had in a 
choice of citron, willow, flame, or 
sandalwood colors. 


one of its nine lines of major appli- 
ances has led the company to ex- 
tend the “short line” principle to 
_ its 1953 Shelvador freezer and elec- 
tric range lines, according to a re- 
cent announcement made by the 
company. Dealers and distributors 
were very enthusiastic about the 
idea of a compact line. 

1953 Crosley freezers range in 
size from six to 20 cubic feet. Ex- 
clusive features of the line include: 
push bar latch and self-opening lid, 
lid shelves, stacking baskets, ex- 
terior styling encompassing a 
newly-designed nameplate and in- 
terior styling of Soft-glo colors. 

Four regular size single and 
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double oven models and a smaller 
apartment range, feature the Cros- 
ley range line. Three top ranges 
in the line are completely auto- 
matic, while an accessory lamp and 
timer are available for the economy 
single oven model. 

Main new features of the ranges 
are the push button controls on the 
top special deluxe models and the 
Bake-Best oven unit, designed for 
even heat distribution. 

The three new clock radio series 
all feature complete clock radios 
with radio alarms, and are offered 
in a total of nine color combina- 
tions. Some of the models contain 
such features as an appliance out- 
let, a slumber switch, and extra de- 
sign features on the cabinets. 

Both upright and table height 
water heaters are offered by Cros- 
ley in a total of 31 models in cus- 
tom and deluxe lines. Heater ca- 
pacities range from 12 to 82 gal- 
lons. 


Raytheon 


RAYTHEON Television and Radio 
Corporation has announced the de- 
velopment of its single-knob tuning 
for both UHF and VHF telecasting 
in showing its 1953 line for the 
winter market. 

Featured in the line are three 
receivers, all with 21-inch picture 
tubes, which are equipped for op- 
tional phonograph equipment. The 





Featuring a stately full door cabinet 
of natural finish blond wood, “The 
Stockholm” is one of the Raytheon 
models equipped for optional 
phonograph use. It has a 21-inch 
tube, and the new UHF-VHF tuner. 


pull-out drawer for phonograph 
facilities is located on the sets be- 
low the VU-matic tuner which pro- 
vides single-knob control of VHF- 
UHF television and AM radio re- 
ception, and phonograph. The 
drawer and circuit connections are 
constructed so that a customer may 
use present equipment or buy the 
record player from the dealer. The 
three units have been named “The 
Normandy,” “The Stockholm,” and 
‘The Essex.” 

The Raytheon UHF tuner, ac- 
cording to a company spokesman, 
mounts out of sight inside the 
cabinet on top of Raytheon’s VHF 
tuner. The UHF tuner is now 
standard equipment on all modeis 
in the Raytheon Continental series, 
and may be obtained as optional 
factory-installed equipment on all 
Suburban units in the line. In addi- 
tion, the same tuner can be installed 
in the field by TV servicemen on 
all Raytheon receivers manufac- 
tured since January 1, 1950. 

The 1953 TV line is made up of 
31 models in French Provincial, 
blond Korina wood, mahogany, and 
modern leatherette cabinets. 


Bendix 


A REVOLUTIONARY new home laun- 
dry appliance that drys as well as 
washes in one continuous automatic 
operation has been introduced by 
Bendix Home Appliances. Bendix, 
a division of Avco Manufacturing 
Corp., has also unveiled its first line 
of electric refrigerators, ranges 
and freezers. 

Called the Duomatic, the new 
laundry appliance is operated by 
two simple timer controls. After 
the operator has put in clothes and 
soap, and set the two timers, the 
unit washes, rinses, damp drys and 
fluff drys the eight-pound load com- 
pletely automatically. Only 36 
inches wide, it will launder an aver- 
age mixed load in just 68 minutes. 

The Duomatic may be used sepa- 
rately as either a washer or dryer 
or as both and requires no more 
plumbing than an automatic washer. 

The price, while not definitely 
established, will be less than that 
of an automatic washer and an 
automatic dryer. 

A water temperature selector, 
permits the operator to use the 
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Duomatic’s 220-volt “Magic Heater” 
during the washing period. This 
will raise water temperature as 
much as 25 degrees. 

The Duomatic uses the patented 
Bendix tumble-action washing 
method. An optional automatic 
speed soak period can precede wash- 
ing. The wash period is followed by 
three alternate rinse and spin dry 
cycles. A blower forces heated air 
through the tumbling cylinder con- 
taining the clothes. The warm moist 
air leaves the cylinder and goes 
through a dehumidifier which cools 
and drys the air while washing lint 
and moisture down the drain. The 
same air is continually washed, 
dryed and recirculated. There is no 
lint trap to clean. 

Other new additions to the Ben- 
dix appliance line include six re- 
frigerators, six electric ranges, and 
five freezers. A company spokesman 
said styling and new automatic con- 
venience features were top consid- 
erations of Bendix designers. 

The refrigerators all feature full- 
width frozen food compartments, 
15 per cent extra storage space 
with shelves built into the door 
rather than on the door and most 
models have automatic defrosting. 
Several have a butter-and-egg con- 
ditioner that keeps spreads pliable Cirealite pushbuttons, each with a different color for the seven heat speeds, 


control the surface units and deepwell cooker of the new Bendix automatic 
electric range. The deepwell is convertible into a surface unit. 


Something new in home laundry equipment is the Bendix combination 

washer-dryer, called the Duomatic, which is now on the market. The new , : 

appliance will completely wash and dry an average family wash in 68 minutes. and eggs ready for cooking or 
baking. 

Circular, color-keyed pushbutton 
controls highlight the new Bendix 
ranges, all of which have seven 
heat speeds. The lighted controls, 
on which each different lighted 
color represents a different speed, 
and the extra large timer clock are 
visible from any point in the aver- 
age kitchen. The 30-inch range has 
four surface units, a 24-inch oven 
and smooth, restrained styling. 





All five freezers, four chest type 
and one upright model, are com- 
pletely automatic. The 18-foot up- 
right takes no more space than the 
modern 12-foot refrigerator. The 
highly-styled chest type models 
feature push-pull latches which the 
homemaker can open with an elbow 
or hip if her arms are laden. 

The Duomatic and appliances are 


now being shipped to distributors 
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All seventeen of the new TV receivers 

placed on the market by Westing- 

house this winter feature the new 

automatic brightness control and 
new cabinet designs. 


Westinghouse 
TV-radio 


WESTINGHOUSE has unveiled seven- 
teen new television receivers and 
20 new radio models in presenting 
the new line for 1953. 

Highlight of the new line of 
Westinghouse television receivers 
is an automatic brightness control, 
which will be nationally advertised 
by Westinghouse as “A.B.C.” The 
device allows the television picture 
to adjust itself automatically. 

Providing a perfect picture in 
any room light, completely auto- 
matically, was achieved by West- 
inghouse by incorporating a photo 
electric cell on the face of the tele- 
vision receiver which constantly 
measures room light just as the 
human eye does. It then instantly 
adjusts the picture contrast to de- 
liver a clear picture at all times. 

Other dramatic features in the 
new receivers are a_fast-keyed 
automatic gain control designed to 
eliminate airplane flutter and most 
man-made interference, plus an ad- 
vanced cascade “100 mile plus” 
tuner which receives distant sta- 
tions “snow-free.” 

In addition, the 1953 Westing- 
house teleset contains an automatic 
area selector which automatically 
adjusts for local or distant stations 
providing measured reception with 
no manual switches to turn. 

The seventeen new Westinghouse 
television receivers in new cabinet 
designs have complete accommoda- 
tion for ail 70 new UHF channels 
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Featured in the Westinghouse 1953 

radio line is a personal portable 

with an exclusive removable power 

cord. The compact model is avail- 
able in three colors. 


in addition to built-in antennas for 
both UHF and VHF telecasts. 

Outstanding in the new radio 
line are two portable models. One, 
a compact personal portable with 
an exclusive removable power cord, 
is available in three decorator 
colors and the other is a deluxe 
portable model with superior recep- 
tion ability designed especially for 
remote areas and sections where 
static disturbances normally inter- 
fere. 

The radio line includes, in addi- 
tion to portables, clock radios, AM 
and FM models. 


Leonard 


IN ADDITION to its established lines 
of refrigerators, ranges, chest-type 
freezers and electric water heaters, 
the Leonard Division of Nash-Kel- 
vinator Corporation will offer for 
the first time in 1953, a complete 
kitchen cabinet line, an upright 
freezer model and a room air con- 
ditioner. 

Features of the 10 new Leonard 
refrigerators include maximum re- 
frigerated storage space in a mini- 
mum amount of floor space, top-to- 
base refrigeration, special storage 
areas for frozen foods and high 
moisture-content foods, a built-in 
butter chest, sliding shelves, door 
storage, self-defrosting and gold 
and green interior color highlights. 

Leonard’s method of self-defrost- 
ing is called the “Magic Cycle” sys- 
tem which defrosts automatically at 
a pre-determined time, without 


added electric heating elements or 
wiring. 
that all foods in the frozen food 
chest stay continuously frozen. 
Five of the new models are only 
2814 inches wide, and two of them 
are two-door refrigerator-freezer 
combinations. Common to both of 
the latter are separate refrigerat- 


The operation is so rapid 


ing systems, separately controlled, 
for the frozen food and fresh food 
compartments. 

All refrigerator models are re- 
frigerated from top-to-base and 
have door’ shelves. Four. are 
equipped with Magic Cycle de- 
frosting. 

The nine Leonard electric ranges 
for 1953 include six models in the 
standard 40-inch width, offering a 
choice of high or low backguard, 
deluxe or standard switches, man- 
ual or automatic cooking and one 
or two ovens. 

Two 30-inch models feature the 
“Great Scot” oven, 23 inches wide. 
One is equipped with an automatic 
oven and top light, while the other 
has a single oven thermostat knob 
control. 

Other features appearing on some 
or all of the range models include 
automatic timer and lamp, “Picto- 
Heat” controls which actually pic- 
ture in color the seven different set- 
tings for surface cooking, and the 
new dual-purpose “up-down” unit 
which permits the left rear surface 
unit to be converted to a deep-well 
cooker. All models feature the 
“tilt-up” units for easy cleaning. 


Leonard has entered the room air 
conditioner field with a model which 
projects only 914 inches into the 
room and is easily installed in any 
double hung window from 27 to 48 
inches in opening width. 
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In the freezer field, Leonard 
will offer four chest models in ad- 
dition to the new upright. 

The new upright has a capacity 
for 630 pounds of frozen food in its 
18 cubic feet of storage space. It 
is powered by Leonard’s own Polar- 
sphere sealed unit of new design. 
A special control located in the ma- 
chine compartment makes it pos- 
sible to pull cabinet temperatures 
below normal zero storage tempera- 
ture when sharp freezing is desired. 

Leonard’s new room air condi- 
tioner has a 34 hp sealed unit, a 
rating of 8,800 Btu’s an hour and 
moisture removal capacity of 2% 
pints an hour. 


Hallicerafters 


THE HALLICRAFTERS Company, man- 
ufacturers of television, radio and 
communications equipment, has in- 
troduced 17 new television re- 
ceivers to the mid-winter market. 

Innovations in the line include 
the introduction of duplicate models 
designed to receive either VHF or 
all-channel VHF-UHF; | 17-inch 
table models in cabinets of brown 
leatherette; a newly designed series 
of 21-inch consoles and newly styled 
popularly priced 20-inch table 
models in plastic cabinets finished 
in wood grained blond and red ma- 
hogany. Optional matching bases 
to complement the 20-inch table 
models are also available. 


The 1953 line of Hallicrafters TV 
features duplicate models designed 
either for VHF alone or with an 
all channel VHF-UHF tuner. The 


eye” tuning. 


The combination VHF-UHF sets 
feature “precision eye” tuning, op- 
erated by the right hand tuning 
control which has direct selection 
of VHF stations. UHF stations 
are read in a center lucite prism 
and the control is so geared as to 
provide quick selection of the sta- 
tion range, slowing down at this 
point to allow for precision tuning. 

Another feature of the com- 
pany’s market display is a com- 
plete high fidelity reproduction unit 
containing a tuner, amplifer, tape 
recorder, record changer and 
speaker in a modern light walnut 
cabinet. The company manufac- 
tures the tuner and amplifier as 
part of its communications line but 
does not plan to manufacture the 
complete unit at the present time. 

Spokesmen for the Hallicrafters 
company have also announced plans 
for the introduction of a new five- 
tube Atom deluxe a-c /d-c radio, and 
another table model radio having 
both standard and 
bands. A clock radio in a trans- 
parent lucite case is already in pro- 
duction. 

All of these radios will feature 
the company’s “photo-etch” printed 
circuit. 


short-wave 


Kelvinator 
KELVINATOR is moving 
“full-line” operation in 1953 with 
the introduction of new refrigera- 
tor qnd range models, an 18-cubic- 
foot jupright freezer, two room air 
conditioner models and a complete 
line of kitchen sinks and wall and 
base cabinets. 


toward a 


Kelvinator lines to be continued 
for 1953, are electric water heaters, 
dehumidifiers, and chest-type home 
freezers. Kelvinator will also an- 
laundry equipment line 
early in 1953, a company official has 
stated. 

Kelvinator refrigerators for 1953 
include ten models in three cabinet 
widths, all refrigerated from top 
to bottom. They range in capacity 
from seven to 12 cubic feet. 

Four of the new refrigerators 
are equipped with Magic Cycle de- 
frosting, and two are 
combination refrigerator-freezers, 
with the self-defrosting humidi- 
plate moisture and cold control in 
the fresh food compartment. 


nounce a 


two-door 
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Extra strength in the middle of 
the line is provided by the new 28'4- 
inch-wide K-series, made to order 
for replacement sales, with all the 
most-wanted features concentrated 
in the popular price-brackets. The 
five K-models range in capacity 
from nine to 10 cubic feet, and in- 
clude one two-door combination 
and two with Magic Cycle defrost- 
ing. 

Key model of the entire line is 
the 9.4 cubie foot model KPC. This 











A spacious four-section compart- 
ment permits food to be classified 
and stored according to type and 
length of storage in the 630-pound 
capacity Kelvinator upright home 


freezer for family use. 


Magic Cycle defrosting model in- 
such roll-out 
dairy shelf, built-in butter chest, 
shelves in the door, large-capacity 
horizontal Colonial Blue 
interior color styling and cold clear 


cludes features as 


freezer, 


to the floor design. 

Model KTC is a 9.4 cubic foot 
KAC is a 
single-door model 
with horizontal freezer and “Magic 
Cycle” KPC fea- 
tures “Magic Cycle” pushbutton de- 
frosting, KHC is a 9.4 cubic foot 
manual defrosting model with hor- 
izontal freezer, and KSC is a 10- 
cubic-foot 


two-door combination, 
nine-cubic-foot 


self-defrosting, 


refrigerator with side 
evaporator. 

The new M-series includes three 
models in 3l-inch-wide cabinets, 
packed with deluxe features. Two 
are “Magic Cycle” 11-cubic-foot 
models, the MAC self-defrosting 
and the MPC pushbutton-operated. 


At the top of the line is the MTC, 
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h 12-cubic-foot two-door combina- 
tion. 

The N-series includes two models 
with more than seven cubic feet 
of storage space in a compact cab- 
inet only 24%4 inches wide. The 
NHC features horizontal freezer 
chest, full-width crisper and door- 
shelves, while the AN provides side- 
mounted evaporator, shatterproof 
polystyrene meat tray and door- 
shelves. 

The four Magic Cycle models and 
the two refrigerator-freezer com- 
binations feature new full-width 
dairy-shelves that roll out quietly 
and smoothly on noiseless nylon 
rollers, and butter chests built into 
the door. 

The “Magic Cycle” is the unique 
fast defrosting method introduced 
by Kelvinator last year, which de- 
frosts the frozen food chest in a 
matter of minutes by means of 
relatively warm refrigerant vapor, 
without using hot electric elements, 
and without thawing stored frozen 
foods. On models MAC and KAC 
defrosting is actuated by a clock- 
timer, which requires no further 
attention from the consumer after 
it is set at the desired defrosting 
time. On models MPC and KPC, 


the user starts defrosting whenever 
she wishes by pushing a control 
button. Normal refrigeration is re- 
sumed automatically when defrost- 
ing is completed. 


The Kelvinator line of ten 1953 
ranges includes a new pivotal 

iddle-of-the-line model, the ER- 
t which provides a built-in top 
light and automatic clock oven- 
timer in a full-size 40-inch frame. 

Other key models are two 30- 
inch ranges, offering a choice of 
standard or automatic cooking con- 
trols, and a deluxe 40-inch range 
with “Picto-Heat” switches and a 
new up-down unit arrangement. 

Six models in the standard 40- 
inch width offer a choice of high 
or low backguard, deluxe or stand- 
ard switches, manual or automatic 
cooking, and one or two ovens. 

The two 30-inch models feature 
a giant 23-inch-wide oven. Model 
ER-323 has standard manual con- 
trols, while model ER-353 is 
equipped with a built-in top light 
and automatic clock oven-control. 

Two models in a space-saving 21- 
inch-wide series offer a choice of 
three or four surface units, in a 


size designed for locations where 
floor space is at a premium. 
“Picto-Heat” switches appear on 
one of the single oven and one of 
the deluxe double-oven models. 
These exclusive surface-unit con- 


retailers by adding a new 18-cubic- 
foot upright model to its line of 
chest-type freezers. The new up- 
right is now in production. 

The new upright has a capacity 
of 630 Ibs., is only 36 inches wide, 


The new Kelvinator deluxe double-oven model electric range features colored 

heat indicators, a timed appliance outlet, full-width storage drawer, top light, 

and clock and automatic timer to control the right hand oven. Both ovens 
are 17 inches wide, and 1914 inches deep. 


trols actually picture in color the 
seven different settings for surface 
cooking. As the switch-knobs are 
turned, a cutaway section reveals 
illuminated bars of light in differ- 
ent colors, which indicate exact heat 
intensities, as well as the cooking 
areas in use. Two bars light up 
when both coils in the surface unit 
are heated, the outer bar lights up 
when the outer coil only is heated, 
and the inner bar lights for the 
inner coil. 

Model ER-93 and 
model ER-73, with high deluxe 
backguard and automatic clock 
oven-timer, both feature the new 
up-down unit by which the left- 
rear surface unit may be converted 
swiftly to a deep-well cooker. It is 
easily raised or lowered by means 
of its own built-in “elevator.” 

Kelvinator is broadening the 
freezer sales opportunities of its 


single-oven 


30 5/8 inches deep and 67%4 inches 
high. It has four separate com- 
partments, each: with its own pair 
of center-opening inner doors, 
formed of extra-durable polysty- 
rene. Refrigerant entirely 
surround the top, bottom, back and 
sides of the cabinet interior, pro- 
viding extra-large sub-zero surface 
area to assure fast freezing and 
uniform low temperatures. 

The freezer is powered by Kel- 
vinator’s polarsphere sealed unit 
of a new design. A special control 
located in the machine compart- 
ment makes it possible to pull cab- 
inet temperatures below normal 
zero storage temperature, when 
sharp freezing is desired. 

Completing the Kelvinator line 
are the two room conditioner mod- 
els, RAC-80 and RAC-60, which are 
both electrically refrigerated and 
completely self-contained. 


coils 
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News Roundup 


Timely items relating to dealers, light and 


power company sales departments, electrical 


wholesalers, manufacturers and their agents. 


Manufacturers tell 
expansion plans 

SEVERAL electrical manufacturers 
have recently made public plans 
for the expansion of their plant 
facilities to increase production of 
major and small appliances. 

Among the companies making 
such announcements were General 
Electric, Amana _ Refrigerators, 
Inc., and Apex Electrical Manufac- 
turing Company. 

Details of a $3,500,000 expan- 
sion program that will more than 
double the size of its plant and 
treble its production of food freez- 
ers, have been reported by Amana 
Refrigerators, Inc. New buildings, 
which are scheduled for completion 
October 1, 1953, will add 200,000 
square feet of floor space to the 
factory’s present 170,000 square 
feet, George C. Foerstner, execu- 
tive vice-president, has _ revealed. 
Installation of new modern high- 
speed machines and tools, will make 
possible increasing output by 300 
per cent. Total output will exceed 
1,000 freezers a day, Mr. Foerst- 
ner predicted. 

* 7 * 


A $150,000 expansion of the 
Sandusky plant of the Apex com- 
pany will be completed early this 
spring, C. G. Frantz, president, has 
announced. 

Mr. Frantz said a new 8,500- 
square-foot steel and concrete block 
building, together with new equip- 
ment, will make possible the pro- 
duction of better automatic wash- 
ing machine cabinets at a lower 
cost, and will allow maximum an- 
ticipated production of the cabi- 
nets for the Cleveland and San- 
dusky plants. 

The latest type of high-produc- 
tion combination bending and weld- 
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ing machinery will be installed in 
the building under construction. 
* 7 * 

General Electric plans to build 
in 1953, an $8,000,000 new small 
appliances plant in Tyler, Texas. 
The new plant will employ about 
2,000 persons. 


Servel “Show of Stars” 
touring Southeast 


A MILLION-DOLLAR musical ex- 
travaganza, unprecedented in the 
introduction of industrial products, 
went on the road this month to 
show Servel’s 1953 line of appli- 
ances to dealers coast to coast. 

W. Paul Jones, Servel president, 
said that two road companies would 
take the “1953 Show of Stars” to 


Featured in the Servel “Show of Stars” 


30 cities. Simultaneously, pre- 
mieres were held in New York and 
Boston on January 21. 

“We have the most advanced ana 
complete line of refrigeration prod- 
ucts in the industry's history,” 
said Mr. Jones, “and we intend to 
show off these products to their 
best advantage to the men who will 
sell them. To that end we have ob- 
tained the best professional talent 
available to produce a show for 
dealers that will rival anything 
available to the general public.” 

Mr. Jones emphasized that the 
million-dollar production is in ad- 
dition to the record-breaking $6,- 
000,000 advertising budget with 
which Servel is backing its new 
products in newspapers, magazines, 
radio, and television in 1953. 

The line that will receive this 
national showcasing, stars the rev- 
olutionary “Ice Maker” refrigera- 
tor which eliminates the conven- 
tional ice tray. It also includes 
new furniture-styled window-type 
room air conditioners, horizontal 
and upright home freezers, and 
electric compression refrigerators 
to join the company’s cast of gas 
and electric absorption refrigera- 
tors. The portable electric Won- 
derbar, 


introduced last August, 


also will be shown. 


is the Ice Maker ballet, which intro- 


duces the Ice Maker refrigerator, new in the Servel 1953 appliance line. The 
million-dollar show opened in Boston and on Broadway on January 21, and is 
scheduled to play in 30 leading cities before an estimated 30,000 dealers. 


1953 
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“Ice circles” are automatically frozen 
and stored in a plastic basket by 
Servel’s automatic “Ice Maker” re- 
frigerator. The half moon ice, or 
“ice circles,” replaces old-style cubes. 


The Southern unit of the Servel 
show was scheduled to show in the 
following cities: Washington, D. C., 
Charlotte, Miami, Atlanta, Birm- 
ingham, New Orleans, Houston, 
Oklahoma City, Memphis, St. Louis, 
and Indianapolis, winding up its 
tour on February 24. 

The new “Ice Maker,” feature of 
the Servel line, freezes the cubes, 
stores them in a basket, and auto- 
matically replenishes them as they 
are used. Even the traditional 
shape of the ice is changed. The 
ice is in the shape of half moons, 
or “ice circles,” rather than old- 
style cubes. 

In operation, first a measured 
amount of water flows into a mold. 
When it freezes, a small electric 
heater loosens the circles and ejec- 
tor arms sweep them out of the 
mold and hold them at the top of 
the unit in the freezing compart- 
ment until they are dry. Mean- 
while, more water flows into the 
mold. 

With the next cycle, the ejector 
arms turn again. This time the 
ice circles drop into the basket 
where they remain dry and loose: 
the ice in the mold is raised to dry. 
and more water enters. These 
cycles continue until the basket is 
filled. 

A signal arm_ automatically 
starts and stops the operation of 
the “Ice Maker.” It does this by 
“feeling” the ice supply, stopping 
when the basket is filled and start- 
ing up again when enough ice 





circles have been removed to lower 
the arm. 

The entire “Ice Maker” unit 
takes up no more room in the 
freezer compartment than do four 
old-type ice cube trays. But the 
basket holds far more ice. 


Youngstown launches 
kitehen color plan 


A “COLOR in the kitchen” pro- 
gram, designed to enable retail 
dealers to furnish customers with 
authoritative kitchen decorating 
guidance, will be launched by 
Youngstown Kitchens this month. 

The program, which will be in- 
augurated first in more than 170 
department stores across the coun- 
try, and then by 5,000 Youngstown 
Kitchen dealers, has been ten 
months in the making. It involves 
some of the nation’s top art and 
decorating authorities, and three 
leading manufacturers of decorat- 
ing materials. Youngstown and 
others associated with the project 
have invested more than $500,000 
in its development and promotion. 

The plan is Youngstown’s answer 
to the homemaker’s desire for color 
in the kitchen, and illustrates how 
the color can be controlled with 
white cabinets and appliances. 

The program provides harmo- 
nizing draperies, wall covering and 
decalcomanias in new and original 
designs, plus a Decorator’s Hand- 
book which serves dealers as a dec- 
orating and style guide. Dealers 
are not obliged to handle any of the 
decorative materials because they 
will be available through normal 
retail outlets. 


Interstate Electrie 
has new ownership 


INTERSTATE Electric Co., New 
Orleans electric, major appliance, 
and automotive wholesalers and the 
chain of 29 Auto Lec stores in La., 
Miss., Ala., and Fla., have been sold 
to the investment banking firms of 
Dallas Rupe and Son of Dallas, 
Tex., and Howard, Weil, Labouisse, 
Frederichs, and Co., of New Or- 
leans, for the reported sum of 
$3,000,000. 

Interstate Electric Co., the par- 
ent organization, was founded by 
Percival Stern in 1903, and the 
Auto Lec stores in 1928. 


Mr. Stern, at the present time, 
is president of both Interstate Elec- 
tric and Auto Lec, and held the 
controlling interest in both organi- 
zations. Under the new manage- 
ment, he will remain within the 
two organizations as chairman of 
the board. 

The new Louisiana corporation 
controlling the acquired properties 
will be called Rupe Inc. Officers of 
this firm are as follows: Gordon 
Rupe, Jr., president; Robert E. 
Dennard, vice president; and Wal- 
ter H. Weil, Jr., secretary-treas- 
urer. 

Walter Weil, New Orleans invest- 
ment banker, negotiated sale of the 
properties. 

Interstate has offices at 1001 S. 
Peters St., and handles wholesale 
electric and automotive supplies, 
lighting fixtures, electric applian- 
ces, and sporting goods, with an 
approximate annual 
$15,000,000. 


business of 


Field reorganization 
announced by GE 


FIVE regional headquarters and 
26 district offices have been set up 
by the General Electric Company’s 
Major Appliance Division, in the 
reorganization of the division’s 
field forces, according to an an- 
nouncement made by Herbert A. 
Warren, manager of distribution. 

Clarence H. Linder, GE vice- 
president and general manager of 
the division, said the changes were 
effected in connection. with the 
planning for expanded operations 
that will develop from the con- 
struction of “Appliance Park’ in 
Louisville. For the same reason, 
several major changes will also be 
made in the organization of the 
home office assignments in Louis- 
ville. 

The new field offices will replace 
the former nine district and eight 
local offices of the division. 

New regional headquarters will 
include the Eastern at New York 
City, the Southeastern at Atlanta, 
Central at Chicago, Southwestern 
at Dallas, and Western at San 
Francisco. 

Heading the Southeastern office 
in Atlanta will be W. R. Hull, for- 
mer home laundry equipment rep- 
resentative in Atlanta. Offices fali- 
ing under the jurisdiction of this 
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district are the offices in Washing- 
ton, D. C., Raleigh, Nashville, and 
Memphis. 

R. V. MacDonald has been named 
manager of the Southwestern 
region which will head the Kansas 
City, Houston, and Denver offices. 


1953 promotion 
plans announced 


1953 PROMOTIONAL and advertis- 
ing plans have been announced by 
a number of electrical manufactur- 
ers at recent sales and distributor 
meetings. 

Announcement of the largest ad- 
vertising sales promotion activity 
in the history of the White Prod- 
ucts Corp., of Middleville, Mich., 
was made at the recent meeting in 
Grand Rapids of divisional man- 
agers. 

Among the highlights of White’s 
increased advertising sales promo- 
tion activity during 1953 will be 
two distributor-wide sales _pro- 
grams with hundreds of merchan- 
dise prizes and cash incentives go- 
ing to distributor personnel. White 
will also again sponsor its “Miss 
Water-Hotter” sales plan for all 
White distributors during 1953. 

- * * 

The Westinghouse _ television- 
radio sales, advertising, and pro- 
motion program for 1953, entitled 
“Westinghouse on the March,” will 
feature the transportation of deal- 
ers to the European Continent in 
luxurious Stratocruiser planes, and 
their planned tours of internation- 
ally famous pleasure spots on the 
continent during a two-week, all 
expense-paid “European Holiday.” 

“While the ‘European Holiday’ 
is the largest, most extensive trip 
promotion ever conceived, it is only 
one of many incentives in the West- 
inghouse 1953 sales plan,” said T. 
J. Newcomb, recently appointed 
manager of the Television-Radio 
Division of Westinghouse. He went 
on to say that the complete mer- 
chandising program, including “the 
most exciting, revolutionary, tele- 
vision sales feature in the indus- 
try’s history” will be revealed when 
the division introduces its new 1953 
television-radio line in the near 
future. 

A primary feature of the “Euro- 
pean Holiday” idea, will be the 
“Westinghouse International Mar- 


keting Roundtable,” at which deal- 
ers from this country will meet 
with European appliance and tele- 
vision sales experts for an ex- 
change of information, ideas, and 
problems. 

* * * 

Youngstown Kitchen dealers will 
stage a special promotion featuring 
a 54-inch cabinet sink during the 
first half of 1953, C. D. Alderman, 
general manager of merchandis- 
ing, announced recently. 

Mr. Alderman said the 54-inch 
cabinet sink, which has a porcelain 
enameled top with one bowl, two 
drainboards, and standard fittings, 
was chosen as a promotional item 
because of its success on two pre- 
vious occasions. He pointed out 
that despite higher material and 
manufacturing costs, the suggested 
retail price is the same used in the 
other promotions. 

Many Youngstown dealers are 
expected to follow a step-up selling 
plan suggested by the factory, in 
which the 54-inch promotional 
cabinet sink is combined with other 
equipment. 

7 * . 

For the first time in its history, 
the Mitchell Manufacturing Co., 
producers of window-type room air 
conditioners, is launching a full- 
scale national advertising sched- 
ule in leading consumer magazines, 
it was announced by Howard Haas, 
advertising and sales promotion 
manager of the Chicago company. 

Scheduled to break at the end of 
February, this program will fea- 
ture an ad in a major weekly or 
monthly publication every week 
through the end of June. Publica- 
tions to be used include Life, The 
Saturday Evening Post, Time, 
Newsweek, and Better Homes and 
Gardens. Ads are keyed to em- 
phasize Mitchell’s new Dyna-Heat 
feature, a heating element that en- 
ables the air conditioner to heat as 
well as cool a room. 


Covington Corp. opens 
branch in Beaumont 


A. B. COVINGTON, president, and 
Roger H. Penick, vice-president of 
the Covington Distributing Corp., 
of Houston, were hosts to more 
than 100 dealers during the recent 
three-day open house which marked 
the formal opening of the com- 
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pany’s new branch at 410 Avenue- 
C in Beaumont, Texas. 

The new branch will serve a 
seven-county territory in the Sa- 
bine River area, an area which is 
rapidly expanding because of new 
oil and chemical plants. 

L. J. Aubey, a native of Beau- 
mont and a veteran in the appliance 
business, has been named manage} 
of the Beaumont installation. John 
S. Scott is his assistant. The branch 
is housed in a remodeled and re- 
decorated brick warehouse building 
which provides office, show room, 
parts, and service departments, as 
well as warehouse space. 

Radio and industrial electronics 
parts, and parts and service for 
Admiral, O’Keefe and Merritt, 
Thor, New Home, Victor, and Bril- 
liant Fire, the lines now being han- 
dled by Covington, will be main- 
tained by the new branch. 


Whirlpool appoints 
Louisiana distributor 


THE FRANK LYON Company, of 
Shreveport, Louisiana, has been ap- 
pointed a distributor for Whirl- 
pool Corporation, manufacturer of 
home laundry equipment, it was 
announced recently by John M. 
Crouse, sales manager. 

Heading up the new distributor- 
ship, which covers 28 counties in 
northern Louisiana, 11 in north- 
eastern Texas and one in Arkansas, 
are Frank Lyon, president; Thur- 
man Witt, vice president and gen- 
eral manager; and Lewis Anderson, 
sales manager. This area presently 
includes over 150 appliance dealers. 


GE opens appliance 
showroom in Chicago 


A YEAR-ROUND showroom has 
been opened on the eleventh floor of 
the Merchandise Mart, in Chicago», 
by the General Electric Company’s 
Major Appliance Division, it has 
been announced by J. F. McBride, 
manager of sales planning. 
which 
about 3,500 square feet of display 
area and more than 1,500 square 
feet of office space, has been de- 
signed by Amos Parrish & Com- 
pany, of New York City, merchand- 
ising consultants for department 
stores. 


The layout, comprises 


The display area has been planned 
to provide open vistas for the most 
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advantageous showing of appli- 
ances and to suggest ways in which 
dealers and department stores can 
display the General Electric line 
most effectively, according to Mr. 
McBride. 

Appliances will be spotted around 
the perimeter of the display area 
and will be complemented by island 
displays to highlight certain mod- 
els. A complete and operating “tele- 
vision kitchen” will also be a part 
of the exhibit. All displays will be 
arranged to permit an unrestrictea 
flow of traffic. 

One section of the display area 
will be set aside as an “Idea Room” 
for demonstrations of Consumers 
Institute and Home Bureau activi- 
ties and the presentation of sales 
education programs and_ special! 
merchandising activities. 

Both fluorescent and incandes- 
cent lighting will be employed with 
special provisions made for spot- 
lighting featured displays. 


Automatic washer 
added by Hamilton 


HAMILTON Manufacturing Com- 
pany, of Two Rivers, Wis., has 
announced the addition of an auto- 
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matic washer to its line of auto- 
matic clothes dryers. The company, 
pioneer maker of dryers, is enter- 
ing the automatic washer market 


in order to provide its dealers and 
distributors with matched units, 
according to E. P. Hamilton, presi- 
dent. 

Mr. Hamilton said, “Many of oun 
dealers and distributors have been 
urging us to take this step. The 
phenomenal acceptance achieved by 
the Hamilton dryer assures that a 
matching companion piece will be 
given a welcome reception. Now 
we can supply a complete automatic 
home laundry.” 

The new washer is of the agita- 
tor type and will be priced com- 
petitively, Mr. Hamilton stated. 
Production is scheduled to begin in 
May. 


Texas distributor 
named by Kaye-Halbert 

AUSTIN DISTRIBUTING Co., of 
Odessa, Tex., recently has been an- 
nounced as a new Northwest Texas 
distributor for Kaye-Halbert Dis- 
tributors, Inc., of Culver City, 
Calif. 

The company, owned and oper- 
ated by George Austin, will add 
television to its lines of air condi- 
tioning and heating equipment and 
supplies, and will serve such key 
centers as Amarillo, Pampa, Lub- 
bock, Big Springs, Abilene, and San 
Angelo. 


aud ‘Faces 





Eight members of the sales and ad- 
vertising staff of the Herman Nelson 
Division, Moline, Ill., have recently 
transferred their offices to Louisville 
in a consolidation of activities with 
American Air Filter Co., Inc. 

Robert W. Nelson, who has been a 
vice-president of the American Air 
Filter Company since the merger of 
the two companies in 1950, will as- 
sume the position of executive as- 
sistant to the director of sales, Mr. 
Nelson has spent more than 22 years 
with the Herman Nelson organization 
in various executive capacities. 

Charles S. Stock will manage unit 
ventilator products for the American 
company, a position which he has held 
in Moline for the past three years. 
Stock maintained his own business 
as a manufacturers agent for 16 years 
in Washington, D. C., prior to joining 
the Herman Nelson organization in 
1941. 

Two members of Mr. Stock’s Moline 


staff, Richard M. Burbank and John 
E. Heater have joined the Louisville 
headquarters. Mr. Burbank will be 
executive assistant to Mr. Stock, and 
Mr. Heater will be chief clerk of unit 
ventilator sales. Both men _ have 
joined the company since 1950. 

Robert F. DeLay is the new adver- 
tising manager of American Air Fil- 
ter and will assist the director of ad- 
vertising and sales promotion, John 
R. McConnell. DeLay has been adver- 
tising manager of the Herman Nelson 
Division for the past three years. 

A new member of the advertising 
department is Sam K. Wilson. A 
graduate of the journalism school of 
the University of Illinois, Mr. Wilson 
joined the Herman Nelson Division in 
January as assistant advertising man- 
ager. 

New market manager in the heating 
and ventilating section of General 
Products is Frank T. Carroll, Jr., who 
graduated from Villanova and joined 
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line 
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selling 





strong! 























YOU HAVE MORE REAL VALUE TO SELL... 
Feature for feature, your customers see more real 
value in Manitowoc freezers... distinctive upright 
design, kitchen-keyed styling, fast wipe-away de- 
frost, new cold-hold inner doors, full width doors to 
eliminate hidden corners, safest warning light in the 
industry, strata-cold design for constantly even tem- 
peratures, and air-tight Therma-Seal protection. 


AND MORE ADVERTISING TO SELL THE VALUE 
Biggest full-color program of any exclusive freezer 
line. You'll see Manitowoc advertising in The Sat- 
urday Evening Post, Better Homes & Gardens, Good 
Housekeeping, Country Gentleman, Farm Journal, 
Sunset, Successful Farming, Progressive Farmer, 
Capper’s Farmer, and Outdoor Life. Local advertis- 
ing and promotion for you will match the national 
program in power and scope. 


Let your Manitowoc Distributor tell you about the most unique franchise 


in the freezer field. . 
are ready to go to work for you now. It’s a powerful package, tailored to 
move freezers into customer’s homes. . 
closing the sale. It’s your best bet for a secure future in the freezer business. 


...and 
these 
Distributors 
can tell 
you 


why! 
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the Herman Nelson Philadelphia office. 
In January of 1952, he was trans- 
ferred to Moline as regional product 
application engineer. 

Another new member of General 
Products is William K. Watkins. He 
served in company offices in Chicago 
and Minneapolis prior to his transfer 
to Louisville. 

e 


According to an announcement made 
recently by Fred C. Hastings, general 
sales manager, Malcolm Mitchell will 
replace Ken Cook as national sales 
training director for American Kitch- 
ens Division of the Avco Manufactur- 


Maleolm Mitchell 


ing Corporation. Mr. Cook has re- 
cently been promoted to Western divi- 
sional sales manager. 
_ Mr. Mitchell has been the company’s 
Dalias district sales manager for over 
a year. Previously he was located at 
the home office in Connersville, In- 
diana, as assistant advertising and 
sales promotion manager. 

& 


Clifford C. Gramer has been named 
merchandise manager of Hotpoint 
Co., and Gordon G. Hurt has been 
named advertising manager, John F. 
McDaniel, vice-president in charge of 
marketing, has announced. 

In his new position, Mr. Gramer 
will have the responsibility for plan- 
ning and co-ordinating advertising, 
sales training, sales promotion, and 


Cc. C. Gramer 


G. G. Hart 


kitchen planning activities. He joined 
Hotpoint in 1950 as advertising man- 
ager. 

Mr. Hurt entered the company’s 
management training program in 
1948. Since that time, he has held sev- 
eral posts in the Philadelphia and 
Chicago offices, most recently serv- 
ing as assistant advertising manager. 

* 


B. W. Alvey has been appointed 
manager of rural sales of the Appli- 
ance Sales Department of the Frigid- 
aire Sales Corporation, according to 
an announcement made recently by 
Harry J. Miller, sales manager. 

Mr. Alvey replaces James S. Cobb, 
who, as announced earlier, succeeded 
Fred M. Mitchell as manager of home 
laundry sales. Mr. Mitchell is now 
manager of the company’s Roanoke 
Branch. 

A veteran of 28 years experience 
in the appliance field, Mr. Alvey be- 
came associated with Frigidaire in 
1945. At the time of his new appoint- 
ment, he was serving as supervisor 
of water heater sales. 

s 


The appointment of Robert M. Wol- 
aver to the Viking engineering staff 
was announced recently by Philip 
Borkat, chief engineer of the Viking 
Air Conditioning Corp., of Cleveland, 
Ohio. 

Mr. Wolaver will handle industrial 
design and exterior styling of the air 
conditioning and air movement prod- 
ucts manufactured by Viking. One of 
his first assignments will be to design 
the exterior of Viking’s new % ton 
central air conditioning unit which 
will be introduced this spring. He 


cehas had extensive experience in the 


field of industrial design. 
e 


Four new appointments in the Kel- 
vinator advertising department have 
been announced by T. J. King, director 
of advertising and sales promotion. Mr. 
King said the changes were brought 
about because of Kelvinator’s expan- 
sion plans in the appliance industry 
for 1953. 

J. T. Stone will take on new respon- 


sibilities as advertising and sales pro- 
motion manager for refrigeration 
products, including refrigerators, 
freezers, dehumidifiers, and ,oom air 
conditioners. 

W. L. Hullsiek will now serve as 
sales promotion manager and adver- 
tising manager for range and cabinet 
products, including ranges, water 


heaters and the full line of cabinets. 

J. H. Mattern has been named ad- 
vertising and sales promotion man- 
ager for the Leonard Division, and 
M. R. Milner is the new sales promo- 
tion manager for Kelvinator. 


Selling water systems 
(Continued from page 107) 
tems vary, depending on the source 
of water supply, depth of well, if 
installed in one, and other factors. 
He will hook them up to anything 
that will supply water—well, cis- 
tern, spring, lake, creek or what- 
have-you. However, most of them 

are attached to wells. 

The average contract charge for 
installing the pump and tank alone 
is around $300. Of course, the 
deeper the well the greater the 
cost. This does not include any vf 
the piping or fixtures to deliver 
water from the pump. The pump 
has a double pipe system that 
reaches into the well and suction 
power that requires no sucker rod. 

The beauty about selling a water 
system is the fact that it is a 
teaser for a vast number of electric 
appliances and plumbing supplies 
such as sinks, coolers, tanks, and 
everything it takes to make a water 
system tick. Since Herndon is 
equipped to do the whole job, both 
electrical and plumbing, he sells 
everything that operates either 
with water or electricity. 

“Practically every farmer who 
buys a water system from us buys 
a sink at the same time,” explained 
Mrs. Herndon who is a full time 
business partner of Wallace. “Over 
50 per cent of them buy water 
heaters immediately after instal- 
lation. Before we finish the origi- 
nal job our contract usually grosses 
far more than the actual cost of in- 
stalling the pump and tank. It fre- 
quently runs to $1,000 or more.” 

But the end doesn’t come even 
then! Herndon follows up later 
and sells many of the pump buyers 
complete bathrooms including tubs, 
and the other bath fixtures, and 

(Please turn to page 124) 
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(Additional items will be found on pages 11, 15, 122 and 123) 


2012—Electric Heating File offered by Electromode Cor- 
poration, Rochester 3, N. Y., is made up to suit individual 
requests for information on Electromode Heaters for do- 
mestic, industrial or farm use; or to contain material on 
the complete Electromode line if desired. Included are 
specification sheets, illustrations, installations, how to 
select the right capacity heater, how to figure heat loss, 
wiring diagrams, and price sheets. 


2014—Hot Water Heaters. Informative and well-illus- 
trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Auto- 
matic electric and gas water heaters. 


2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 


2022—Night-Air Cooling Window Fan. A two-page cat- 
alog sheet, completely illustrated and containing descrip- 
tive information on the 1952 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
5601 Walworth Avenue, Cleveland 2, Ohio. Illustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. 


2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 


2030—Electric Fans & Drills. Signal’s complete line is 
shown in a new catalog just off the press, featuring a 
wide variety of desk, pedestal, exhaust, and vent fans. 
Literature on drills, telegraphic equipment, and motors 
is also available from the Signal Electric Mfg. Co., 
Menominee, Mich. 


2034—Electric Flat Irons. Full information on Amer- 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu- 
facturing use, is available in literature from the American 


0 aaa Heater Company, 6110 Case Ave., Detroit 2, 
ich. 





2038—Murray Ventilating Fans. A set of specification 
sheets is available describing the Murray line of fans, 
including 20 and 24 inch window fans and vertical and 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Har- 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex- 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, N. Y. Characteristics of the Blowers, 
graphs, charts including capacities and static pressure, 
—_ exact dimensions are all contained in the 8-page 
older. 


2056—Electric Heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Blvd., Pittsburgh 8, Pa. The folio contains data and price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. 


2058—Exhaust Fans. A new Emerson-Electric Exhaust 
Fan catalog, illustrating and describing in detail this line 
of fans for all types of buildings, is offered by the Emer- 
son Electric Mfg. Co., 81st and Florissant Ave., St. Louis 
21, Mo. 


2064—Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 


2066—Shutters & Dampers. A 12-page catalog (No. 
46) is available from the Elgo Shutter Mfg. Co., 2738 W. 
Warren Ave., Detroit 8, Mich., describing the 17 different 
types of shutter and dampers manufactured by them, and 
as used in connection with ventilating and air-condition- 
ing installations. 


2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn.. offers a new 8- 
page catalog containing detailed information on the Hunter 
Zephair Fans, for home and industry. 
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fe tae Motte Se Bie Me | 


CHILL-AIR 


20-INCH 


4-SPEED 


WINDOW 


2\) 


Popular price - leader 
in the complete line 
of Chill-Air fans is 
this Four-Speed 20 
inch exhaust fan. 
Model TW-20. At a 
list price of $49.95 
this sturdily built 
fan, displacing 3300 
cubic feet of air per 
minute, is priced 
well below any com- 
petitive model. In 
, addition, it has the 
feature of providing 
full range of air with 


its 4 speeds. 


Blade and motor are 

rubber-mounted for 

absolute silence . 

the finger-proof safety guard, with narrowed spaces at the 
blade tips, completely surrounds blade .. . sliding side panels 
allow quick installation in any window from 21 to 37 inches. 


Write today for illustrated literature on the Chill-Air line — 
the big-profit, big-selling line of fans and coolers. 


4-SPEED TURN-ABOUT — Chill-Air luxury 
leader. Four speeds intake or exhaust, 
with no foss of CFM . . . changeable fan 
angle . . . absolutely safe, silent operation 
- » . 5 year guarantee. 


i CHILL-AIR 
Surname, ROLL-ABOUT 
4-Speed Pz _— 4-Speed, light 
Portable. i weight, attrac 


tive; 20” or 
Desk, floor, wall; 20°° and 16” AY ” 
el “ 16” blades 





CHILL-AIR Fans Sales Offices: J. V. Folsom & Son, 
301 N. Market, Dallas; covering Texas, Okla.. New Mex., 
Ark., La—S. C. Stockdale Co., 1032 Boulevard Ave., 
Atlanta; covering Ala., Ga., Fla., East Tenn.—Goodman 
_ Bros., P.O. Box 1872, Norfolk, Va.; covering N.C., S.C., 
Va., W. Va. 
OR WRITE 





2072—Window and Attic Fans. Two new 1952 bulletins 
on window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La. 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 


2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc., Home Appliance Dept., 1620 Central Ave., Minne- 
apolis 13, Minn. 

2090 Fans and Fan Parts. A new bulletin No. 4152 
describing their Knock Down Fans and Fan Parts has 
been announced as available from S. J. Stewart (Elec- 
tric), 527-31 St. Joseph St., New Orleans 12, La. 

2092—Air Circulators and Window Fans. The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans for 1952 is illustrated and described in a 
series of two-color catalog sheets and envelope stuffers 
available to the trade. A Special Sales Manual containing 
product and sales information is available for use by 
Dealers handling Kisco Products. Kisco Company, Inc., 
2400 Dekalb St., St. Louis, Mo. 

2108—Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 

2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 
for every room in the house and other applications are 
described. 

2116—Replacement Heating Units—For electric water 
heaters. Information on the complete line of various 
wattages, voltages, and shapes of water heater units of 
the Immersion Type can be obtained by requesting Re- 
yg mw Manual No. 5 from Tuttle & Kift, Inc., 1825 

. Monitor Ave., Chicago 39, Illinois. 

2118—Electric Fans. Robbins & Myers, Inc., Fan Divi- 
sion, 387 So. Front St., Memphis, Tenn., offers an attractive, 
12-page illustrated catalog covering outstanding features, 
design details, and performance ratings of R & M do- 
mestic, commercial and industrial fans for 1952. 

2122—-Surface Heating Units—For electric ranges. 
Complete information on fitting the famous TK Mono- 
tube Electric Range surface heating units into all types 
of electric ranges can be obtained by requesting Replace- 
ment Manual No. 5 from Tuttle & Kift, Inc., 1825 N. 
Monitor Ave., Chicago 39, Illinois. 

2124—-Evaporative Air Coolers. Essick Manufacturing 
Company, 1950 Santa Fe Avenue, Los Angeles 21, Cali- 
fornia, offers a greatly enlarged line of Air Coolers fox 
1952. The “Comfort Selector” is introduced for the first 
time, which permits complete control of cool air delivery 
from zero to full capacity, enabling the user to vary the 
air volume and cooling to meet his personal requirements. 
New this year also is a line of five “Down Discharge” 
models for easier roof installations. The complete line 
includes 25 models, ranging from 1500 CFM fan-type 
coolers to 12,500 CFM industrial sizes, including 11 win- 
dow-mounting units. Write for further information. | 

2136—HANDHOT CONSUMER MAILER—“HOME IS 
A PLEASURE”—9-page catalog of appliances and fans 
giving “tips” for using in copy. (Makes an effective 
Gealer mailing piece. The “kiddies” enjoy the carton 
type drawing). Chicago Elec. Mfg. Co., 6333 W. 65th 
St., Chicago 38, Ill. 

2140—Ventilating Equipment Circulators & Devices 
announces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment including Pedestal, Wall and Ceiling fans, Ex- 
haust Fans, new reversible window fans, blowers, shut- 
ters, etc. Write to Circulators & Devices, 98-168-32nd 
Street, Dept. E. S., Brooklyn 32, New York, for your free 
copy. 

2142—Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
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Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and elec- 
tric models are explained. 


2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 


2150—Apartment-Size Electric Range. Complete spe- 
cifications on the State Pride apartment-size electric 
range, manufactured by State Stove & Mfg. Co., 509— 
25th Ave., No., Nashville, Tenn., are contained in a new 
two-color catalog sheet. The stove is illustrated, and 
many consumer advantages are listed. 


2154—Rancher Fan. The “Niteair” Rancher, a com- 
plete package unit designed for ranch-type homes with 
low-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di- 
mensional drawings and specifications. 


2156—Combination Portable Window Fans. Three sizes 
of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
No. 615 available from The Lau Blower Co., Dayton 7. 
Ohio. Model 1252 is designed for casement windows, as 
is Model 1652, which is 2 inches larger. Model 2052 is 
a new window fan with side expanders. Variety of uses 
for all three fans is included in the folder. 


2158—Long-Range Radio & Television. Write: Michael 
Kelly, sales manager for key dealership franchises; and 
full technical data on Hallicrafters’ world-famed precision 
radios and television. Hallicrafters now GUARANTEES 
150-MILE TELEVISION RECEPTION, and GUARAN- 
TEES WORLD-WIDE RADIO RECEPTION. These exclu- 
sive products may now be available for your territory, so 
write today. The Hallicrafters Company, 4401 W. 5th Ave., 
Chicago 24, Illinois. 


2160—Electric Hot Water Heaters. A new catalog de- 
scribing Rex Electric Water Heaters is available from 
THE CLEVELAND HEATER CO., 2310 Superior Ave- 
nue, Cleveland 14, Ohio. It illustrates both the conven- 
tional round and the “Table High” models. 


2162—Fans and Blowers. Fans and blowers for every 
requirement are described in Catalog No. 400 of Chelsea 
Fan & Blower Co., Inc., Plainfield, N. J. Illustrations of 
each unit are accompanied by a listing of features, 
specifications, and dimensions, as well as cross-sectional 
drawings on many models. 


2164—“TOWERS & MASTS FOR TELEVISION & 
RADIO. By writing to the Jontz Mfg. Co., 1101 E. Mc- 
Kinley, Mishawaka, Indiana interested persons may procure 
information on a full line of Towers & Masts for TV and 
Radio installation. The Jontz Mfg. Co. also produces Guy 
Rings, Roof Mounts, and steel tubing. All materials are 
heavily zine-plated & chromate dipped for great rust-re- 
sistance.” 


2166—Radiant Glass Panels. Specifications and appli- 
cation data on electric radiant Glassheat panels is now 
available from the Continental Radiant Glass Heating 
Corp., 1 East 35th St., New 16, N. Y. The new bulletins 
describe both the flush mounted and surface mounted type 
of panels. 


2168—Television Antennas. Literature is now available 
from Kay-Townes Antenna Co., of Rome, Ga., describing 
the eight models in their line of television antennas which 
includes conicals, broad band, broad band fan, twin driven 
V’s, twin driven conicals, a broad band for metropolitan 
use, and a new high gain model, called the “Big Jack.” The 
company also carries a line of mounting accessories. 


2170—Sub-Zero Upright Freezers. New features of 
Manitowoc Sub-Zero Freezer Models 18.5 and 14 include 
Watching-Eye warning light which burns continuously un- 
less power fails or freezer. temperature rises 15° above 
thermostatic setting, floating type inner door to eliminate 
warping, and other improvements in construction and 
styling. Further information available from Manitowoc 
Equipment Works, Manitowoc, Wis. 
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No trouble 


/ 
to in te 


CHILL-AIR 


FAN-TYPE 


4-SPEED 


WINDOW 


COOLER 


with 8-WAY 
Air Action! 


Here’s the room 
cooler you've been 
wanting — 4-Speed 
super - efficiency, 
8-way air-action, 
absolute silence — 
and no more in- 
stallation than put- 
ting on your 
clothes! Completely 
self-contained with 
9 gal. water tank, 
Chill-Air Model 
1617 needs no 
water or drain 
connections and no 
wiring. Just put it 
into the window, adjust the sliding side panels, plug it into 
any 110 v. outlet and it's ready to deliver up to 2,000 
cubic feet of water-cooled air a minute. Patented odorless 
evaporative pads are easily removed for cleaning. Double 
deflection grille sends air in any direction. Off-on pump 
switch permits 8-way air and cooling control. Rubber- 
mounted fan blade and motor insure absolutely silent 
operation 


Write today for free literature on the complete Chill-Air 
line of Coolers fan-type and blowers, for home, commer- 
cial and industrial use 











Chill-Air Self Containea Chill-Air 
Blower Cooler. 12 gal. ca Ww 
pacity No woter or drain 


Home-Cooling 
ndow -Mounted Blower 
Simple, inexpensive installa 


2 sizes—3300 and 4000 


connection necessary 





CFM 


CHILL-AIR Cooler Sales Offices J. V. Folsom & Son, 301 
N. Market, Dallas: covering Texas, Okla New Mex Ark., 
La S. C. Stockdale 1032 Boulevard Ave Atlanta 
covering Ala., Ga la East Tenn Goodman Bros., P.O 
Box 1872, Norfolk, V vering N.C S.C Va W.Va 


OR WRITE 


NATIONAL ENGINEERING & MFG. CO. 


519 Wyandotte St 





uses his own plumbers to install 
them. They are all parts of the 
selling system that whoops up his 
volume and keeps his business on 
the sunny side of solvency. 


Other sales follow 

Running water into the kitchen 
creates a desire not only for sinks, 
but kitchen cabinets, dish washers, 
garbage disposal units, washing 
machines, driers, piping and septic 
tanks, all of which Herndon is pre- 
pared to sell and install. There is 
a continuing demand from his run- 
ning water buyers for pipe exten- 
sions to barns, pastures, and other 
locations. Dairymen are prospects 
for the ultimate installation of 
milk room equipment like wash 
vats, milk coolers and electric milk- 
ing machines. 

In fact, there is no end to the 
needs of a water system buyer. As 
long as he continues to farm, he 
can be counted on as a permanent 
repeat customer. If the electric 
dealer installs only the pumping 
system and allows a plumbing con- 
tractor to take over from there, he 


loses a lot of the gravy. In fact, 
there is danger that a plumber who 
is in a position to do all the piping 
work required, may secure the 
agency for a line of electric sup- 
plies and cut in on a lot of appli- 
ance business himself. 


Service agreement vital 

One thing that ties a water sys- 
tem buyer to the contractor who 
installs it is the service agreement. 
If anything goes wrong with either 
the wiring or plumbing, Herndon’s 
service men can take care of either. 
The firm now has several hundred 
water customers, originally sold by 
Herndon, who call on it for repairs, 
new fixtures and other needs. This 
maintains a continuous contact in 
which the technicians call at the 
farms and have an opportunity to 
sell additional equipment either in 
the electrical or plumbing line. 

Herndon began on many of these 
farms when they first got access 
to REA power. He got the initial 
job of wiring and most customers 
remained with him for additional 
needs. Many farmers, through ne- 


cessity, do much of their own 
plumbing and electrical repairing, 
especially of the minor sorts, but 
come to Herndon for supplies. They 
come into the store by the dozens 
every day and in this way they see 
and learn about many. appliances 
and fixtures they still need to buy. 

The follow-up servicing of his 
systems brings Herndon some wel- 
come revenue, but its most impor- 
tant advantage, as already hinted, 
is that the continuous contact it 
maintains with the customer pro- 
vides an opportunity for more 
sales. His charges on each service 
job are two dollars an hour, plus 
ten cents a mile, and the cost of 
new parts. 


Financing system used 

Another policy Mr. Herndon uses 
for more personal contact is his 
financial system. Many farmers 
are in a position to pay cash but 
those who buy on terms are 
financed by Herndon himself and 
not by a bank or finanee company. 
This means that when an install- 
ment falls due the farmer makes 





Another State Stove Exclusive! 
-  JWO YEAR GUARANTEE ON ELEMENTS AND THERMOSTATS 














heater you can sell. . 


When you offer your customers 
a 5 year warranty plus an 
optional 10-year Protection 
Policy with every State Electric 
Water Heater . 
add the exceptional 2-year 


.. When you 


guarantee on elements and 
thermostats ... When you bring 
out the eleven other features 
that make State the fastest 
and most profitable water 


. Mister, when you can offer all 


that, you've sold another water heater. 


For the full story of State’s twelve 
points for profits and a complete 
catalog, write or wire — 


STATE STOVE & MANUFACTURING COMPANY 


509 25th Avenue, North, Nashville, Tennessee 


ELECTRICAL SOUTH for FEBRUARY, 1953 





his payment at the Herndon store 
instead of with somebody’s bank - Se ae 
that has discounted the paper. : — poe ipa a 
This not only enables the firm io ~ oe els—%s to 1% H.P. Con- 
solicit more business but to check x ~S Ss a - ee nie ae 
complaints and grant an extension blond wood finishes. 

of time on a payment when the 

customer needs it. A _ bank, or 
finance company is more interested 
in collecting than in keeping the 
customer on good terms with the 
seller, Mr. Herndon believes. 


Dry weather helps sales 
Because of the severe drought 
this past summer, many hard-hit 
farmers were poor buyers of regu- 
lar appliances and with most 
dealers the farm trade fell off con- 


siderably. But Mrs. Herndon says Get your share of a 


with them the sale of water sys- 


tems took a pleasing jump. They Skyrocketing Business 


have proven to be exceptionally 


good dry weather sellers and have . minalorw 
helped to take up the slack of slow with AC) 
sales in other lines. ° sae ° 
As springs, creeks and other Room Air Conditioning 
sources of water supply dried up 
on farms, many of the owners had 
to fall back on dependable wells Now is the time to get in on the ground floor of one 
for their livestock. Having to coax of the nation s fastest growing businesses—room air 
watee ent ef a t0b4et will the conditioning. And the best way to get your share of 
dozens or hundreds of livestock by this vast, virtually untouched market is to take on 
-main strength and awkwardness is 
neither funny nor cheap. This cre- 
ated a dry weather demand on 
which Herndon -cashed in. For 
those whom he had already sold 
water systems he had a chance to 
make pipe extensions to barns, lots, 
pasture fields and other places. 
This brings us up to another ad- 
vantage in selling water systems. 
A little sales psychology will con- 
vince a farmer that one will soon 
pay for itself in what it saves. 
When he can be shown that five 
cents worth of electricity will pump 
a two-day’s supply of water for 
the average farm—something that 
otherwise would have to be done by HEALTH and COMFORT 
a $3-to $5-a-day hired hand—it AIR CONDITIONING by the roomful 
isn’t hard to make him see the 
point. Show him what his or his 
family’s time is worth at hired- REMINGTON Conditioners. 
hand wages drawing water for ain-COMBINONNND 


wash day and cooking, and _ it Name 
DIVISION 


95-3 Willey Street Address 
Auburn, N. Y. 


the most complete line in the industry— Remington. 

You can offer your customers a choice of console 
and window models, air cooled and water cooled, 
horsepower ratings from !s to 19, a wide variety of 


AC and DC voltages. There’s a size and type for 


~ 
a 


practically any in-the-room, remote o1 multi-room 
installation. 


Sy, 
The Ape 


You'll find installation especially easy, too, Air 


> he: 


cooled models require no expensive plumbing, duct 


7% 
wel 


work or alterations. 


Get in now and take advantage of Remington’s 


ee See 


+) 


RT ed 


aS 
s 


Early Bird Package which gives you a free selection 


ore es 
SES PN Aes x ete 


of direct mail material, literature, signs, decals, floor 
stand and other advantages you should know about. 


Get the facts today—mail the coupon. 


IDOE 


pease pe, © 





Send me the facts on Remington Room Air 


breaks down sales resistance like 
nobody’s business. 

Mr. Herndon has operated his 
present business on the square at 


City 





‘ Zone State 
Russellville for a dozen years and 


has concentrated heavily on the 
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SRW MI MLC OF RLM A AT MMR 


Lest 


IN KITCHEN VENTILATION 


EXCLUSIVE 


in 
TRADE-WIND 
VENTILATORS 


CENTRIFUGAL BLOWERS 


for discharge under |pressure 


The outstanding performance of 
Clipper Ventilators is 
due to their exclusive esign, incorporat- 
ing the use of genuine] centrifugal 
blowers. Unlike blade- type fans, 
blowers n move a large 
volume of air through a duct under 
pressure. This pressure is necessary to 
overcome the resistance set up by the 
walls, elbows and/other obstructions in 


the duct system. You can count on 
ems for quality performance. 


The ONLY ventilator that gives you 


@ Centrifugal Blowers 
@ Isolsted Motor 

@ Dripless Grille 

@ Easier Installation 


@ Iinterchangtable 
Horizontal and 
Vertical Discharge 

@ Five-year Guarantee 


PRICE OFFERS AN INDUCEMENT 
BUT QUALITY OFFERS A REASON 
Trade-Wind Motorfans, Inc., Los Angeles, Calif. 
See your nearest representative 
H. C. Biglin Co., Inc., 177 Harris St., N. W., 

es 3, 
Arthur S. Jones, 306 “Canterbury Hill, 
Sen Antonio 2, Texas (Bexar County only) 


L. R. Ward Co., 2711 Commerce Street, 
Dellas 1 and 1814 Texas Avenue, Houston 3, Texas 


126 








farm trade. He has sold water 
systems and electric service to 
rural schools, churches and other 
community buildings. He recently 
sold a second water system to the 
Olmstead Public School. He _ in- 
stalled the first one a few years 
ago in a well that became too weak 
during the recent drought. This 
enabled him to make another dry 
weather installation in a second 
well to supplement the first. 


Appliance displays 
(Continued from page 106) 


Bromberg’s curved island dis- 
plays provide another noteworthy 
advantage: Two salesmen can work 
simultaneously only a few feet 
apart, yet be out of sight of each 
other. And that, adds Mr. Bumpus, 
eliminates a particularly trouble- 
some distraction. 

The kitchen display at Brom- 
berg’s has just been moved to pro- 
vide more space for television. The 
kitchen, of course, makes selling 
there a lot easier. Every appliance 
in the room is activated. 

Some dealers, says Mr. Bumpus, 
would argue that such a set-up 
means wasted space. Quite to the 
contrary, he points out, Bromberg’s 
utilizes every foot of floor space 
and has added attractive shadow 
boxes for the smaller items. There’s 
a box, for example, beside the clos- 
ing desk, so that when a sale is 
being written up, the customer 
may sight something else that she 
would like to have. 

In addition to increased sales 
volume, proof of the effectiveness 
of the individual displays at Brom- 
berg’s lies in the fact that distribu- 
tors, often from outside the state 
of Alabama, have brought dealers 
to look it over. 


Training for TV 
(Continued from page 105) 


sale distributors of television, radio 
and appliances. We have gradu- 
ated some six hundred people over 
the past five years, the bulk of 
whom came from the retail dealers 
and service companies. 

Our approach to television ser- 
vice was then, and still is, based on 
analysis. We proceed by giving 
fundamentals such as frequencies 
of operation, how a signal is trans- 
mitted, what a transmitted signal 


is composed of, etc. We have a li- 
brary of records and slide films on 
practical trouble-shooting in tele- 
vision sets that are used in the 
class, also films on servicing tele- 
vision in the home. 

Circuit description, synchroniz- 
ing circuits, audio-circuits, power 
circuits, tuner repair, etc., com- 
prise the laboratory work. In other 
words, the students are called upon 
to work with sets with trouble in 
them. At the end of the course a 
stiff written examination is given 
on technical matter, and a practi- 
cal examination in trouble-shoot- 
ing, using “live” chassis with de- 
fective parts placed in certain cir- 
cuits. 


Course teaches analysis 


The secret of efficient and in- 
telligent repair for the repairman 
is analysis—diagnosing what is 
wrong with the set before he even 
turns the set over and attempts 
actual repairs. Analysis means 
turning on the set, studying the 
picture, sound, and screen, thereby 
eliminating the sections that are 
“O.K.” This will leave a tube, part, 
or section that is the cause of 
trouble. 

If, for example, in watching the 
inter-carrier type of set (widely 
used in new designs) he finds 
sound and light on the cathode ray 
tube satisfactory, but there is no 
picture, he has eliminated nine 
complete sections containing ap- 
proximately three hundred parts 
and has reduced his problem to one 
section only. Further analysis of 
the defective section will usually 
point to a tube or part. If the 
trouble is such that a single part is 
not indicated, certain trouble-shoot- 
ing practices are in order for the 
defective section. These practices 
also follow a definite pattern. The 
significance of this approach is ap- 
parent. Properly approached and 
analyzed, a cause of trouble may 
be detected in ten minutes, while 
trouble-shooting haphazardly may 
and has taken eight hours and even 
longer. If properly charged, a job 
eight hours long at five dollars an 
hour would cost forty dollars (for 
labor alone) and still the set may 
not be properly taken care of. On 
the other hand, if the proper meth- 
ods are used the repair charge will 
only be five dollars for labor. Bet- 
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ter, prompter service to the cus- 
tomer at minimum rates, and faster 
turnover for the shop, plus the cus- 
tomer’s repeat business are the 


he 


a ey ee training COMPLETE LINE 4 Wind dow ree 


we also worked in psychological as- 
pects of customer approach. Clean- ' 
liness, neatness, and courtesy were at Sensational New LOW PRICES 
emphasized and pointers given. We 
cautioned repairmen to talk as little 
as possible about the set to the 
customer. For in such a complex 20” CABINET MODEL WINDOW FAN... CR-20 

instrument as a TV set, where a Sleek cabinet design means sales to decora- 
customer knows nothing about its tion-wise homemakers and . .. it’s priced 
operation, a chance remark like. with an eye to their budget. Powerful, 


‘ ° h t t FM... 
“This screen seems to have a 2 speed motor exhausts up to 3500 C 


. ” cools 2 or 3 average rooms in minutes. Easily 
blurred picture,” can cause a great 


deal of doubt in the customer’s 
mind and give rise to endless com- NEW 20” BUDGET PRICED WINDOW FAN .. . LC-20 
plaint, even though the set may be Specially priced to the volume fan market, 
in excellent condition. withost sacrifice of power and efficiency 
Keeping in mind that we had Dependable 2 speed motor and full 20” 
practically handpicked people and mit sae proeek ed peas ss 
concentrated instruction, we wish caciaa: , r 
to point out that training twenty 


a 


Ns 
fend sae’ 
” 
‘é 


\ 


AX\\\\ 


installed in windows up to 44”. 


Lc-20 


television repairmen in a course of . 

twenty hours was a sizable finan- New, Exclusive NO DRAFT Reversible Fan by Ynlernalional 
cial investment, by the Jos. M. eatey se ere 
Zamoiski Co. But these were men NOW... A 20” NO DRAFT REVERSIBLE FAN ... RS-20 

who had had two or two-and-a-half International's exclusive new swing-oround 


years in the fundamentals of radio construction permits use as an intake fan 


. , : i i irect drafts. Air st 
and at least six months’ experience. whet encsying Cred Guth. A seem 
can be directed in more healthful, more 


Equipment is essential efficient, circular stream. The NO DRAFT fan 

pivots easily to any position desired, without 
Basic to the training of tele- removing fan unit or screen. Full power 2 

vision repair is a first-rate shop speed fan. 

with the following essential equip- 

ment: vacuum tube voltmeter, 

20,000 ohm volt meter, FM sweep Bg ¢ | 

generator, AM generator, oscillo- 

scope, isolation transformer, elec- : ] 





tronic switch, auxiliary power unit, 
field strength meter, tube checker, 
and cross hatch generator, plus a ORDINARY 

vide assortment of hand tools. Direct age 

7 . . o *_-*. 
This equipment costs approximate- porwran. dew inefficiont 
ly $1600. 

We follow similar procedures in 
the training of appliance repair- DOUBLE 12” NO DRAFT REVERSIBLE CASEMENT WINDOW FAN... DL2 
men. Qualified applicants for air For the great and growing casement window market, 
conditioning repair must know the the new NO DRAFT fan is available in a handsome, 
basic elements of refrigeration. easy to install, cabinet model. Two complete 12” 
An oral test comprising questions 5 epued fone te © cafe, ateerive mesatag. 
such as how a refrigerant is cir- 


culated through a unit is given an Gnternalional OIL BURNER CO. (Fan Division) 


applicant. If he fails to pass this ae ek oi 3840 Park Avenue « St. Louis 10, Mo 
test, and we are favorably im- 


pressed by his education, type of 
person, employment record, etc., he 

may still be given a trial of one to ase ey taf ool 709 Walton Bidg. HOUSTON, TEX. 

three months as a mechanic’s NORFOLK, VA. , Mr. S. R. Perkins, 1803 Cleburne 


helper, going on visits to homes Mr. Bill Webster, Webster Corporation, BLOOMINGTON, IND. 
7 : 2300 Colley Ave. Mr. Alan Dunlap, 709 Atwater Ave, 
with a mechanic. PITTSBURGH 22, PA. 
. H. M. Mason, 207 Investment Bidg. 
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Southern Sales Representatives WASHINGTON 20, D.C. 


Mr. Jack Reynolds, Box 6966 














"BIG JACK" 


THE WORLD'S MOST 
POWERFUL ALL CHAN- 
NEL 2-13 ANTENNA. The 
"Big Jack" was designed to 


perform in the deep fringe 
area and is finding its home 
on roof tops where station 


cut Yagis previously had to be used. 
Only one lead-in wire is required and no 
complicated switching arrangements 


are needed. 


BJ-2 


a 








Box 586 


* Oak dowel pins and crimp- 
ed ends relieve metal fa- 
tigue due to vibration. 


* Partially assembled for 
easy installation. 


* Cast aluminum Mast 
Clamp. 


* Aluminum Cross Arm. 


% UHF attachment available 
for all channel reception 
on channels 2 to 83. 


KAY-TOWNES ANTENNA CO. 


Rome 1, Ga. 





A concentrated course of study 
of eight or nine hours on the dif- 
ferent models and how they are 
constructed, the complete operation 
of a unit, and discussion of what 
a sealed unit consists of, how tem- 
perature levels are cut off and cut 
on, etc., are discussed. 

Demonstrations are given by 
two regular mechanics who pull a 
unit, disassemble the air-condi- 
tioner or refrigerator, take the tem- 
perature control and automatic de- 
froster out, and then get help from 
the apprentice in reassembling the 
unit. When it is reassembled, the 
regular mechanic asks the appren- 
tice to pull out one piece at a time, 
discuss and explain it. 

We have found it advantageous, 
and the experience of some service 
agents bears us out, to employ an 
analyst whose job is strictly ana- 
lyzing what is wrong with a set 
and indicating needed repairs that 
are then carried out by regular re- 
pairmen. 

We have trained repairmen for 
service agencies from as far out 
as 185 miles, covering such areas 
as Harrisonburg, Staunton, Char- 
lottesville and Winchester, Vir- 
ginia. This is understandable. If 
we sell television and customers 
cannot get service, we would find 
ourselves in a very difficult position. 

The wholesale distributor who 
has considered courses in television 
’ repair would do best if he would 
scout around for first-rate radio 
repairmen. They will form the 


128 


nucleus of television service around 
which he can build an ever-enlarg- 
ing group of well-trained tech- 
nicians. Another source may be 
high school graduates who have 
studied the fundamentals of radio. 
Also amateur radio hobbyists are 
usually adapted to more compli- 
cated electronic fields. 

We must point out that only an 
instructor with a thorough elec- 
tronic background with wide and 
diversified experience should be con- 
sidered. 

Training is a responsibility of 
the wholesale distributor who is 
best qualified to dispense such ser- 
vice. When a customer calls a dis- 
tributor for service on a set, it is 
the distributor who should be able 
to refer the customer to a reliable 
service agent. 

It is the distributor to whom 
the customer should have local re- 
course if the service has not been 
satisfactory. The distributor in 
turn should not have to give ser- 
vice, but must be able to offer com- 
petent service through a service 
agent. 

We have many thousand tele- 
vision sets in metropolitan Wash- 
ington. Our originai group of 
twelve service agents are now the 
leading service repair companies, 
who depend solely on service and 
nothing else for a livelihood. In 
addition to our original group we 
have approximately six hundred 
service technicians (TV, radio, 
range, refrigerator, etc.) to han- 


dle all of our products. 

At the present time we are giv- 
ing our first course of instruction 
in Ultra High Frequency television 
to our twelve service-agent compa- 
nies. This course is being given 
in the Jos. M. Zamoiski Co. shops. 








IRONING CORD HOLDER 
that Stays on the Board 


Here’s the holder that makes sense— 
it stays on the board, folds flat for 
storage. Shockproof grip holds the 
cord, prevents wear. Handy three-way 
outlet plus extension cord lets women 
iron where they wish, and plug in a 
lamp and radio, too! Out-O-Way has 
everything. Retails at only $2.49. 








Less wear on cord. 














= 











Inbuilt extension cord 
with 3-way plug. 


DAVIS Mfg. Company 


PLANO 1, ILLINOIS 


Southeast Representative 
H. K. DEWEES CO. 
Walton Bidg., Atlanta, Ga. 


Folds flat for easy storage. 


ELECTRICAL SOUTH for FEBRUARY, 1953 





After their men have been trained, 
we will have a competent service 
group to fall back on for dealers 
and customers until we have com- 
pleted the training of our dealers 
and then the remaining independent 
service members. 


Four-way promotion 
(Continued from page 103) 


This produces both store and out- 
side sales 


> a ee CUT INSTALLATION COSTS 
Also of help in this way was a 
series of three monthly direct mail occ - INCREASE PROFITS 


letters, telling our white goods Jontz TV Installation Accessories give you extra quality, 
story to a list of 500 home owners greater economy. All Jontz products are heavily zinc-plated 
who were then called on by the with an additional chromate coating...six times more weather 
staff. Half of this letter cost was protection than ordinary zinc-plating. 
borne by the manufacturers, and : TELE-Tuae 
we also get co-operative help from $ CONSTRUCTION 
them on all the ads in our white ; : : cout coats ore 
goods line. Other direct mail is a oh faa — 
4 . 4 ighest quality 
sent out as needed to a list of old ere Rony 
m4 stee ubing, 
customers made up from previous with heavy zinc 
z ‘ d 
sales tickets, with a sales follow- Soatlon. Vous 
: assurance of 
up. + tubular strength 
“Another increasingly important y end durability. 
promotion, directly tied in with e 
sales calls, consists of goodwill 
gifts presented to selected home ~~ 
ys ” ” 1 IM WER— 
owners by the salesmen. Since we — i Deak See 
are now well-known, through gen- C-KWICK UP TELESCOPIC MAST 
eral advertising and having been a 
in our present location for 14 years, j a: aes Ww ; gy -wey 
and since most of our appliance 4-way swivel mount 


. ‘ Z © for any type of instal- 
sales are now made outside—these : . = = lation. Fully adapt- 


gifts, presented directly by the men ve BON the ¢ ai < 2 aa gob. 
who do the selling—go right to the we as ag ses a 

heart of our current business. It 
means that our promotion is dove- 
tailing with our specific merchan- MODEL 115 and 125 


dising techniques and personal con- KRANK UP TY MAST 
tacts. 


“The gifts include, for home 
owners: desk memorandum pad 
sets, barometers, thermometers. 


BTW 
eae 


cae Nea 
= 








omy oa 


A-KWICK CLIMB TOWER— 
MODEL 100 





Lightweight, yet strong, durable... 


constructed of highest quality steel _ 4-way rotary base 
mount. Fits along roof 
peak for safe, easy in 
inate strain from cables. Easy to stallation 


calendars, novelties, and_ light- erect, easy to service...crank up to — 
weight metal stepladders; to se- 27 feet on Model 115, 47 feet on ( ) 


ROTARY MOUNT, 
MODEL $ 


tubing, with locking device to elim- 





lected contractors, we have given Model 125. Available in a complete 
fans and toasters. economy package including al! hard- 
, ° ° Te. 

TV time, like newspaper ads, — ; 
Mr. Ganger considers a direct sell- | Gor Suees 
. : . ‘ Your inquiries will receive prompt ; BY JONTZ 
ing medium on specific items, both sacl The answer to your 
ae” ° ; ° ° attention. guy ring needs. Handy 
for inside and _ outside selling. Write us for details today! BB Jontz guy rings may 
Ganger’s will use it selectively in eae ee 
proportion to its results as mea- . . _ choice of S 1. B.'s 
sured against its greater cost. The = te 
papers will continue, to get the 

“08.0. MANUFACTURED BY 
major part of the budget, probably, « 


though fewer white goods ads will JONTZ MANUFACTURING co. 


be run in the future. eins East econarat sensasasstea inGian, Michewahe 5- 5178 
Store location is another factor . : 


in planning promotion. While the 





"Seuthoastien sms A. H. Patton, 710 Walton Bidg., natin, Ga. 
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company is only six blocks away 
from the best shopping area, the 
neighborhood is noted mostly for 
its jobbers and wholesalers, and 
there isn’t a great deal of window- 
shopping traffic. That’s one reason 
for stressing extensive public rela- 
tions and general advertising. Some 
of the money saved on rent or 
overhead can well be spent to com- 
pensate for an off-trial location. 


Importance of good will 

“Also our large neon signs and 
window lighting on 120 feet of 
frontage are designed to let mo- 
torists know who and where we 
are, since our street is one of the 
main automotive traffic arteries be- 
tween downtown and the outskirts. 
Our 4800 sq. ft. of space in a mod- 
ern building is also representative 
of the quality and breadth of our 
nationally-known lines. With a per- 
sonnel of 16, including engineers, 
and all modern facilities, we are 
fully equipped to back up our ad- 
vertising claims with real service. 

“No matter how good your pro- 
motion is, it won’t give you a prof- 


itable operation in the long run, 
unless your whole organization is 
set up to support it. Most name 
products are well-made nowadays, 
and it’s service and personal good 
will that really sell goods,” Mr. 
Ganger explained. 

“One of the biggest obstacles in 
appliance selling these days is the 
extreme price consciousness of 
many prospects, partly due to the 
price cutting, high-pressure bar- 
gain sales, excessive trade-in al- 
lowances, and exaggerated budget- 
selling of some of the chain stores, 
national and local. We meet this by 
accepting trade-ins ourselves, even 
when we have to scrap or sacri- 
fice the old appliances. 

“We also budget 40 per cent of 
our white goods, through reliable 
finance companies, but we don’t 
ballyhoo this angle. Emphasizing 
quality products of superior design 
and also better local service is an- 
other defense against the cut-rate 
operators. Here again we are 
helped by our larger number of 
personal calls and our broad, long- 
time acquaintance among repre- 


sentative Miami citizens through 
years of civic activity and good 
public relations. The individual, 
man-to-man atmosphere we have 
created cannot be matched by the 
impersonal syndicate-store type of 
operation, especially among the 
class of trade at which we pri- 
marily aim.” 

Mr. Ganger has been active in 
American Legion affairs for over 
25 years. As commander in Miami, 
captain of the Drum and Bugle 
Corps, and also in state and na- 
tional groups. He was one of the 
founders of the pioneering Miami 
blood bank, has served on the 
Orange Bowl Committee, as a mem- 
ber of the local boxing commission, 
and as a leader of Red Cross, De- 
fense Bond, and Community Chest 
drives, among others. 

The business acquaintances, and 
numerous helpful contacts made in 
this work alone make it worth- 
while, he declares, but in the long 
run even they turn out to be the 
least of the benefits derived by be- 
coming a solid part of the life of 
your community. 





GLUTTONS for 
PUNISHMENT 


¥ 





. COME : 
AN 





WANTED-For Publication 


Interesting accounts of successful promotions con- 
ducted by electrical appliance retailers for publica- 
tion in Electrical South. Sales managers are invited 


to submit articles and photos of successful events. 


and CORD SETS 


No special form necessary; just give complete details 


in a letter and our editorial staff will put material 


@ QUALITY-controlled wires that 
you KNOW will stand the gaff— 
on smart spools, in convenient 
lengths for fast over-the-counter 
action. @ Also Neoprene-jacketed 
cords (types SVO, SJO and SO) for 
valiant resistance to oil, heat and 
light. @ U-L approved Cord Sets for 
every conceivable purpose... foes 
of CORDelirium. 


‘*“maoeée by 


Into shape for publication. Payment made for all 
material published. Address all items and inquiries 


to the Editor. 





ENGINEERS FOR ENGINEER S** 


CORNISH WIRE CO., inc. 


50 Church Street, New York 7, N. Y. 


Represented by L. MORRIS LANDERS COMPANY 
624 Spring St., N.W., Atlanta, Georgia 





ELECTRICAL SOUTH 


806 Peachtree St... NE Atlanta 5. Ga. 
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Now, PARAGON 


Attic and Window 
Fan Timers 


help you cash-in on the trend 
to automatic home cooling 


\} 


i 
Q 


= 
Wall-type 


for Attic Fans 


Model AF-21 — 
Provides automatic shut-off for 
attic fans with motors up to 
¥%, hp, 115 volts, a-c. 
Dependable, accurate, all-electric, 
Attractively finished. 


$895 


RETAIL 





a Pe . 


Portable-Type 


for Window Fans 


Model PF.21 — 

o real sales stimulator for 
window type fans 
Automatically shuts off 
fons up to V3 hp, 115 
volts, a-c. Powered with 
quiet, industrial type 
synchronous motor. 


$995 


RETAIL 


HERE’S THE WAY TO POCKET AN EXTRA PROFIT on the 
sale of every home ventilating fan. With these timers, attic or win- 
dow fans are converted to semi-automatic operation. Your customers 
get added comfort and convenience . . . enjoy full nights of restful 
sleep. What’s more, Paragon Timers cut current costs, prolong fan life 
because they shut the fan off automatically at any pre-selected time. 

They’re easy to install . . . and so inexpensive. Fully guaranteed. 
Start cashing in today with these Extra-Profit builders. Show them, 
demonstrate them . . . and you'll sell them! Get the Paragon profit 
story from your distributor, or write, 1953 


PARAGON ELECTRIC COMPANY 


1618 Twelfth Street * Two Rivers, Wisconsin 


World's largest exclusive manufacturer of time controls for all uses 
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Choose REX AIRATE Fans 


for Your Year Around Plans 


Here’s the 


HEADLINER 
with the Big H 


Tre Rex Airate HEADLINER isa 

big fan for big jobs—with six deep pitched 
blades mounted on a big H frame— 

for powerful performance, quiet operation 
and long, long life. 


The Rex Airate HEADLINER is reversible 
and the big exclusive H frame takes all 
the shiver and shake, the quiver and quake 
out of its operation. 


The 24” Rex Airate HEADLINER will 
move 3854 CFM of free air—the 28” unit 
5870 CFM—enough capacity to cool 
homes, stores, display rooms, motels or 
small plants. 





Here’s the “Show ‘Em and Sell 'Em’”’ Story 


MOTOR — Oversize split phase motor, 
rubber mounted. Also available for 
2-speed operation. 

SWITCH—On-off switch in line. Revers- 
ing switch on cabinet. 

HOUSING—Heavy gauge steel cabinet, 
rubber mounted. 

GRILLE— Close woven decorative mesh 
protects rear grille. 

BLADES—Six deep pitched blades reduce 
hum. 

LUBRICATION— North, oncea year. South, 
four times a year. 

FINISH—Grille, gleaming white baked 
enamel; cabinet, light green Ham- 
merloid enamel. 











Southeastern Representative: C. W. Lehner, Walton Bidg., Atlanta, Georgia 


AIR CONTROLS, INC. 


Division of the Cleveland Heater Co. 


2310 SUPERIOR AVENUE « CLEVELAND, OHIO 
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Kay-Townes Antenna Co. 

Kearney, James R., Corp... 

wri Se: F Manufacturing 
oO. 7 

Keller, W. 

Kennon, W. 

Killark Elec. Co. 

Koeln & Co., 

Krueger & Hudephol eeeasds 80 

Kuhlman Electric Co. 


L 


Lamb Co., A. W. 
Landers Co., L. Morris, 
1, 52, & 
Mg TEee 
72, Th 7 
Lau Blower Company, The.. 
Laubach, Roger 
Ledford, L. O. 
Lehner, Cc. W. 
Leviton Mfg. Co. 
Light & ae Utilities Corp. 
Lint, Clyde V 
Lloyd, abe R. , 
Lloyd Factory Sales Agents, 
JA. re: AR ae. A 


Lassiter, W. 


Lombardi, Gene .. 
Loyd, Inc., Ernest T 
Luesing, Wm. 
Lumpkin, Paul 


M 


M & W Electric Mfg 
McCain, J. E. 
McCourt, Leo T. 
McCreary, B. L. 
McFarland, E. M. .. 
McGill 
Inc. 
div 
McLellan E bquip. Co. 
McNeill, B. E. 
McPherson, Frank C 
Macon Co., H. L. ... 
Manitowoc Equipment Works 119 
Marcus Transformer Com- 
pany, Inc. § 
Markel LaSalle 
Matthews, J. E. 
Mayerson-Follman Co 
Meischner, Ray 
Michler, P 
Miller Company, 
Milner Co., W. J. 
Mitchell Mfg. Co 
Monitor Controller 
Moore, Fraser D 
Ds EOE ino 0.4.0 8 9:010-wabe.a>0 13 
Munding Elec. Sales Agency, 
45, 
Murray Company of Texas... 
Musgrove Co., Curtis 
Myrick, C. C 


N 


Nash, Walter S. 
National 
tions 
National 
Corp. 
National E 
Co 
North, J. § 
Noser, J. A. 
Nuro Company 


Publica- 


Business 


oO 


O Z Electrical Mfg 

Okonite Co. job. eee 

Ce As Ele 6s 6cbedenise cues 

Osmose Wood Preserving 
Company of America, Inc... 


ELECTRICAL SOUTH for FEBRUARY, 1953 





p 


Paradis, Jos. L 

Paragon Electric Co 
Parker, T. C. ; d 
Patton, A. H. . 127, 
Peabody Brothers 
Pendergraph, H. A 
Penn-Union Electric Corp. 
Perfect Line Mfg. Co 


Perry, J. J., I. 
Peterson & 
Picker, F. C 
eee. 4. kes uwas ; 
Plymouth Rubber Company, 


Lowe 


Inc. ae ; 
Pollock, R. H. .... 
Prag, Elmer 
Pressteel Company peat 
Progress Manufacturing Co... 
Pryne-Rittenhouse Co. 
Pyle-National Co., The 
Pyramid Instrument Corp 


R 


Ramond. Co., Chas. K. 

Ranson, Wallace & Co 
tedmann, S. M. 

Reed Unit Fans, Inc 

Remington Air Condition 
Div. : 
tenoff Co., Paul V. 

Revco, Incorporated 
tevere Electric Mfg 

Richey, E. B. 

Ridgeway, J. T. 

Rietze & Co be ee 

Robbins & Myers, Inc. 
tobinson, W. A. 

toes & Co., H. A. 

Rogers, C. B. 

tome Cable Corp 

Herb M. 

Rosebrough, Lee | 

Rottmann, O. H : 
Royal Electric Company . 
tuff & Cannon 

Russell & Stoll Co., 


S 


Sanford, J. S > 
Schneider, David D. 
Scholle, C. A. . ‘ 
Schoolar & Co., S. T. 
Schwitzer-Cummins Co 
Seidenglanz & Co 
Sharley, E. T. 
Sharp, E. C. “ 
Sheehan & Assoc., J. D. 
Sherrill, Paul 
Signal Electric Mfg. Co 
Simmer, F. H. ...... 64, 76 
Simplex Wire & Cable Co 41 
Smith, Robt. P. ......'.. rh 
Smithceraft Lighting Division * 
Snoots, Wayne ...... 68, 80 
Sommerlath & Assoc., E. G 

Jr. Sk Sie hie 
Southern Agencies 44 
Southern Electrical Corp es 
Southland Sales Agents 1, 65 
Southwest Service... 1 
Southwire, Inc. . ee ra 
Sperti Faraday, Inc 68 
Square D Co .Third Cover 
Sta-Brite Fluorescent Mfg 

Co \ = 4 &0 
Stainton, W. G ¥ 81 
State Stove and Manufactur- 

ing Co ss S 


Rose 


Inc. 


el 
pales & 


124 
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Stockdale Co., 
Stone, Carson 
Strong, Carll 
Sullivan, W. E., 


Sunwarm 


T 


Tennessee Coal & Iron Div 
’. S. Steel Company . 
Thor Corp aves we, 
Thorsell, Carl W. .. 
Titherington, R. G. 


ec a ee ed 
Triangle Conduit & Cable 
Co., Ine : ne ae 
Trimble Co., Ine., C. R. .133 
Trumbull Division, General 
Electric Co eakene : 
Turner, Will scbiis sas ae 
Tuttle and Kift, Inc 85 


U 


Union Insulating Company 
Unistrut Products Co. 
United States Rubber Co. 


Universal Wire & Cable Co.. 


V 


Victor Insulators, Inc 
Viking Air Conditioning 
Corp eoeveuces 


Ww 


Walker Electrical Company. 
Ward, L. R. ares 
Weilbacher, A. J. ...... 
Weingarten & Sons, B. . 
Wells, Gordon pinta 
Western Insulated Wire 
Westinghouse Electric Corp. 
(Appliances) .. 
Westinghouse Electric 
(Fan Division) 
Westinghouse Electric 
(Lamp Division) 
Westinghouse Electric 
(Transformers) 
Wheeler Reflector Co 
White Products Co 
wae, < e -oa. ms 
Whitman, Marshall L. 
Wiegand Co., Edwin L j 
Winkler, B. L. + 47, 61 
Wiremold Company, The . 80 
Wood & Anderson. 51, 130, 134 
Woodyard, Charles L 68, 
73, 136 


Corp. 
Corp 


Corp 


Y 


Youngstown Sheet & Tube 


Z 


Zenith Radio Corp 
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REED DOES IT AGAIN! 


W.-for 1953... 


A 2-SPEED REVERSIBLE 


WIND-O-VENT FAN FAMILY 


The Reed RTS Two-Speed 
Wind-O-Vent line has 
been further improved, 
with the addition of the 
reversibility feature. 
Here’s the window fan 
family of the year—for 
consumer acceptance 
and dealer profits! 


Sizes and Certified CFM air 
capacities for every instal- 
lation requirement. Get set 
for the best fan season 
you've ever had, with the 
Reed RTS Wind-O-Vent 
family for 1953! 


RTS-24 WIND-O-VENT 


RTS-30 WIND-O-VENT 


One of the most extensive and liberal 
dealer cooperative advertising plans 
in the appliance business. Ask your 
authorized Reed distributor or write 
direct to us for details. 


UNIT-FANS, INC. 


1001 St. Charles Ave., New Orleans, U.S.A. 





write for free 
catalogue, 
fan file and prices 





the little “extras” 


mean extra fan sales 


Only Murray’s Deluxe line of attic 
fans offers sealed ball bearings 
throughout—in both fan and motor— 
lifetime bearings which never 

require lubrication. Install ‘em and 
forget ‘em. It’s these exclusive little 
“extras” in the Murray Deluxe line 
that insure another hot fan season 


for dealers and jobbers. 


, 
“lI 


f 


y" “e 7 ky 


MURRAY’S DELUXE 

VERTICAL PACKAGE UNIT 
Complete with fully automatic shutter. 
Fan guaranteed for 5 years—belt 
and motor, | year. 


COMPANY OF TEXAS, INC., ATLANTA, GA. 
ventilating & window fans 


H. C. BIGLIN COMPANY, INC. 
177 HARRIS ST., N.W. ATLANTA, GA. | SIGNAL ELECTRIC MFG. CO., MENOMINEE, MICHIGAN 


...in the respected SIGGNAZ line 
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' BIG Sates PusH! 


RM fans inS3! 


ae National Push 


R & M covers the nation 
with regular advertising ann 
sales messages in lead- 
ing weekly magazines, 
home interest monthlies. 


Local Push 


ax 


wet 
i 


able for your use 


Newspaper mats, 
counter folders, TV 
film spots, radio spots 
and decals are all avail 


Point-of-Sale Push 


Counter and floor dis 
plays that remind, in 
form and let customers 
sell themselves by test 
using R & M fans 





NEW Sales Sizzle 
For a Waiting Market! 


This new R & M Casement Win- 
dow Fan packs real appeal for the 
new home owner! Has all the 
quality features that have made 
standard R & M Window Fans 
steady sellouts. Easily installed 
in standard 3-light casement win- 
dows. (Panel furnished to fit 4- 
light.) Two speeds, intake and 
exhaust. Electrically 

reversible. 12” twin 

fans have 2000 CFM 

delivery. Silver gray 

finish. Guaranteed 

5 years. $79.95* re- 

tail. 


New Sales 
Catcher! 


Two-way Action Socks-up Sales! 





Stop Shoppers! 
Eye-catching display sells for 
you on counter, table, or in 
the window. Two sturdy sup- 
ports fasten to fan panels. 
Fan operates in display. 30° 
high, 27” to 36” wide. Ask 
your distributor or write for 
details about this display. 


Customers try—then buy 
more casement window fans 
from this display! It wins at- 
tention, lets customer operate 
fan displayed. Fan fastens 
to sturdy wooden stand, col- 
orful signs screw onto fan 
panel. Height approx. 6’ 6”. 
For details, ask your distrib- 
utor or write us. 


18” and 22” R & M electricall 
reversible Window Fans ex- 
haust stale air, drawing in 
cooling breezes... reversed 
electrically, they circulate fresh 
air. Install with a screwdriver! 
Two sliding panels adjust 22” 
fan up to 39”; 18” 
fan adjusts up to 35”. 
Silver gray finish. 
Guaranteed 5 years. 
18” size 2500 CFM 
delivery; 22” size, 
3400. 18” size, 
$59.95* retail, 22” 
size, $79.95* retail. 
*Prices and specifica- 


tions subject to change 
without notice 





"“Package’ 
Home Cooling 
Heips Customer 
Save! 


No “extras” to explain 
when you sell the R & M 
**Package”’ Attic Fan! 
No trap door, grille, or 
suction box needed. It’s 
a complete home cool- 
ing system! Ideal for 
low attics and all stand- 
ard hallways. Rubber- 
mounted, sound-insu- 
lated. Changes air once 
every minute in average 
house. Baked enamel 
(off-white) on shutter 
and trim. Four sizes 
with air deliveries from 
5000 to 16000 CFM. 
From $139.95* retail, 
including new auto- 
matic shutter. 


oi 
eins! 


Sparks a Trial! 


Beams a minimum 
gross sale of $139.95* 
to your customer's 
eye! Lets him sell him- 
self! Kiln-dried lum- 
ber. Dark green with 
yellow letters. Size 
2a. eas Ss 
Ext. cord incl. Ask 
your distributor or 
write us for details. | 





First Choice of Thousands! 


10° “Quiet Oscillating Fans. Are in 
popular demand for home, offices, sales- 
rooms and stores. Smartly styled to 
blend with modern furnishings. Attrac- 
tive gun-metal finish with sturdy cadmi- 
um-plated guard. Adjustable for station- 
ary or oscillating service. Tilts and locks 
atany angle. Super-quiet. High-velocity 
air movement. Guaranteed | year. 10° 
fan, $17.45* retail. 12” R & M Quiet 
Oscillators, $24.95* retail. 16° size (5 yr 
guar.) $43.95* retail 


SALES-BUILDING FILMS FEATURING YOUR 
STORE ARE AVAILABLE ON R4&M ATTIC AND 
WINDOW FANS. WRITE FOR DETAILS, NOW. 


ES-23 Robbins & Myers, Inc., Fan Division, 387 So. Front St., Memphis 2, Tenn. 
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FRESH-AIR MAKER LINE FOR ’53 


eWINDOW FANS @ PORTABLE FANS 
e COMBINATION PORTABLE & WINDOW FANS 
e A T T a Cc F A M s A fast selling, money making assortment of models 


that will click with most of the buyers’ requirements 
at prices they will like ... it will pay you to investigate 
these new members of the already large Fresh-Air 


Maker Fan Family. 


MODEL F-12 PORTABLE [eee NEW | 


1} 
Model F-12—Combining an excellent portable 24-INCH — ) 
and window fan. Finest, handiest low-priced WINDOW FAN 
portable obtainable. Sliding window panel (op- MODEL R-24 
tional) quickly adapts to sash windows 2712” 


MODEL R-20 


Model R-24—Compact, electrically Model R-20—New, improved elec- 
to 4142” width. reversible window fan—two speeds trically reversible two-speed adjust- 
either way—a fine fan for homes, of- able window fan. Abundant air de- 


/ fices or business. Fills requirements livery for small homes or apart- 
of big housing jobs and priced to ents. 
get them. 


MODEL C-25 CASEMENT N a W meet peas 
, / speed, 16” adjustable 
AND SASH WINDOW FAN : window fan. Made 


to order for the pop- 
Model C-25—Tops for versa- W-16 WINDOW FAN ular priced market. 
tility. A natural for casement 
or sash windows, steel, aluminum or wood, or 


a floor fan. Reversible, intake or exhaust. Pow- THE BEST FANS ON THE MARKET FOR THE PRICE 
erful and quiet. Most attractively priced. i : 
Write for Partieulars... 





SCHWITZER-CUMMINS COMPANY 


VENTILATING DIVISION 
INDIANAPOLIS 7, INDIANA 


Builders of Fine Pans aud 
Glowers for SD years 























1 to 32 Circuits 


Only six devices form the basic 


AO \ine in general purpose enclosures. 


Main Breakers 


For the first time! Load centers 
with main breakers for 1 phase, 3 wire 
or 3 phase, 4 wire devices 


1 Phase, 3 Wire 3 Phase, 4 Wire 


To meet modern trends in distribution 
Both raintight and general purpose. 


Raintight 

All enclosures are Underwriters’ 
approved. Available with or without 
provision for the popular interchange- 
able hubs. 


“Plus Applications 


The XO solves specific water heater, 
switched neutral and other split bus 
problems—in many cases with stand- 
ard components. 


XO Plug-in Units have 
ALL the Features... 


1. Quick-Make, Quick-Break op- 
eration at no extra cost. 


2. Ambient Compensation ends 
nuisance tripping: No extra cost. 


- Thermal-Magnetic —complete 
two-way protectio 
moderate and heavy ove? Off-the-Shelf Delivery 

4. Non-Interchangeable feature Just 3 comp* nents simplify selling and 
prevents higher capacity 30, 40, stocking Box with interior, ® over, and plug 

, in breakers Breakers conveniently packed 

50 ampere sizes from being sub- seer oer ean ri wr 

: in jindividaua! boxes ana multi-pa* ked in cat- 
stituted tor 15 and 20 ampere tons. All the sales features highest quality, 
breakers. Discourages tampering. no cost premium immediate delivery- 


ASK youR ELECTRICAL DISTRIBUTOR FOR SQUARE D propDucts 


SQUARE LD COMPANY 


i 
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“Easiest fuse 
fo renew 
| ever used. 


It’s G-E” 
kop a 


"Ouly three pieces to handle—plus the link— 
when Lrenew blown links in this new General 











Electric time-delay fuse. It’s a well-made, 
sturdy fuse, too. | like the ribs on the cap—- 
they give a better grip than knurling. You can 
tell at a glance which end comes off.” 


You'll like these other features of G-E fuses too 


General Electric makes them all 


One-time fuses: 
All standard ratings 
from 1 to 600 amp. 
Available for both 
250V and 600V 


service. 


Renewable 
time-delay fuses: 
All standard ratings 
from 3 to 600 amp. 
Available for both 
250V. and 600V 


service. 


Plug fuses: 
Transparent-top plug 
fuses. 3 to 30 amp, 
125V. 


All G-E fuses are listed by 
Underwriters’ Laboratories, Inc. 
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1 All contact surfaces on renewable fuses are silver-plated to elimi- 


nate heat caused by oxidation. 
2. Newly designed links give accurate and consistent time-delay. 
3. The simple three-piece construction applies to ferrule type fuses, 


too. This fuse has a patented hinged contact plate—no washers to 


drop. 


For complete data, address Section D41A-224, Construction 
Materials Division, General ElectricCompany, Bridgeport 2,Conn. 


You cam put your coonee sn 
GENERAL @@ ELECTRIC 
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